“Brand a Condition,” Create an Advertisement and Marketing Pitch for a Pharmaceutical Client

For this assignment, you will draw on the information presented in Parry’s article about the rhetorical strategies used in pharmaceutical marketing, and imagine yourself as the marketing agent for a large pharmaceutical company that has produced a drug.  You will “brand” a condition for that drug and interface the drug with that condition.  For part 1 of the assignment, you will present your condition and the accompanying drug through an advertisement.  For part 2, you will write a marketing pitch to your client explaining the rhetorical strategies your condition/drug advertisement makes use of and why they will be effective.

Advertisement options (Employing Rhetorical Strategies):  Select one of the three options suggested by Parry for creating a condition and develop an advertisement:

· Elevate the importance of an existing condition

· Redefine an existing condition to reduce a stigma

· Develop a new condition to build recognition for an unmet market need

You may select one of the following options for your advertisement.

1. Television commercial – Write a detailed, 1 to 2-page description of a television commercial advertising your condition and product.  Carefully describe all of the elements of the commercial including visual elements (who is in this commercial, what are they doing, what is the background like, etc), graphics (text, logos, etc) and sound elements (voiceovers, music, sound effects, etc.). (Option – You may create a short videotaped ad in place of a detailed description)

2. Magazine Ad – Write a detailed description of a magazine advertisement marketing your condition and product. Carefully describe all of the elements of the advertisement including visual content, graphics, etc. (Option – You may create a visual of your one page ad in place of a detailed description)

The 5 questions Parry asks in his article will help you focus your approach to the condition you wish to brand and the solution you wish to offer for it.  In addition, ask yourself the following as you construct this advertisement.

· What approach, of Parry’s three, am I taking to branding a condition?

· Could I use a combination of approaches?

· Who is affected by this “condition” and what does this product offer them.  How will my advertisement define the target audience for this product?  What self-perceptions does this manipulate in the target viewer of this advertisement.

· What will my advertisement need to do in order to (1) control perceptions about this condition and its accompanying drug solution, (2) define new patient segments with unmet needs and/or (3) change attitudes about new treatments?

PART 2:  Marketing Pitch (Rhetorical Analysis) 2 pages.

For the second part of this assignment, you will write a rhetorical analysis of your advertisement that will take the form of a “pitch” to your client. 

Base your pitch on what you have drawn from Parry’s article while constructing your advertisement.  Carefully explain the strategies you are employing, what effect they will produce in the consumer and how they will produce that effect? What self-perceptions will they draw on or create in the viewer?  You will need to be extremely detailed as you do this so go back to the questions you asked yourself as you created your advertisement to help you form your pitch.

You will be presenting your advertisement to “scientists” who are unfamiliar with the art of persuasion so you will need to clearly explain how the rhetorical strategies will work in order to convince them to accept your advertisement.

And don’t forget… To construct a successful pitch you will not only need to explain what the rhetorical strategies in your advertisement are and how they work, but you will also need to employ a different set of rhetorical strategies in your marketing pitch to increase your chances of having your advertisement accepted.  (Some ideas for the kind of strategies that might appear in a pharmaceutical advertisement marketing pitch could very easily be drawn from the strategies Parry uses in his article.  Keep in mind that these are different from the ones he discusses as the subject matter of his article.)

