1.3.2 Branding and Promotion - #7 Sales promotions
BOGOF
· BOGOF stands for buy one get one free
· In a BOGOF sales promotion a business offers one item free when another one is bought
· Used to encourage customers to go into the shop or buy the item
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Price discounts
· Price discounts means that the normal RRP (recommended retail price) of the product or service has been reduced
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Money off coupons
· Coupons can be used to capture new customers – to add an incentive
· Coupons can also be used with existing customers to encourage an impulse spend 
· Companies like BZZ agent give out coupons in return for reviews
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Samples / giveaways
· This is where a business may send out or give customers free samples in order to persuade them to try the product for the first time
· Giveaways may occur on the front of a magazine e.g. match attax cards on a football magazine
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Special events
· Special events are activities that the business does to encourage consumers to try the product
· Events can be; shows, fetes, fairs, or an event at the business e.g. a special tasting evening at a restaurant
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Point of sale
· Point of sale display is usually a cardboard display stand located close to the till within a shop
· This is to draw customer attention and trigger an “impulse” purchase
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Advantages Disadvantages
v' Ideal way to promote new products Only successfulif the product meets the needs of the
v Works best with products that have an event or customer
holiday tie in e.g. creme eggs for Easter Needs to be designed and out to stores in time for the
v Manufacturers can add extra punch to the event/ holiday
promotion by giving a discount Displays may be put in poor locations by shops e.g. next
to a broken till or one that is rarely opened
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Advantages Disadvantages

v' Very popular with shoppers Loss of profit because there is an increase in costs, this
v’ Encourages trial and use of the product will not be balanced by the increase in sales
v Good way to encourage shoppers to switch from Only useful in the short-term

their normal brand

v Boosts sales, therefore sales revenue will increase
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Advantages

Disadvantages

v’ Great way to clear old or out-of-date stock

Customers may regard the business as a cheap option
Too many discounts and customers become suspicious
e.g. the DFS sale that is always on
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Advantages

Disadvantages

v’ Coupons can help the customer feel they are getting
better value for money

v’ Coupons are available from websites, loyalty cards,
store magazines and on the back of some packs to
encourage repeat purchase

Reduced profits from the cost of running the
promotion

Some customers may be waiting for the coupons
before they purchase

Customers may have been wanting to make a purchase
anyway
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Advantages Disadvantages

v" Ideal for new product launches Can be complicatedto send in the post—needs a
v Works especially well with some products e.g. database of customers

shampoo, food etc. Can be expensive as giving away some of the product
v’ Encourages word-of-mouth promotion for free
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Advantages Disadvantages

v’ Encourages customers to attend Can be expensive

v’ Rewards loyal customers with a Hard to measure how valuable this

special event marketing is
v' Ideal for small businesses





