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4-2 Milestone Promotion and Price
Product
Healthy carob (chocolate substitute) bars.
Persona
Megan, 32
Promotion
First Marketing Channel 
	The first marketing channel would be the targeted social media marketing, which would be on Instagram. The platform allows sharing high-quality images and videos of the carob bars, emphasizing clean ingredients, hygienic, and environmentally-friendly packaging. This is the right channel since Megan is an engaged millennial who is a searcher of reliable brands. The desired campaigns become a natural part of her everyday online experience, establishing paramyadic interactions, which empower the consumer and make the brand more loyal to her (Zha et al., 2023).
Second Marketing Channel 
	The second marketing medium is health and wellness podcast sponsorship programs. This takes the form of audio endorsements of the carob bars using the credible podcast hosts talking about the caffeine-free and allergy-friendly aspects of the carob bars. This fits the ideal IM because the psychographic profile of Megan shows that she is an active listener to health podcasts. Sponsoring such programs gets to her right in her morning commute or Pilates exercises, as she needs reliable and on-the-go product information, as she already endorses the voices she listens to.


Price Factor: Target-Market Price Sensitivity.
	This aspect looks at the impacts of price variations on the demand of consumers. In our target market, price sensitivity is a low factor since our segment of the market has enough disposable income and is highly concerned with high-quality products that have clean labels. Megan has between 80,000 and $100,000 annual income and believes that good nutrition is an essential measure of prevention. Thus, pricing is set based on her high willingness to pay for good and ethical standards, as compared to trying to undercut competitor prices.
Pricing Strategy: Premium 
	 The overall benefit of premium prices is that a premium, in and of itself, conveys exclusivity and quality, which goes a long way in retaining customers in the long term (Trebicka et al., 2023). The main overall negative is that it limits the market coverage of larger market by shunning off highly sensitive shoppers due to the price. The healthy carob bars benefit specifically, since it conforms to what Megan desires, i.e., a well-earned reward, meaning it has better ingredients and a higher quality than other products such as Rise Bar. The niche, upscale character of the market is a minor weakness, but a trade-off worth making, because Chocolate Bliss is very specific towards a niche.
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