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Advertising Pitch for Angie’s Subs 

 Angie’s Subs is a local sub shop located at: 

 1436 Beach Blvd Jacksonville Beach, FL 32250.  

 They are the only Angie’s Subs location. 

Target Audience: 

 Anyone who eats sandwiches 

 Young people 

 People within two miles of restaurant  

The Marketing Plan: 

 Create a website for Angie’s Subs 

 Create a local radio ad 

 Create a local TV broadcast ad   



 

 

 

 

Developing and advertising campaign for Angie’s Subs will assure 

consumers that Angie’s provides a quality sandwich for an economic 

price in a garage-sale/dive-joint environment. 

I will use a variety of mediums to advertise to locals and visitors 

within a two mile radius of the store with a strong focus on web 

presence. Angie’s Subs is a small sub shop incapable of producing the 

finances for a large, technical ad campaign. Angie’s Subs, being a local 

restaurant, does not require a national or even regional ad campaign. 

Thus, we will focus on local television and radio stations. In addition, we 

will focus on web presence, such as social media and Goup-On, in 

addition to a presence on social media websites. 

Angie’s already has a presence on websites such as facebook, 

myspace and foursquare. I would want to expand their web presence by 

creating them a simple website featuring menus, hours of operations, 

address and directions, and contact information. In order to keep the 

hole-in-the-wall feel, I would set the website up from the owner, Ed 

Malin’s, point of view. Having the owner featured on the web page would 

cause customers to feel like they know the restaurant in a more personal 

way than larger chain restaurants. In addition, I would have the website 



set-up using basic html and graphics with easy to find links and 

information. I would leave out the fancy, big corporation high-price 

attributes and focus on making the website feel like anyone could have 

made it. It would be simple, meaning everyone could use it too. 

In addition to creating Angie’s own website I would encourage the 

owner to make us of Group-On. Group-On is a website that allows 

companies to post discounts that are only honored if “x” number of 

people sign up for them ahead of time. It’s a great way to get a 

company’s name out there without breaking the bank because many 

times the number of people will not reach “x” but  many will still come in 

and spend money. 

Outside of web development, I would focus next on community 

presence. Angie’s Subs and its owner, Malin, already have a strong 

presence in the community via sponsoring Little League team, functions 

at UNF, and surf competitions. I would expand upon this presence by 

encouraging contests and deals that specifically target beach-goers. Deals 

such as if the waves are under 2 ft, $2 subs (with the purchase of a drink 

and chips at regular price) and “create a feature sub” contests held on the 

beach that cost $3 to enter with the winner having their sub featured on 

the menu for the next month would be highly recommended. Also, having 

“Sammy the Sammich” walk the beach with free samples would help raise 

awareness and might decide someone’s lunch/dinner spot for that night. 



In summary, the Angie’s Subs campaign would focus mainly on 

web and community presence by expanding Angie’s appearances on 

social media sites and creating their own web site. Also, focusing on low 

cost community events that would draw attention to the restaurant and 

hopefully draw customers in would be vital to the campaign. 

Finally, I would focus on small scale television and radio ads. Spots 

would only be purchased, in 30 second increments, on local stations in 

order to save money and keep the dive-joint vibe. Our goal is not to make 

Angie’s a national brand or franchise but rather to increase awareness 

within the immediate area, namely within two miles of the restaurant. 

The primary product of broadcasting, satellite, and cable is 

providing listeners to advertisers, according to the textbook. The 

textbook also states that advertising campaigns need to be based on the 

market size, effective buying income, and retail sales. I know that the 

target audience for Angie’s is broad because everyone eats sandwiches—

from Oprah to John Doe who makes $15,000 a year. However, I also know 

that Angie’s has a loyal following in its immediate area and of young 

people throughout the Beaches. The advertising campaign would focus 

on bringing people in this area and young people to the restaurant. 

In order to secure these local spots, I would calculate the cost per a 

thousand and chose stations will the lowest score. These stations would 

receive business from my client, Angie’s Subs, in the form of 30 second 



ads that would be placed on run-of-schedule because that is when 

stations offer the best deals. 

In conclusion, Angie’s Subs is a local restaurant. Malin declares it a 

dive-joint due to its eclectic décor.  

“I’ve got boxes of junk I’ve found on the road…I used some of that 

to decorate my store. I also go to a lot of yard sales and auctions,” Malin 

said. 

In order, to retain the genuine eclectic environment the ad 

campaign will focus mainly on web in the form of social media and a 

website. Having a website is a useful tool for a company to stay 

connected with existing customers and provide helpful information to 

new customers. Discounts, contests, and sponsorships can be featured on 

the website to raise awareness of Angie’s Subs presence in the 

community. In many ways, the website will serve as the hub of the 

campaign. It will be the place where information on television and radio 

ads along with community presence can be found. Every local event put 

on or sponsored by Angie’s can be blogged about on the website 

providng existing customers with a medium that will keep them linked, 

synced and on top of their favorite sub shop.  

 



 

 


