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ABSTRACT 

This work is an attempt to appreciate the effect of Sales Promotion 

on the Marketing of Consumer Goods. 

The unique characteristics of sales promotion and its tools are 

highlighted, so also are the problems, associated with the promotional 

programme. 

From the analysis, it was discovered that, sales promotion influence 

consumers buying decisions positively, results in brand loyalty which are 

in conformity with the views of famous author's on the subject. 

To further boost the effectiveness of sales promotion, the following 

are some of the recommendations of the researcher. 

To make sales promotion click, adequate advertisement must be 

earned out to-educate the consumers about the sales promotion 

procedures, benefits and timing. 

Before using sales promotion, the company should study the market 

trend, competitive environment and match them with the company's 

resources. 

Sales promotion can only be used, only where other promotional 

tools are found ineffective. 

vi 

























































Although display advertising can be very effective in making 

consumers aware of the existence of a product, inertia frequently prevent 

consumers sampling and some additional incentive is required to persuade 

non-users to try it. Promotion are designed to provide this incentive. 

In the case of a totality new products the initial campaign will seek to 

obtain the widest possibility and will employ a combination of methods, 

example coupons, free samples, interatrial, banded offers etcetera. Where 

the brand is already established and has a known brand share, the promoter 

will adopt a more selective approach and concentrate on those segments of 

the market with the lowest usage rate. 

To sum up, sales promotion can be used to achieve a number of 

marketing objectives which are as follows:-

1. To gain customers and convert them to regular users particularly for 

new or improved products. 

2. To woden the distribution of a product etc. 

3 MARKETING AND SALES MANAGEMENT 

1 Ic went further to say that, marketing may be defined as follows a 

process that, within societal constraints, attempts to establish satisfying 

exchange relationship between people or organization with diverse 
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