
Use of Alternative Media in Advertising 
and Promotion 

In today’s fast-paced digital world, traditional advertising channels like TV, radio, and print are 
losing effectiveness as consumers increasingly tune out conventional ads. With ad blockers, 
streaming services, and short attention spans, brands must find new ways to engage their 
audience. Enter alternative media—an innovative approach that steps away from conventional 
strategies and focuses on creativity, interaction, and surprise to capture consumer attention. 
Unlike traditional advertisements that push messages to consumers in predictable ways, 
alternative media thrives on engagement and memorability. Whether it is a cleverly placed street 
ad, an immersive brand experience, or a viral social media stunt, alternative media connects with 
audiences in a fresh and exciting way.  

What is Alternative Media?  

Alternative media refers to non-traditional advertising channels that break through the clutter to 
create a memorable impact. These methods often involve elements of surprise, interactivity, or 
immersive experiences. Unlike traditional advertising, which relies on mass reach, alternative 
media focuses on engagement, innovation, and virality. 
 
Why Do Brands Use Alternative Media? 

●​ Higher Engagement: Alternative ads often spark curiosity and encourage interaction 
rather than passive viewing. 

●​ Cost-Effectiveness: Many unconventional advertising methods require lower budgets 
than traditional media. 

●​ Virality Potential: Unique and creative campaigns can spread rapidly through 
word-of-mouth and social media. 

●​ Reaching Niche Audiences: Alternative media allows brands to connect with specific 
groups unexpectedly. 

Key Characteristics of Alternative Media: 
●​ Unconventional: Ads appear in unexpected places, creating surprise. 
●​ Interactive: Encourages audience participation rather than passive viewing. 
●​ Cost-Effective: Many alternative advertising methods require lower budgets than 

traditional media. 
●​ Virality Potential: Unique campaigns can spread rapidly via social media and 

word-of-mouth. 
●​ Targeted: Allows brands to connect with niche audiences effectively. 

 



Experiential and Sensory Marketing 

Definition and Why it Matters 

Experiential and sensory marketing is when you create experiences that appeal to the 5 senses of 
sight, sound, touch, taste, and smell to engage your customers. Unlike traditional advertising 
which is all about sending messages, experiential marketing is about creating emotional 
connections so your brand is more memorable and engaging (Schmitt, 1999). 

This is important because it increases consumer involvement, brand loyalty and word of mouth. 
By allowing customers to interact with your brand in a meaningful way you can create a lasting 
impression that translates into brand advocacy and more sales (Pine & Gilmore, 1999). 

Live Events and Billboards 

Live events are one of the best ways to do experiential marketing. These events allow customers 
to experience a brand firsthand through product demos, interactive installations and activities. 
Examples are pop up shops, brand activations and immersive experiences tailored to your target 
market (Smilansky, 2017). 

Billboards are static but have evolved to have sensory and interactive elements. Digital 
billboards, augmented reality (AR) ads and 3D billboards are creating experiences in public 
spaces. For example, Coca Cola’s interactive billboards in Times Square let users engage with 
content in real time (Batra & Keller, 2016). 

In-Store Marketing 

In-store marketing uses sensory marketing to enhance the shopping experience. Brands use 
music, scents and interactive displays to create an atmosphere that matches their brand identity. 
For example luxury retailers use ambient lighting and signature scents to make the in-store 
experience more memorable for customers (Hultén, Broweus, & Van Dijk, 2009). 

Another example is grocery stores using food sampling and interactive kiosks to engage 
shoppers. These sensory experiences get customers to spend more time in the store and increase 
the likelihood of purchase (Krishna, 2012). 

Brands Using Experiential and Sensory Marketing 

Here are some global brands that have implemented experiential and sensory marketing: 

●​ Coca-Cola: Their “Share a Coke” campaign had personalized bottle labels so consumers 
could engage with the brand by finding bottles with their name (Batra & Keller, 2016). 

●​ IKEA: Hosted a sleepover event at their stores where selected people could try out their 
furniture in real life (Smilansky, 2017). 



●​ Nike: Created in-store experiences such as customization stations where customers could 
design their own shoes (Pine & Gilmore, 1999). 

●​ Lush Cosmetics: In-store demos and strong scents to create a multisensory shopping 
experience (Krishna, 2012). 

How Experiential and Sensory Marketing Increases Brand Engagement 

Experiential and sensory marketing increases brand engagement by: 

1.​ Creating Emotional Connections: Consumers remember a brand more when it’s 
associated with a positive, multisensory experience (Schmitt, 1999). 

2.​ Encourages Social Sharing: Engaging experiences lead to organic social media 
promotion as people share their experiences online (Batra & Keller, 2016). 

3.​ Increases Customer Retention: A memorable experience leads to brand loyalty and 
repeat business (Hultén, Broweus, & Van Dijk, 2009). 

4.​ Boosts Word-of-Mouth Marketing: Unique and immersive experiences encourage 
people to talk about the brand to their friends and family (Smilansky, 2017). 

By using experiential and sensory marketing brands can differentiate themselves in a crowded 
market and create a deeper connection with their audience. 

Unconventional Offline Advertising 

Unconventional offline advertising refers to non-traditional, creative, and often unexpected 
marketing strategies used in physical spaces to capture attention and engage audiences. Unlike 
standard offline advertising methods like billboards, print ads, or TV commercials, 
unconventional offline advertising often involves experiential marketing, guerilla tactics, 
ambient ads, and interactive installations to leave a lasting impression. 

Examples: 

●​ Guerrilla Marketing: Flash mobs, street art, or unexpected brand activations in public 
spaces. 

●​ Ambient Advertising: Creative use of everyday objects, like printing ads on staircases, 
coffee sleeves, or restroom mirrors. 

●​ Projection Mapping: Using 3D projections on buildings to create immersive brand 
experiences. 

●​ Pop-up Experiences: Temporary installations or events that attract attention in 
high-footfall areas. 

Essentially, it’s about breaking the norm and making an impact in ways people don’t usually 
expect from traditional advertising. 



Examples 

1.​ IKEA's Paris Subway Station Showroom​
To promote a new store in Paris, IKEA transformed the Madeleine Métro station into a 
showroom, displaying over 1,500 products on the station's walls. This creative approach 
allowed commuters to experience IKEA products in an everyday setting. 

2.​ Coca-Cola's Happiness Vending Machine​
Coca-Cola installed special vending machines that dispensed unexpected items like 
flowers, pizzas, and sunglasses, delighting unsuspecting users and creating memorable 
brand interactions. 

3.​ Windex’s streak-free shine 

It was a strategic ambient marketing campaign that showcased Windex’s streak-free shine 
by making the bus stop glass appear nearly invisible, reinforcing the product’s 
effectiveness in a real-world setting. This cost-effective, high-impact ad leveraged 
curiosity and consumer engagement, enhancing brand recall and organic word-of-mouth 
marketing. 

4.​ KitKat's "Have a Seat" Benches​
KitKat transformed public benches to resemble their iconic chocolate bars, inviting 
passersby to "Have a Break, Have a KitKat" by sitting on the benches, effectively 
merging product design with public seating. 

5.​ McDonald's Sundial Billboard​
McDonald's created a billboard that functioned as a sundial, with its shadow pointing to 
different menu items corresponding to the time of day, ingeniously integrating 
functionality into advertising. 

Low-Cost, High-Impact Strategies 

Leverage Public Spaces – Utilize sidewalks, benches, and public infrastructure​
Interactive Engagement – Free samples, flash mobs, or creative stunts​
Community Involvement – Partner with local artists and social causes 

Ethical & Legal Considerations 

Permission & Regulations – Ensure compliance with local advertising laws​
Respect Public Spaces – Avoid damage or disruptive placements​
Honest Messaging – Avoid misleading or manipulative tactics 

Future Trends in Unconventional Advertising 



Sustainability-Focused Ads – Eco-friendly campaigns using biodegradable materials​
Tech-Integrated Offline Ads – QR codes, AR-enhanced posters, and interactive experiences​
Hyper-Personalization – Tailored messaging based on local culture and preferences 

Visual - Infographic summarizing strategies, ethics, and future trends 

Guerrilla Marketing: An In-Depth Report 

Definition and Characteristics 

Guerrilla Marketing is a creative and cost-effective strategy that uses unconventional, 
attention-grabbing tactics to promote products or services. The term was first introduced by Jay 
Conrad Levinson in his 1984 book Guerrilla Marketing. He drew inspiration from guerrilla 
warfare — a style of combat where small, agile groups use surprise and strategic attacks to gain 
an advantage over larger forces. In the same way, guerrilla marketing thrives on innovation, time, 
and imagination, rather than relying on large advertising budgets. 

The unique traits that set guerrilla marketing apart from traditional methods include: 

●​ Unconventional Tactics: Instead of typical advertisements on billboards or television, 
guerrilla marketing focuses on bold and unexpected methods — like flash mobs, street 
installations, or quirky public stunts — that capture attention and encourage sharing. 

●​ Low Cost, High Impact: These campaigns are often designed to make the most of a 
small budget, delivering maximum exposure through creativity. Even small businesses 
can stand out and compete with larger brands when they execute a clever idea well. 

●​ Targeted Audience Engagement: Guerrilla strategies often focus on specific 
communities or localized areas, building a more personal and memorable experience. 
These interactions, such as handing out samples or performing street acts, make the 
message feel more authentic and relatable. 

●​ Buzz and Word-of-Mouth: The true power of guerrilla marketing lies in its ability to go 
viral. When a campaign surprises, delights, or even shocks, it compels people to talk 
about it — both online and offline — which extends its reach organically. 

At its core, guerrilla marketing is all about delivering a big punch with a small investment. It’s 
designed to spark emotions like curiosity, humor, or amazement, leaving a lasting impression that 
people want to share. 

Types of Guerrilla Marketing 

Guerrilla marketing manifests in different forms. Here are three of the most widely used types — 
Ambient, Viral, and Stealth Marketing — each offering its own unique approach and impact. 



1. Ambient Marketing Ambient marketing places ads or brand messages in unexpected settings, 
often blending them into the surrounding environment in clever ways. These might include using 
public furniture, architecture, or common objects as platforms for branding. 

A popular example is Kit Kat’s park benches, painted to resemble large Kit Kat bars, along with 
the slogan “Have a break, have a KitKat.” Another brilliant instance is McDonald’s transforming 
pedestrian crosswalk lines into French fries leading out of a red fries box painted on the 
sidewalk. 

In these examples, the public space itself becomes the advertisement — and that’s what makes 
ambient marketing so effective. By catching people off guard in familiar places, the brand 
message becomes more memorable and share-worthy. Brands like Nike and IKEA have also 
used this tactic: Nike redesigned bus stop benches to say “RUN,” while IKEA placed comfy 
sofas at bus stops to show off their furniture. 

2. Viral Marketing Viral marketing is all about creating something so engaging or outrageous 
that people feel compelled to share it. These campaigns rely heavily on social media, online 
buzz, and peer-to-peer sharing to gain momentum. 

One of the most iconic viral guerrilla campaigns is The Blair Witch Project (1999). The 
filmmakers created a fake website and distributed “missing person” flyers to make it seem like a 
real-life mystery, sparking intense interest online. Another example is Burger King’s 
“Subservient Chicken” campaign in 2004 — a quirky website where a person in a chicken suit 
performed user-submitted commands. The bizarre concept drew millions of views and helped 
spread Burger King’s message widely. 

Viral campaigns succeed when the audience becomes the messenger. Content that is humorous, 
emotional, or unexpected gets shared — whether it’s a prank, a challenge, or a clever video. 
Coca-Cola’s “Happiness Machine” campaign, where a vending machine dispensed surprises like 
pizzas and flowers, is another perfect example of how a feel-good moment can gain massive 
traction online. 

3. Stealth Marketing Stealth marketing (or undercover marketing) is when a brand promotes a 
product in a way that doesn’t feel like an ad. The idea is to integrate the marketing so naturally 
that the consumer doesn’t even realize they’re being marketed to. 

A well-known example is Sony Ericsson’s “Fake Tourist” campaign in 2002. To promote their 
new camera phone, the brand hired actors to pose as tourists in major cities. These actors 
approached strangers asking them to take a photo — handing them the Sony phone to use. The 
interaction felt organic, but it was actually a well-planned product demo. People ended up 
discovering and talking about the phone without ever realizing it was a staged promotion. 



Another chilling example is the stealth campaign for The Ring (2002). The studio anonymously 
distributed VHS tapes containing eerie “cursed” footage, mirroring the plot of the movie. These 
tapes were left in public or mailed to unsuspecting recipients with no context. The mystery 
created suspense and buzz, engaging people before they even knew it was part of a movie 
promotion. This approach added an immersive layer to the film’s release and helped The Ring 
become a box office hit. 

While stealth marketing can be effective, it does come with risks. If people feel deceived, the 
backlash can damage the brand’s reputation. That’s why it needs to be used ethically and 
thoughtfully. 

Notable Historical Case Studies 

“The Blair Witch Project” (1999) – Viral Movie Hype 

One of the most iconic examples of guerrilla marketing comes from The Blair Witch Project. 
Produced on a budget of just $35,000, the creators leaned into a mysterious and immersive 
approach. They launched a website filled with fabricated police reports, diary entries, and 
missing person posters to make the fictional story appear real. 

By intentionally blurring the boundaries between fact and fiction, the campaign drew people into 
the storyline before the film had even premiered. The marketing team also placed missing 
posters around college campuses, creating a buzz that felt authentic and grassroots. This 
heightened the curiosity and excitement leading up to the movie’s release. 

The outcome was phenomenal — the film earned over $140 million in the U.S. and around $240 
million globally. This campaign didn’t just promote a film; it transformed how indie movies 
could be marketed and proved that viral storytelling could drive massive audience engagement. It 
was a masterclass in how to turn mystery into momentum. 

Nike’s Stunt Marketing – Experiential Guerrilla Campaigns 

Nike has built a strong reputation for transforming simple ideas into unforgettable brand 
experiences, often using guerrilla tactics that align perfectly with their “Just Do It” philosophy. 
Rather than sticking to conventional advertising, Nike taps into real-world experiences that let 
people engage with the brand firsthand. 

One standout example is the “Unlimited Stadium” launched during the 2016 Olympics in 
Manila. Nike constructed a 200-meter LED-lined running track shaped like the sole of a Nike 
shoe. Runners could compete against a digital version of themselves — an avatar projected on 
the LED wall that raced alongside them, based on their previous lap time. This setup turned the 
track into an interactive experience that felt part workout, part video game. 



This campaign reflected Nike’s message of pushing personal limits, and it did so in a way that 
was both futuristic and emotionally compelling. It became a social media hit, drawing in not just 
athletes but tech and marketing enthusiasts too. 

Nike has also carried out smaller but equally impactful street-level stunts. For example, they 
modified public benches in New York by removing the seats and painting “RUN” alongside the 
Nike swoosh. The message was clear — don’t sit, get moving. These kinds of clever public 
installations got people talking, snapping photos, and sharing the brand’s message without any 
formal ad involved. 

Nike’s success with guerrilla marketing lies in how consistently it ties back to the brand’s core 
values. Whether it’s through a high-tech running track or a thought-provoking street setup, each 
campaign feels purposeful and engaging. These experiences don’t just get noticed — they get 
remembered, talked about, and shared, which is exactly what guerrilla marketing aims to 
achieve. 

Advantages and Challenges of Guerrilla Marketing 

Guerrilla marketing offers several compelling advantages to brands, especially those looking to 
maximize impact under budget constraints, but it also comes with unique challenges and risks. 
Below is a breakdown of the benefits and obstacles associated with this approach: 

Advantages: 

●​ Cost-Effectiveness: Guerrilla campaigns can be extremely budget-friendly compared to 
traditional advertising. They often rely on creative execution over purchasing ad space. 
This makes them ideal for startups or small businesses with limited marketing budgets. A 
clever stunt or viral video can yield exposure far exceeding the money spent. One source 
notes that guerrilla marketing lets a small business leverage “time and creativity” to 
compete with much larger competitors. In many examples above, relatively little money 
(a website, a few props, perhaps permits) led to millions of impressions. In short, you can 
get big results with a small amount of money spent.​
 

●​ High Creativity and Memorability: Because it breaks the mold, guerrilla marketing 
tends to be more memorable and engaging than standard ads. The freedom to be 
unconventional often leads to marketing that feels more like entertainment or a 
conversation piece than an ad. This creative license can produce campaigns that people 
genuinely enjoy or find noteworthy, which reflects positively on the brand. Marketers 
also often find guerrilla projects fun and rewarding to execute, which can lead to even 
more imaginative ideas. A well-conceived guerrilla stunt can build brand personality and 
affinity. 



●​ Viral Potential and Broad Reach: A successful guerrilla effort can generate its own 
momentum through word-of-mouth. People who witness a stunt or experience a 
campaign are likely to talk about it, and with social media, a local event can quickly gain 
global attention. This means guerrilla marketing can reach a far broader audience than 
initially targeted without additional cost.​
 

Challenges: 

●​ Unpredictability: Guerrilla marketing is inherently less controlled than traditional 
campaigns. Its very nature (unorthodox, sometimes spontaneous or audience-dependent) 
means outcomes are hard to guarantee. Not every stunt will catch fire. Some efforts may 
be met with indifference or confusion. In fact, guerrilla campaigns often have a higher 
risk of failure – if the idea doesn’t resonate or the execution falters, there isn’t a huge 
media buy ensuring the message still gets out. Marketing teams must accept that there’s 
no sure formula; they venture off the beaten path at the risk of possibly getting lost. This 
lack of structure and predictability can make corporate higher-ups nervous, and indeed, 
not all guerrilla ideas pan out successfully.​
 

●​ Difficulty in Measurement: Because guerrilla marketing relies on buzz and indirect 
effects, it can be hard to track metrics and ROI. Traditional ads have clear metrics (TV 
ratings, click-through rates, etc.), but how do you measure the impact of, say, a street art 
installation on sales? Often, the effects are diffused through word-of-mouth and social 
sharing, which are harder to quantify. Marketers might see spikes in website traffic or 
social media mentions, but tying those to actual conversions or sales is tricky. This lack 
of concrete data means convincing stakeholders of the exact value generated can be 
challenging. In the Investopedia reference, professionals noted that collecting metrics for 
guerrilla campaigns is difficult, which can leave ambiguity around the campaign’s 
success.​
 

●​ Potential for Backfire: Guerrilla marketing can sometimes toe the line of what’s socially 
or legally acceptable, and if misjudged, it can backfire and hurt the brand. For example, a 
prank could be misinterpreted as something malicious or dangerous, causing public alarm 
(there have been cases where guerrilla props were mistaken for security threats). Even 
when safety isn’t an issue, some consumers might feel annoyed or deceived – especially 
in stealth marketing, where the revelation that “that cool person I met was actually a paid 
actor” can leave a bad taste. If a guerrilla stunt offends cultural sensitivities or is seen as 
too guerrilla (e.g., vandalism or littering), it can draw public or regulatory backlash. 
Legal obstacles are a concern, too: companies must be careful to get permits for public 
space usage and not violate laws. In short, the unconventional nature of these campaigns 
means there’s less “safe framework,” increasing the risk of something going wrong or 



being negatively received​. Transparency is also a concern – the FTC now requires 
influencers to disclose sponsored content, for instance, to avoid misleading stealth 
endorsements​. 

 

Digital and Social Media Innovations 

1. Emerging Trends in Digital and Social Media Marketing 

Digital and social media marketing are continuously evolving, leveraging new technologies and 
strategies to enhance brand engagement. Some of the key trends shaping the landscape include: 

●​ Artificial Intelligence (AI) in Advertising – AI-driven ads help brands analyze consumer 
behavior, personalize content, and optimize campaigns in real time. Google’s AI-driven 
ad platform is a prime example of this technology in action.​
 

●​ Augmented Reality (AR) & Virtual Reality (VR) – Brands use AR filters and VR 
experiences to engage users interactively. Examples include Sephora’s Virtual Artist for 
makeup try-ons and IKEA’s Place App for visualizing furniture in real spaces.​
 

●​ Influencer & Meme Marketing – Collaborations with social media influencers boost 
brand awareness. Meme marketing, which involves humorous and relatable content, has 
also gained traction for viral engagement.​
 

2. Role of User-Generated Content (UGC) 

UGC plays a crucial role in shaping brand perception and influencing purchase decisions. 
Customers create content like reviews, testimonials, and social media posts, making brands 
appear more authentic and trustworthy. 

How Brands Leverage UGC: 

●​ Social Media Campaigns – Starbucks' #RedCupContest encourages users to share 
themed photos. 

●​ Hashtag Challenges – Viral trends, such as Coca-Cola’s "Share a Coke" 
campaign, drive engagement. 

●​ Customer Reviews & Testimonials – Real experiences influence buyer decisions, 
making them an essential part of digital marketing strategies. 

 



3. Advantages & Challenges of Digital and Social Media Innovations 

Advantages: 

Enhanced Engagement – AI, AR, and influencer strategies create more interactive 
experiences.​
Increased Brand Visibility – Viral campaigns and social media trends amplify brand 
reach.​
Data-Driven Marketing – AI and analytics help brands optimize campaigns and improve 
targeting.​
 

Challenges: 

Privacy & Data Security Concerns – AI-driven personalization raises issues of data 
protection.​
Fast-Changing Trends – Brands must constantly adapt to stay relevant.​
High Competition – The digital space is saturated, making differentiation challenging. 

 

Which of the following is NOT an example of experiential marketing?​
 A) Unconventional Placement​
 B) High engagement​
 C) Mass Reach without targeting​
 D) Virality Potential 

Answer: C) Mass reach without targeting 

 

Which of the following is NOT an example of experiential marketing?​
 A) Pop-up shops​
 B) Interactive product demos​
 C) Personalized online ads​
 D) Brand activations 

Answer: C) Personalized online ads 

  

What distinguishes ambient marketing from other forms of guerrilla marketing? 



A) It always involves digital technology and influencer partnerships.​
 B) It requires full-scale event planning and large physical setups.​
 C) It creatively uses everyday public environments to deliver brand messages.​
 D) It only takes place indoors to control customer experience. 

Answer: C) It creatively uses everyday public environments to deliver brand messages 
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