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Abstract: Sales Development is one level or type of marketing aimed either at the consumer or at the 

distribution channel (in the form of sales-incentives). It is used to introduce new product, clear out 

inventories, attract traffic, and to lift sales temporarily. It is more closely associated with the 

marketing of products than of services. The American Marketing Association (AMA), in its Web-based 

"Dictionary of Marketing Terms," defines sales Development as "media and nonmedia marketing 

pressure applied for a predetermined, limited period of time in order to stimulate trial, increase 

consumer demand, or improve product availability." Business pundits and academic students of 

business have developed almost fancifully sophisticated views of sales Development. In down-to-earth 

terms it is a way of lifting sales temporarily by appealing to economic motives and impulse-buying 

behavior. The chief tools of sales Development are discounts ("sales"), distribution of samples and 

coupons, the holding of sweepstakes and contests, special store displays, and offering premiums and 

rebates. All of these techniques require some kind of communication. Thus sales Development and 

advertising are difficult to distinguish. 
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