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Operant conditioning
Marketing requires retailers and other companies to play with the psychology of the consumers. Although marketers are not psychologists, most successful marketing practices and adverts use psychological principles of human behavior (East et al., 2016). Marketers and companies apply psychological principles in advertisements and to increase sales or retain customers. They also use such strategies to attract new customers. Psychology and human behavior, especially consumer habits, are instrumental in marketing and advertising. When used correctly, these marketing strategies can help brands attract customers and compel the customers to purchase products and services. 
One of the most prominent psychological strategies that many brands use is operant conditioning. This is a method of learning that uses rewards and punishments for behavior. Operant conditioning establishes an association between an act and a consequence. The consequence can be positive or negative, depending on the behavior (East et al., 2016). Rewards are typically used to encourage a behavior, while punishments are used to decrease or discourage the behavior. B.F Skinner introduced operant conditioning.
Marketers use operant conditioning to attract customers through positive reinforcement. Positive reinforcement is a type of operant conditioning that rewards customers for buying a product or service from a company. instrumental Conditioning views every consumer as an active learning participant. B.F Skinner suggests that individual learning takes place in a controlled environment where the individual receives a reward for choosing the right behavior. Satisfaction is the reward or reinforcing strategy that enhances the repeat purchase.
Coupons as a form of operant conditioning in marketing 
One of the best examples of operant conditioning in marketing is the use of coupons. Consumers use coupons to buy a product for money off. Consumers will continue to buy the product even when the coupons are not there. This is because these consumers have been conditioned to buy the product. Since the consumer is rewarded, their behavior is reinforced, making the consumers continue to buy the product (Foxall, 2015).  Sellers also use free offers to entice consumers to purchase their products. They offer consumers a free sample, then a coupon good for a large discount, then another coupon for a smaller product. 
Coupons are a form of operant conditioning because they can be redeemed for a financial discount when purchasing a product. The discount or rebate acts as the reward for the behavior (Wells, 2014). Through positive reinforcement, customers will likely buy products when issued with coupons to get the discount. Manufacturers and companies issue coupons through envelopes, newspapers, email, or even social media. 
Example of a brand that uses operant conditioning marketing
An example of a brand that uses coupons is Amazon.com. Amazon is the world’s largest online marketplace and largest internet company. One of the ways the company has ensured it retains its customers is through operant conditioning in coupons. The company has mastered the use of coupons. 
How Amazon uses coupons in marketing. 
Amazon coupons enable customers to save money on products. When they are enabled on a certain product, coupons appear as a button under the listing price of that product. Customers redeem the coupons by clicking on the button. The sellers are charged $.60 for every coupon redeemed. Paying for coupons increases the chances of a customer purchasing the product from your store. This increases the sales that Amazon makes. The more coupons are redeemed, the more sales are made. Amazon’s coupons fall under two categories that a seller can be offered. The first category is for coupons that give customers a certain percentage off of their purchase while the second category is for coupons that give customers a set dollar amount off of their purchase. 
Effective or not?
Yes, I believe the use of coupons in marketing by Amazon.com is effective in facilitating learning in its target audience. By Amazon using coupons, it is managing to retain old and attract new customers. The company has been keeping old customers as it attracts new ones over time since they have ensured their customers are comfortable and contented with their products. Amazon is far much ahead of its competitors as many of its customers remain loyal, unlike other companies. The use of coupons has been enabling the company to off-load older products (Išoraitė, 2015). Most of the products that might have a few months before the expiry date is easily disposed of. The marketing strategy is protecting the company from experiencing losses since some products are likely not to be safe for use or consumption. Therefore, with the coupons, customers are encouraged to purchase the products in ransom. In the process, such products are sold at lower prices, which acts to attract more interested customers who later on become loyal clients to the company. 
Moreover, the use of coupons has been helping the company to reduce advertising expenses. Advertisements are expensive, and many companies don't prefer using the costly ones. Amazon is a company that has embraced coupons which are the best and cost-effective means of advertising its services and products. Due to the fewer expenses the company incurs in coupons, it is able to organize discounts or freebies that have been an effective strategy to attracting many customers and increasing its sales (Išoraitė, 2015). Also, the company has managed to identify potential customers with ease through the use of coupons. In the coupons, customers always print their names and other details, which help the company to determine the type of customers they might be (Souiden, Chaouali, & Baccouche, 2019). At this point, the company will determine whether they can be among the target group to focus on. Therefore, the company has a chance to understand the situation in the market and decide whether to have future expansions to serve a significant number of prospective customers.
Amazon has continuously has been enabling its customers to save a lot and at the same time buy more items. Coupons offered to products means that as customers purchase them, they have an advantage of receiving discounts, especially when they purchase in bulk within a validated period (Souiden, Chaouali, & Baccouche, 2019). Also, to some customers who might not have the ability to purchase certain products, not unless their prices are lowered down, coupons give them such opportunities in Amazon. It happens especially when the company is focusing on selling older products. Therefore, selling at a throwaway price to its customers. It is necessary to note that Amazon offers coupons from time to time. It means that every time the company is using the coupons, it has certain suggestions for its customers. Hence, customers have a chance to get the products at a relatively fair price with Amazon. 
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