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1. Introduction
Marketing Communication refers to the process by which a company communicates information about its products or services to consumers. The main goal is to inform, persuade, and remind customers in order to influence their buying behavior.
2. Definition of Marketing Communication
Marketing Communication is the set of tools and activities used by organizations to deliver marketing messages to target audiences through different communication channels.
👉 In simple words:
Marketing communication means sending a message from the company to the customer to encourage purchasing.
3. Elements of the Communication Process
Sender
The company or organization.
Message
The information or idea (advertisement, promotion, offer).
Channel
The medium used to send the message (TV, radio, internet, social media).
Receiver
The customer or consumer.
Feedback
The response of the consumer (buying, comments, likes).
Noise
Any factor that disturbs or blocks the message (too many ads, misunderstanding).
4. Types of Marketing Communication
1. Advertising
Paid, non-personal communication through mass media.
2. Personal Selling
Direct communication between the seller and the customer.
3. Sales Promotion
Short-term incentives such as discounts, coupons, and gifts.
4. Public Relations
Activities that build a positive image of the company.
5. Digital Marketing
Online communication through websites, social media, and email.
5. Importance of Marketing Communication
Creates awareness about products
Increases sales
Builds customer trust
Improves brand image
Influences buying decisions
6. Simple Example
A mobile phone company:
Facebook advertisements (Advertising)
Special discounts (Sales Promotion)
Customer comments online (Feedback)
7. Conclusion
Marketing communication is essential for any organization because it connects the company with its customers and helps achieve marketing objectives.
