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https://www.youtube.com/watch?v=iXccAzruLq0


















No Objective Typical Programs

1. Long run (Relationship Building)

a. Awareness Enhancement

b. Image Enhancement

Sweepstakes, contests, tie-ins, sponsorships

2. Short run (Transactional)

a. Current Customers

1. Buy More

2. Be More Loyal

3. Buy Now

Volume discount/ special value package

In pack coupons, premiums, Frequent buyer programs

Rebates, Coupons

b. Occasional Customers

(Deal prone brand switchers)

Capture next purchase Coupons, displays, rebates

c. Non customers

Trial Trial sizes, sampling



No Objective Typical Programs

1. Transactional : 

Increasing stocking 

levels

Volume allowances, financial terms, 

discounts, price cuts, slotting 

allowances

2. Transactional: 

Increasing sales 

efforts

Advertising allowances, display 

allowances, premiums, contests, 

sales force incentives

3 Relationship 

Building

Free goods










