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Introduction
Sales promotion can be defined as the marketing activities which provide extra incentives or values to the sales team, distributors, or the consumer thus stimulating immediate sales. These tools can be subdivided into two categories the first one being trade-oriented activities and the second being consumer-oriented activities. In the day to day life, one is bound to encounter various sales promotion tools which either help them make sales or prompt them to buy a certain product which they might not purchase without such tools. This article aims at outlining various sales promotion tools that I have encountered recently and their effect on my decision making.
Free Samples
In most occasions, I get small units of free samples which are delivered door to door or at times attached to other products that I purchase. These samples include detergents, soft drinks or soaps. If these samples meet my tastes, I usually purchase that product. As such, I consider free samples to be an effective sales promotion tool.
Discounts
This refers to the reduction of the price of a certain product for a certain period of time. This is a promotion tool that is suitable during off-season period or the festive season. Mostly, the tool stimulates short-term sales especially if the discount offered is genuine. In my daily shopping routine, I bump upon discounted products which were not on my shopping list and in case the discount is genuine and admirable, I am tempted to purchase the product. As such, it can be considered to be an effective sales promotion tool.
Exchange Schemes
In some instances, people go door to door offering new products at a reduced price, but in return, one is required to give them several old products. In essence, the price of the old product is deducted from that of the new product. Recently, my family received a five-in-one offer from Philips Company through an exchange scheme. The offer included a Philips TV, rice cooker, mixer-grinder, and an iron box at a very attractive price.
Installment Sales
In the case of installment sales, a consumer pays a small amount of the products price and then the balance amount is paid in monthly or weekly installments. Most expensive products such as refrigerators and vehicles are purchased in installments. As such, one does not have to worry about paying a huge bulk of money in one instance. In the recent past, my parents decided to purchase a new vehicle but could not raise all the cash at once. However, through installment sales, they managed to buy their dream car which is the reason I consider installment sales to be an effective sales promotion tool.
Premium Offers
Through this sales promotion tool, extra quantities of the same product are offered at the regular price. This is most pronounced in the firms which sell consumables and other FMCG goods such as soaps and detergents. Recently, I was out shopping for Colgate, and there was a premium offer at my local store whereby Colgate was packed in a 125g tube but was being sold at the price of 100g. As such, I benefited from this sales promotion tool.
Conclusion
Notably, there are numerous sales promotion tools which are used by distributors and the sales team to promote their products to potential consumers. From time to time, one is bound to bump into any of these promotion tools, and in most instances, their decision making will be affected.
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