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Abstract: Sales promotion consists of many activities used to sell products. They are activities that give
consumers a short-term incentive to make a purchase. Sales promotions are also activities that change the
price and value relationship of a product as perceived by the target audience with the possible effect of
generating immediate sales. It is possible that a sales promotion can also alter the long term value of the
brand by making what might be a premium product more affordable. Sales promotions are generally time-
bound programs that require participation on the part of the consumer through either immediate purchase
or some other action. The fundamental goals of sales promotion are tactical, strategic, and ultimate. The
tactical goals are to combat a competitor’s increase in market share, to combat other competitors’
promotional efforts, and to move brands that are either declining, overstocked, damaged, or not selling fast
enough. The strategic goals are to motivate consumers to switch from a rival brand, to increase product
consumption, to reinforce the marketing communications efforts for the brand, and to motivate brand
loyalty. The ultimate goal of a sales promotion is to increase sales, profits, and market share. There are
different channels for sales promotions, which include consumer promotions and trade promotions.
Advertising and Pramotion.
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