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RUNNING HEADER: ADVERTISING PLAN AND CREATIVE BELIEF

Advertising Plan and Creative Belief


Baderman Island Advertising Agency is a company serving as the backbone to the Island’s vacationing existence. The plan set forth to support the advertisement of this vacationer’s heaven includes the rational and emotional appeals of the island, the image portrayed on the island, the relationship between consumer behaviors and the target markets, strengths, weaknesses and the special features to meet the customer’s needs. Each part of the agency’s plan and creative beliefs add to the consumer appeal of the vacationer’s dream.
Objective Statement

The significant aim of Baderman Island’s advertising strategy is to attract attention of the Island’s prospective customers to its resort and family vacation packages. Through effective advertising the management of the Island wants to convey to its customers who are devoted to furnishing the most outstanding customer service and vacationing experience for its visitors (Lancaster & Reynolds, 2005). For Baderman Island, advertising is a well-disposed depiction of its family vacation packages to its current and perspective guests. 

Advertising assists potential customers, common public, and end users to become attentive and familiar with the offered packages, facilities, and services of Baderman Island. This will support the management of the island in increasing its sales in terms of providing services to more interested guests and spreading a positive word of mouth to other guests who are looking for a resort to spend their family vacations (Peter & Donnelly, 2002).

Support Statement

It is essential that Baderman Island make use of effective advertising for attracting its target customers as in the present competitive environment, advertising is the most important tool which, assists businesses in marketing their products and services. Without advertising it is not possible to address the needs of target customers and attract them toward some specific product or service (MacRury, 2009).  

With the help of advertising it would become easy for the management of Baderman Island to inform its customers concerning the packages and facilities it can offer for its customers who want to spend their vacations with family (Cant, Strydom & Jooste, 2009).  With the use of effective advertising Baderman Island has the ability to facilitate information to customers about the diverse packages offered for family vacations at its different resorts and hotels. Advertising will facilitate a noticeable increase in customer awareness and attraction.
Tone/Brand Character Statement
Baderman Island Family Vacation Packages are all-inclusive in terms of fun, joy, peace, rest, and enjoyment with family members. It offers value-oriented services to its customers with optimum enjoyment of natural beauty where customers can have a good and entertaining time with their family members. This is a place full of natural beauty attracting customers looking to spend a vacation and free time. In addition, these diverse packages presented by the resort to its different customers, also offer an additional advantage for customers, as they can select different packages according to their wants, needs, and affordability. With a focus on the company’s brand character statement, it can be said that the services offered by Baderman Island are highly effective in terms of fulfilling the need for a family vacation.
Rational and Emotional Appeals

Baderman Island’s rational appeals relate to the logistics of combining the relaxation every parent dreams of with the desire for the children to have fun; therefore the whole family enjoys their vacation.  It seems quite practical for Baderman Island to incorporate options to help attract adults by offering products and services that appeal to them and employing activities targeted to children.  

Baderman Island’s emotional appeals can signify a symbol of status to both the parents and the children.  Baderman Island hopes to benefit from the name and reputation when families disclose their vacation destination to others.  Baderman Island hopes to be a symbol to families that translates as the place to vacation and relax.  Parents can sigh as the vacation plans are confirmed knowing the relaxation for them and the excitement for their children is money well spent.

Brand Personality/Image of the Product

For most, an island image is one of tranquility and peace.  Baderman Island intends to solidify this image by sustaining services that consistently meet the expectations of its customers.  By having excellent services with a wide variety of activities, its five fine restaurants, spas, and an unforgettable environment, patrons will take home with them an award-winning image of Baderman Island.  The image will be one the customers savor from Baderman Island is then shared with friends and family giving Baderman Island a branding that associates family and relaxation at one location.

Relationship between Consumer Behavior and Target Markets

The ideal target markets for Baderman Island are proposed to accommodate any size family with school-aged children.  The parents in the family would probably be educated and both working, which will increase their desire to get away with the family and have the opportunity to relax without losing focus on keeping the children busy and happy.  Baderman Island realizes that the family unit needs to remain strong and intact.  Giving families a place to go that fits the description in everyone’s itinerary helps make Baderman Island the destination place.  Families of school-aged children are normally busy; therefore, offering a vacation in one location and offering every desired attribute for each family member with one price, adds simplicity to the package.  

Special Features of the Product to Match Customer Needs 

Baderman Island offers family fun with the botanical gardens, trolley, and golf. The island offers various activities for the family to participate in together or individually. Recreational activities like kayaking, canoeing, boating, water skiing, tennis, rock climbing, snorkeling, scuba diving, and fishing offer parents and children endless possibilities for entertainment and adventure.  Five restaurants allow any family to satisfy even the pickiest taste buds.  The dining permits quick snacks or formal sit down dinners. Baderman Island’s rooms offer standard amenities in all rooms, which include Internet access, room service, iron and ironing board, hair dryer, coffee maker, television, and On Demand TV programming.  The rooms allow the family to have comfort and privacy satisfactory to their needs. Family vacations require a resort to offer activities, food, and accommodations that will satisfy the needs of any size family.  Baderman Island offers various options for a fun, yet relaxing family vacation.  

Perceived Strengths and Weaknesses 

Baderman Island’s main strength lives in the various activities a family can participate in together or individually. The island has outdoor activities that allow a family to enjoy a unique environment that is relaxing and entertaining. Baderman Island’s other strength is the ease in which a family can get around the island at any time of day.

Baderman Island’s weakness is that many of the activities suitable for children require an adult to participate or supervise.  Children under a certain age, would need a parent or guardian to remain present with the child.  This may hinder the experience of the island for adults who wish to participate in adult activities like golfing or a trip to the spa.

Where and When These Messages Should be Communicated 

             These messages should be communicated on the company’s website and vacation brochures.  The message should be included in the description of the activity so parents can plan accordingly.  If the activity is one were the entire family can participate, delivering this message in the description may encourage parents to consider that activity as part of the vacation agenda.  If the activity is one were children require supervision, an adult may not want or be able to participate in that particular activity, this would allow parents to exclude this activity when booking the vacation.

             Guests will want to be informed as soon as possible about what activities they and their family will be able to participate in.  If a guest is unaware of any restrictions, and children’s hopes are dashed because parents were not informed, the vacation may be ruined.

Style/Approach/Tone 

We will use photographs displaying the beautiful scenery that will be encountered while vacationing at Baderman Island. Those interested in Baderman Island will see the white sandy beaches that compliment the clear blue water surrounding the Island. The beautiful palm trees work well in providing shade for those who’d like to relax outdoors and take in the breeze. The children will enjoy many festivities and facilities that we provide on the Island such as beach volleyball, mini-water parks, day and night camps, other extraordinary games, and lessons of all sorts. We provide pampering for the adults,  children, and for the family. The approach to the ad will be persuasive, letting potential vacationers know that they will regret a decision in choosing to go anywhere else. The tone has to be one of mild aggression because customers sometimes need that extra push when being persuaded to spend their money. Baderman Island will ensure superior package deals so that the vacationers are ensured that they are getting their money’s worth.

Creative Brief
Our main goal at Baderman Island is to ensure maximum relaxation and enjoyment for a family during their vacation. We know the reasons why families want to get away are because of their busy life style or lack of “down” time to relax and spend quality time as a family. 

At Baderman Island we ensure a great time! We will appeal to vacationer’s interests in order to convince them that this is the right place for a family. Parents want a break from their children and work, and children want a break from their parents and school. The balance is perfect which is why we have activities and areas for parents to enjoy and for their children to enjoy; however, we also appeal to the families that need to spend more time together. The main target of Baderman Island are the children. The children hold the strongest power over vacationing and guide their parents where they want to go. As long as we can ensure fun for the children then the parents are sold. Parents become fully aware that they will be able to relax and know that their children are safe, participating in activities with one of our trained personnel supervising.  

In order to spark the interest of our vacationers Baderman will offer package deals for the family to enjoy.  Our packages would include room service at our resorts, complimentary breakfast, massage deals, spa treatments, dinners at our finest restaurants, and 24-hour access to our facilities. To get this message out to the customers we will use digital media as well as home mail and numerous printed brochures. Commercials that advertise these deals will also help spread the word of the magnificent experience that our future vacationers are guaranteed to have. 


The Baderman Island Ad Agency has carefully targeted those in need of a vacation and offered the most intriguing full package vacations for any family in search of a mixture of relaxation, fun activities and magnificently, breathtaking scenery.  Baderman Ad Agency has completed extensive research on what families want and need, and the strengths and weaknesses of the island, to formulate the perfect mix of digital media advertisement along with high quality brochures to capture the eye of any family needing time away. Each part of the agency’s plan and creative beliefs add to the consumer appeal of the vacationer’s dream.
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