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WHAT is 
sales promotion? 



SALES
PROMOTION

Definition
“Sales promotion is 

used principally as a 
means to accelerate 

sales.” 

- Fill (2009, p. 538)

Value-increasing 
sales promotions

Alters price/quantity or 
price/quality equation.

Value-adding 
sales promotions

Offers ‘something extra’ 
while leaving core product 
and price unchanged.

Fill (2009, p. 539)



https://eu.puma.com/fi/en/home
https://www.kicks.fi/tarjoukset

http://faithfulsaver.com/the-body-shop-buy-3-get-3-free/#.XEhekC17GgQ

Value-increasing sales promotions
Alters price/quantity or price/quality 
equation.

https://eu.puma.com/fi/en/home
https://www.kicks.fi/tarjoukset
http://faithfulsaver.com/the-body-shop-buy-3-get-3-free/#.XEhekC17GgQ


http://rougedeluxe.blogspot.com/2012/03/uk-magazine-freebies-clinique-soap.html
https://www.theodysseyonline.com/5-ways-survive-heat-summer

Value-adding sales promotions
Offers ‘something extra’ while leaving core 
product and price unchanged.

http://rougedeluxe.blogspot.com/2012/03/uk-magazine-freebies-clinique-soap.html
https://www.theodysseyonline.com/5-ways-survive-heat-summer


WHY to use 
sales promotion?
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1. Reach New Customers

2. Encourage Repeat Purchase Behavior

3. Induce Action

https://hotcanadadeals.ca
https://www.aurinkomatkat.f

https://www.dansdeals.com/more/free-stuff/free-3-month-new-customer-trial-new-youtube-premium

https://hotcanadadeals.ca
https://www.aurinkomatkat.fi
https://www.dansdeals.com/more/free-stuff/free-3-month-new-customer-trial-new-youtube-premium/


WHEN to use 
sales promotion?
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Withhold Use to stimulate trial

Non-loyals: Use for switching

Loyals: Use carefully

Non-loyals: Attract for trial

Loyals: Use to reward for 
increased usage

HIGH INVOLVEMENT            LOW INVOLVEMENT

NEW 
PRODUCT OR 

MARKET

ESTABLISHED 
PRODUCT OR 

MARKET

Fill (2009, p. 544)

Objectives of sales promotion



● Focus on creating awareness 
through PR or advertising

SALES
PROMOTION

Withhold
Use to stimulate 

trial

Non-loyals: Use 
for switching

Loyals: Use 
carefully

Non-loyals: 
Attract for trial

Loyals: Use to 
reward for 

increased usage

HIGH INVOLVEMENT   LOW INVOLVEMENT

NEW 
PRODUCT OR 

MARKET

ESTABLISHED 
PRODUCT OR 

MARKET

Withholding promotion

Fill (2009, p. 544)



Withhold
Use to stimulate 

trial

Non-loyals: Use 
for switching

Loyals: Use 
carefully

Non-loyals: 
Attract for trial

Loyals: Use to 
reward for 

increased usage

HIGH INVOLVEMENT   LOW INVOLVEMENT

NEW 
PRODUCT OR 

MARKET

ESTABLISHED 
PRODUCT OR 

MARKET

● May cause company to lose 
profitability

Inducing switching or repurchasing

Fill (2009, p. 544)
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Stimulating trial

Withhold
Use to stimulate 

trial

Non-loyals: Use 
for switching

Loyals: Use 
carefully

Non-loyals: 
Attract for trial

Loyals: Use to 
reward for 

increased usage

HIGH INVOLVEMENT   LOW INVOLVEMENT

NEW 
PRODUCT OR 

MARKET

ESTABLISHED 
PRODUCT OR 

MARKET

● May lead to recurring 
purchases

● Low risk for producer

Fill (2009, p. 544)
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Attracting or rewarding users

Withhold
Use to stimulate 

trial

Non-loyals: Use 
for switching

Loyals: Use 
carefully

Non-loyals: 
Attract for trial

Loyals: Use to 
reward for 

increased usage

HIGH INVOLVEMENT   LOW INVOLVEMENT

NEW 
PRODUCT OR 

MARKET

ESTABLISHED 
PRODUCT OR 

MARKET

● Incentivizing consumption can 
help in keeping your 
customers loyal

Fill (2009, p. 544)
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Drawbacks of sales 
promotion
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- Short-termism

- Role of loyalty

- Discount seeking

- Marketing mix

- Fill & Turnbull (2016, p. 492) 



HOW to make sales 
promotion work?
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Encouraging brand-switching behavior when the 
markets are at a level of stagnation and mature

->price & promotion.

- Fill & Turnbull (2016, p. 492) 



SALES
PROMOTIONWhy spending is focused on sales 

promotion today?

- Fill & Turnbull (2016, pp. 492-493) 

- Short-termism

- Managerial accountability

- Brand performance

- Brand expansion

- Competition for shelf-space
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Summary:

- Fill & Turnbull (2016, pp. 492-493) 

1. WHAT? Value-increasing & Value-adding

2. WHY?

a. Repeat purchase

b. New customers

c. Stimulate action

3. WHEN? Involvement-Newness-axis

4. HOW? Make it work through:

a. Coordination with other IMC tools

b. Plan properly for the target customer group



THANK YOU!
Questions?
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Extra example of: 
Value-adding 
sales promotions

Technique: 
Competition

(Offers ‘something 
extra’ while leaving 
core product and 
price unchanged.)

http://www.youtube.com/watch?v=L8CLNKOzxN8
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● Fill, C. (2009). Sales promotion: principles and techniques (Ch. 18). In:  Marketing Communications: interactivity, 
communities and content, 5th Ed. Pearson Education, pp. 537-563.

● Fill, C. & Turnbull, S. (2016). Sales promotion: field marketing and brand experience (Ch. 15). In: Marketing 
Communications: discovery, creation and conversations., 6th Ed. Pearson Education, pp. 485-516.

● Pictures:
○ https://eu.puma.com/fi/en/home
○ https://www.kicks.fi/tarjoukset
○ http://faithfulsaver.com/the-body-shop-buy-3-get-3-free/#.XEhekC17GgQ
○ http://rougedeluxe.blogspot.com/2012/03/uk-magazine-freebies-clinique-soap.html
○ https://www.theodysseyonline.com/5-ways-survive-heat-summer
○ https://www.dansdeals.com/more/free-stuff/free-3-month-new-customer-trial-new-youtube-premium/
○ https://hotcanadadeals.ca
○ https://www.aurinkomatkat.fi

● Transition slide pictures:
○ https://unsplash.com
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