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Overview: Advertising, marketing, promotions, public relations, and sales managers coordinate their 
companies’ market research, marketing strategy, sales, advertising, promotion, pricing, product 
development, and public relations activities. In small firms, the owner or chief executive officer might 
assume all advertising, promotions, marketing, sales, and public relations responsibilities. In large firms, 
which may offer numerous products and services nationally or even worldwide, an executive vice 
president directs overall advertising, marketing, promotions, sales, and public relations policies. 

Advertising managers oversee advertising and promotion staffs, which usually are small, except in the 
largest firms. In a small firm, managers may serve as liaisons between the firm and the advertising or 
promotion agency to which many advertising or promotional functions are contracted out. In larger firms, 
advertising managers oversee in-house account, creative, and media services departments. The account 
executive manages the account services department, assesses the need for advertising and, in advertising 
agencies, maintains the accounts of clients. The creative services department develops the subject matter 
and presentation of advertising. The creative director oversees the copy chief, art director, and associated 
staff. The media director oversees planning groups that select the communication media—for example, 
radio, television, newspapers, magazines, the Internet, or outdoor signs—to disseminate the advertising. 

Advertising, marketing, promotions, public relations, and sales managers work in offices close to those of 
top managers. Working under pressure is unavoidable when schedules change and problems arise, but 
deadlines and goals must still be met. Substantial travel may be involved. For example, attendance at 
meetings sponsored by associations or industries often is mandatory.  

Education and training: A wide range of educational backgrounds is suitable for entry into advertising, 
marketing, promotions, public relations, and sales managerial jobs, but many employers prefer those with 
experience in related occupations. For advertising management positions, some employers prefer a 
bachelor’s degree in advertising or journalism. A course of study should include, for example, marketing, 
consumer behavior, market research, sales, communication methods and technology, and visual arts, and 
art history and photography. 
 
Other qualifications. Persons interested in becoming advertising, marketing, promotions, public relations, 
and sales managers should be mature, creative, highly motivated, resistant to stress, flexible, and decisive. 
The ability to communicate persuasively, both orally and in writing, with other managers, staff, and the 
public is vital. These managers also need tact, good judgment, and exceptional ability to establish and 
maintain effective personal relationships with supervisory and professional staff members and client 
firms. 

Job Outlook: Average job growth is projected, but keen competition is expected for these highly coveted 
jobs. 
 
For More Information: http://www.bls.gov/oco/ 
 
Source: U.S. Department of Labor, Occupational Outlook Handbook 


