CUSMARO1A
Promote products and services 

This unit describes the skills needed required to promote the products and services supplied by organisations and by individuals to current and potential clients, customer /clients and supporters.  These skills are essential to many businesses and individuals in the cultural industries in which the success of the business or project is dependent on its promotion.

Element
Performance Criteria




1
Identify appropriate image for promotion of products and/or services
1.1
Identify and confirm the target market in consultation with other relevant parties to confirm an appropriate image for products and/or services

1.2
Identify and confirm elements of the image in consultation with all other relevant parties

1.3
Use testing and sampling strategies to determine the response of target markets to the image where required

1.4
Make appropriate adjustments to the image in response to reliable feedback and confirm that all relevant parties agree with the choices made




2
Anticipate and use promotional opportunities
2.1
Research potential markets to target commercially appropriate activities for promotion of products and services

2.2
Analyse and target networks to achieve desired marketing goals

2.3
Develop and use marketing and management skills to ensure effective use of media opportunities to promote products and/or services

2.4
Ensure that all relevant material for marketing is professionally presented and delivered when and where required and in the required format




3
Promote products and services to customers/clients
3.1
Acquire and apply relevant industry knowledge to maximise the promotion of products and services

3.2
Use time management and organisational skills to exploit all promotional opportunities




3.3
Use all appropriate opportunities to explain and demonstrate products and services to customer /clients in an effective and professional manner 




3.4
Highlight the benefits of the product or service and the ability to meet the needs to of the customers and/or clients 




3.5
Employ promotional and selling techniques that are based on accepted and appropriate industry standards, legal requirements and in line with the enterprise policy

3.6
Apply appropriate promotional and sales techniques to a range of  situations and customer /client requirements




4
Evaluate the promotion
4.1
Review the approach taken and its success in meeting the needs of the organisation/individual

4.2
Document outcomes to inform subsequent promotions/actions

Range of Variables

Variable
Scope




Promotional activities may cover:
· films

· television programs, and stations and benefits of advertising 

· radio – promotion of station and benefits of advertising on that station

· multimedia products 

· specialist services provided by freelance professional (camera, lighting, programming, writing  and others)

· creative concept

· music, scores, lyrics

· individual artists profile




Supporting material may include:
· fliers, brochures, pamphlets

· media products

· presentations

· audio and video tapes

· prototypes

· demo tapes

· prospectuses 

· electronic press hits

· web page sites




Selling techniques may include:
· face to face selling

· sending material by mail – written, audio, video 

· addressing groups

· making presentations

Evidence Guide

Underpinning knowledge and skills
Assessment must include evidence of essential knowledge of, and skills in, the following areas:

· basic knowledge of the specific industry sector

· knowledge of promotional and selling techniques and when each is appropriate

· knowledge of the law relating to sales and promotion

· knowledge of effective communication techniques including active listening, questioning and non-verbal communication

· knowledge of advertising codes of practice relevant to the industry sector



Linkages to other units
This unit has strong linkages to the following units and combined training delivery and/or assessment is recommended:

· CUECOR2A
Work with others

· CUEMAR3A
Undertake marketing activities

· CUFGEN01A
Develop and apply industry knowledge

· CUSGEN02A
Make presentations




Critical aspects of evidence


This unit of competence applies to a range of industry sectors. The focus of assessment will depend on the industry sector. Assessment must be contextualised/tailored to meet the needs of the particular sector in which performance is being assessed. Assessment should only address those variable circumstances, listed in the ROV statements, which apply to the chosen context.

The following evidence is critical to the judgement of competence in this unit :

· effective communication within the range of promotional situations 

· demonstration of a thorough understanding of the industry sector 

· undertaking careful preparation 

· effective promotion of the product or service




Method and context of assessment
Assessment may take place on the job, off the job or a mix of both of these. Off the job assessment must be undertaken in a closely simulated workplace environment.

Assessment may incorporate a range of methods to assess performance and the application of essential underpinning knowledge, and might include:

· role play

· cases studies

· work samples or simulated workplace activities 

· oral questioning/interview

· written or interactive computer based test or quiz

· projects/reports/logbooks

· third party reports and authenticated prior achievements 

· portfolios of evidence




Resource requirements
Assessment requires access to the information required to develop an effective promotional strategy.

Key competencies
Level




Collecting, organising and analysing information
2

Communicating ideas and information
2

Planning and organising activities
2

Working with others and in teams
2

Solving problems
2

Using mathematical ideas and techniques
1

Using technology
1
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