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Marketing…

“Activities that direct the flow of goods and services from 
producers to consumers… Once primarily concerned with 
increasing sales through advertising and other promotional 
techniques, corporate marketing departments now focus on 
credit policies, product development, customer support, 
distribution, and corporate communications… They may make 
psychological and demographic studies of a potential market, 
experiment with various marketing strategies, and conduct 
informal interviews with target audiences. Marketing is used 
both to increase sales of an existing product and to introduce 
new products.” – Concise Encyclopedia





Marketing…

Marketers influence buyer behavior:

(1) Retain customers
(2) Increase purchase frequency
(3) Convert non-users into users

Phil Barden, Decoded: The Science Behind Why We Buy



Marketing Myth 1

Marketing = Sales



Business executives: 22%
Advertising practitioners: 14%
Car salespeople: 9%



Marketing Myth 2

Marketing = Advertising



Marketing Mix 

Advertising

Promotion

Place

Price

Product

Prof E. Jerome McCarthy, 1960



Contact with Media Duration

Ad in popular magazine 1.7 secs

Ad in trade magazine 3.2 secs
Poster 1.5 secs
Mailing 2 secs
Web banner ad 1 sec

Phil Barden, Decoded: The Science Behind Why We Buy



Marketing Myth 3

If you build a better 
mousetrap, they will buy





Marketing Myth 4

Sex Sells







Marketing Myth 5

Subliminal Messaging:
Advertising can get people to 

buy things they don’t want






