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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.

Sales managers direct the firm’s sales program. They assign sales territories, set goals, and establish
training programs for the sales representatives. Sales managers advise the sales representatives on ways to
improve their sales performance. In large, multi-product firms, they oversee regional and local sales
managers and their staffs. Sales managers maintain contact with dealers and distributors. They analyze
sales statistics gathered by their staffs to determine sales potential and inventory requirements and to
monitor customers’ preferences. Such information is vital in the development of products and the
maximization of profits.

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 public relations management positions, some employers prefer a
bachelor’s or master’s degree in public relations or journalism. The applicant’s curriculum should include
courses in advertising, business administration, public affairs, public speaking, political science, and
creative and technical writing.

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/
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