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[bookmark: _Toc92187738]Task 1: Individual assignment 
[bookmark: _Toc92187739]Introduction
Unilever has recently launched a new product in the UK market of their brand Dove named Deep Moisture Hand Sanitiser. The key feature of this product is it will moisturise and nourish skin along with protecting the skin from germs and viruses. 
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Unilever will follow the promotion mix to communicate their new launch to the target customers. The promotion mix is referred to the combination of various promotional tools and techniques that are utilised by companies to develop, maintain, and enhance the demand for products and services. The key element of the promotional mix which is advertising will be effective for Unilever to promote their products (Roth, 2021). In this case, the company at first will focus on determining their target audiences, price, and suitable platforms to publish advertisements. To sell Deep Moisture Hand Sanitiser, Unilever mainly targets women customers with the age group of 15-45 as the trend of using skin care products among the age groups are quite high. Moreover, the financially stable customers are mainly targeted as the price of the product is quite high which is £2.50 for a 50 ml product. Therefore, in the advertisement, the company will focus on the product's features, such as its effectiveness as a sanitiser, natural ingredients, nourishment, and others so that customers can focus on the product features and quality to compare it with the price. 
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Both traditional and social media platforms will be selected to publish advertisements. It will be published in local newspapers, television commercials, hoarding and banners in different stationery, pharmacy, and beauty shops. Moreover, popular social media channels, like Instagram, Facebook, YouTube, and others will be utilised to publish advertisements. In this case, unique content, such as short videos, images, influencers’ reviews will be published to attract target customers.
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The second element of the promotional mix which is public relations can be followed by Unilever to communicate their new product with target customers. Public relations include interaction with the target customers and obtaining their attention by utilising earned media channels. This strategy is effective for Unilever to promote their new product and communicate it with target customers. Public relations refer to the strategic procedure of releasing company-related information to the common public who are using different trustable channels (Pahwa, 2021). As Unilever is one of the largest consumer goods companies in the UK and they have been dominating the market for a long time, they are able to create a favourable image in front of the public. The company has been already carrying out numerous public relations campaigns to maintain relationships with their customers. To create a plan for public relations as a strategy of communication, Unilever first needs to focus on their target audiences. As Deep Moisture Hand Sanitiser has launched to both men and women and different age groups people, the company should focus on different platforms to reach different target customers. In this case, the company needs to conduct deep research to make sure that the communication is particularly targeted to customers who need and want the information. Therefore, to communicate with customers who have an interest in using skincare products and have regular access to social media, Unilever can release the product-related information or messages on social media channels and wait for responses from the public to release new messages. 
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Another important element of the promotional mix that can be used by Unilever to communicate their new product with target customers is direct marketing. This strategy is referred to as marketing directly to a customer. This strategy can be implemented by the company to communicate with a narrow group of target customers. Moreover, it can be said that direct marketing mainly focuses on direct distribution or communication to individual customers rather than via a third party, like mass media (Kenton, 2020). 
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In this case, Unilever at first needs to divide their target customers into smaller groups to communicate with them directly. To communicate with women customers in the age group of 15-35, marketers of Unilever can arrange some small stalls outside of colleges, universities, and offices. They can distribute brochures and catalogues to their target customers to make them aware of the new product. Moreover, they can give a live demo of their product to customers and provide the opportunity to customers for submitting their feedback after the demonstration. Along with that, to communicate with both men and women customers from the age group of 35-65, marketers can arrange stalls of malls, departmental stores, and pharmacies where they can directly approach their target customers. Moreover, the regular customers who purchase skincare products of Dove can be communicated through telephone and email to make them aware of the new launch of the brand. 
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Another effective strategy that can be used by Unilever to promote and communicate their new launch with target customers is sales promotion. An effective and well-fashioned sales promotion can create immediate traffic and fulfil the company’s short-term sales (Berkey, 2021). This specific strategy is effective for Unilever to promote and increase the sales of their Deep Moisture Hand Sanitiser. In this case, the company will mainly target their regular and loyal customer base to increase the sales of their new product. To promote the product, at first, the company needs to provide real value to their customers. They need to regularly interact with their loyal customers to identify their needs and expectations and can send them regular updates about the company's new product, pricing, and offers. After that, they can provide special offers, discounts, coupons, such as buy one get one free, 50% off, and others on the purchase of Deep Moisture Hand Sanitiser to grab the attention of customers. Moreover, Unilever can offer this product free of cost to their loyal customer base with their purchase to make them aware of the product. 
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Personal selling is another effective element of the promotional mix that companies use for personalised promotion. Personal selling refers to the promotion that includes person-to-person communication between the brand representative and a potential customer. This strategy moreover encompasses promotion presentations and personalised conversations by salespersons. This strategy can be developed only after effectively identifying and understanding the requirements and needs of target customers. The demand for sanitiser products has immensely increased after the outbreak of Covid-19. To maintain personal hygiene, now almost every people use hand sanitisers. However, the constant use of alcohol-based hand sanitisers makes the skin of the user rough and dry. Many people are looking for sanitisers that do not dry out their skin. Dove has identified this specific demand and needs of customers and based on that they have produced the new product called Deep Moisture Hand Sanitiser. To promote this product to customers, the company can adopt the personal selling strategy. In this case, the marketing and sales managers need to provide proper training to brand representatives and salespersons about the features and benefits of the product so that can develop effective conversations with customers. They can appoint those executives in different stores where the product is available for customers. They directly ask customers about their likes and dislikes about the product and demonstrate the product to increase customer knowledge. Moreover, the seller can make face-to-face conversations with buyers to make them aware of the benefits of the product and convince them to purchase the product (Jerpi, 2019). 
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Another suitable strategy for promotion and communication that is being popular over time is digital marketing. Besides the elements of the promotional mix, the new world of marketing and communication is continuously evolving. Digital marketing has been helping companies to target their new customers easily rather than the traditional approaches of marketing (Roth, 2021). In the era of digitalisation and social media platforms, this specific strategy will be effective for Unilever to promote the product to their target customers. There are different types of digital marketing strategies that will be used by the company to communicate the product with their potential customers.
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i) social media marketing and promotion: A large portion of the population has access to different social media channels. Therefore, communicating with customers and promoting products through popular social media channels, such as Facebook, Instagram, and others will be the best option for Unilever. They can publish sponsored content and paid ads on social media channels to attract target customers.
ii) Influencer marketing: Dove can partner with social media influencers, celebrities, different sites, and others to promote their products. Representing the product with public figures is being a suitable approach to promotion. In this case, the brand can develop paid partnerships with social media influencers who have sufficient reach on their social media accounts. Through them, the company can communicate with their potential customers.
[bookmark: _Toc92187746]Conclusion
Hence, it can be concluded that, the target customer of this product is all age group and all gender from financially stable background and who have an interest in skincare. The following blog posts will be developed to communicate the product to the target customers.
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