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Sales Promotion

Sales Promotion

Sales promotion is a crucial component of the marketing mix, aimed at stimulating consumer demand,
increasing sales, and improving brand awareness. It encompasses a variety of promotional activities
designed to attract customers, entice them to make a purchase, and ultimately drive revenue for the
business. In this module, we will explore key terms and vocabulary related to sales promotion in the context
of e-commerce merchandising techniques.

1. Promotional Mix
The promotional mix refers to the combination of promotional tools and tactics that a business uses to
communicate with its target audience and achieve its marketing objectives. It typically includes advertising,
personal selling, public relations, direct marketing, and sales promotion. Each element of the promotional
mix plays a unique role in reaching customers and influencing their purchasing decisions.

2. Sales Promotion
Sales promotion involves the use of short-term incentives to encourage customers to buy a product or
service. It aims to create a sense of urgency and drive immediate action from consumers. Examples of sales
promotion techniques include discounts, coupons, contests, sweepstakes, rebates, samples, loyalty
programs, and product demonstrations.

3. Discount
A discount is a reduction in the price of a product or service offered to customers as an incentive to make a
purchase. Discounts can take various forms, such as percentage discounts, fixed amount discounts, buy-
one-get-one-free offers, and bundle discounts. Businesses use discounts to attract price-sensitive
customers, clear excess inventory, and boost sales during slow periods.

4. Coupon
A coupon is a voucher or ticket that entitles the holder to a discount or special offer on a specific product or
service. Coupons can be distributed through various channels, including print media, digital platforms, email
campaigns, and mobile apps. They are an effective way to attract new customers, retain existing ones, and
track the effectiveness of promotional campaigns.

5. Contest
A contest is a promotional activity in which customers compete for prizes or rewards based on their skills,
knowledge, or creativity. Contests can take different forms, such as photo contests, video contests, writing
contests, and social media challenges. Businesses use contests to engage customers, generate user-
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generated content, and increase brand visibility.

6. Sweepstakes
A sweepstakes is a promotional drawing in which winners are selected randomly from a pool of entrants
who meet specific eligibility criteria. Sweepstakes typically require participants to submit their contact
information or complete a simple task to enter the drawing. Businesses use sweepstakes to attract leads,
build their email list, and create buzz around a new product or service.

7. Rebate
A rebate is a partial refund given to customers after they have purchased a product or service. Rebates can
be offered by manufacturers, retailers, or third-party providers to encourage customers to make a purchase.
Customers usually need to submit proof of purchase, such as a receipt or UPC code, to claim the rebate.
Businesses use rebates to increase sales, build brand loyalty, and differentiate themselves from competitors.

8. Sample
A sample is a small portion of a product given to customers for free or at a discounted price to encourage
them to try it before making a purchase. Samples are commonly distributed at stores, events, trade shows,
and through direct mail or online channels. Businesses use samples to introduce new products, gather
feedback from customers, and generate word-of-mouth marketing.

9. Loyalty Program
A loyalty program is a marketing strategy that rewards customers for their repeat purchases, engagement,
or referrals. Loyalty programs can take different forms, such as points-based programs, tiered programs,
cashback programs, and exclusive offers. Businesses use loyalty programs to retain customers, increase
customer lifetime value, and create a sense of belonging among their customer base.

10. Product Demonstration
A product demonstration is a live presentation or display that showcases the features, benefits, and uses of
a product to potential customers. Product demonstrations can be conducted in-store, at events, through
video tutorials, or online webinars. Businesses use product demonstrations to educate customers, build trust
in the product, and increase sales by showcasing its value proposition.

In conclusion, sales promotion plays a vital role in driving consumer behavior, increasing sales, and building
brand loyalty in the competitive e-commerce landscape. By understanding key terms and vocabulary
related to sales promotion, e-commerce professionals can effectively design and execute promotional
campaigns that resonate with their target audience and drive business growth.
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