Running Head: CONSUMER PROMOTIONS		1

CONSUMER PROMOTIONS 		6







Consumer Promotion
Name
Affiliation
Date


Product and service promotions are necessary to attract the customers that might be going to the competitors especially if the quality and utility are similar. This raises the question that which promotion will be best suited for the product or service we are dealing in. The concept of the promotions is to give the value added in a product and or service that directly or indirectly provides further utility to the consumers. In this respect, it gets very important to strategically design and select the best promotion for the consumers that will not only raise the sales volume but build brand loyalty for the long run. There are more than a dozen ways by which consumer promotions can be practiced and if mainly depends on the product or service that the consumer promotions are decided and practically executed. The following consumer promotions can be used if the selected product belongs to the fast moving consumer goods category. The selected product for this assignment is chocolate chip cookies (Ogden, & Ogden, 2014). 
Coupons
Coupons are perhaps the most traditional promotional practice. These are the discount and or gift vouchers that are given to the consumers through magazines or printable coupons that can be found on the internet. When the consumer receives the coupon they can present it to the retailers and avail the opportunity that is presented in the form of the coupons. The coupon can be a discount on the normal price of the chocolate chip cookies or it can be an offer to get a free gift on the purchase of the product and presenting the coupon to the retailer. It is important to mention here that the coupons and their benefits are informed by the manufacturers to the suppliers and the retailers so there is no problem in redeeming the offer (Lu, 2017).
Sampling 
Sampling has been the most successful consumer promotional practice as the consumers are surprised to check the product free of any charges and cost and are given the opportunity to give their feedback directly to the brand. The free sampling can avoid the big losses if the product is not liked by the selected consumers. This practice can be done in any public gatherings and even in the retail outlets. 
[bookmark: _GoBack]Cash Refunds 
This practice can be used to give a discount to the consumers and also get in touch with them regarding any feedback in the future by the brand. If the consumer buys three or more packs of the cookies they can send the proof of purchase which can be the empty packs or the sales receipt to the manufacturer who will respond back to the consumer by sending them a coupon or discount to the consumer. The mailing address can be used in the future as well to get in touch with the consumers directly. 
Premiums
Premiums are the most easily managed consumer promotions. The retailers can put up signs and offer gifts if the consumers would buy the decided number of packs of the cookies from the retail store. The gifts can be decided by the brand and should have some value or utility for the consumers so they get the attraction to buy more products and avail this opportunity. 
Sweepstakes or Games
The sweepstakes or games are the sorts of transparent lucky draws that would offer exciting prizes or big discounts for the winning consumers. This practice can be drawn on the number of months or the number of purchases the consumers make. The trick would be to attract the customers to buy more products as more products would mean more chances to win the prizes. 
Point of Purchase (POP)
The POP promotion can be used as the fast conversion of the clients. These are the placements of the products near the point of sales where the customer may get more attracted to buy the cookies if they are having some sort of discounts on them. The fact that the customers have to kill time while waiting for the billing they might buy the product out of impulsive buying and ease of buying as the product would be placed right in front of them. 
Loyalty Program
The loyalty program is usually offered to the long-term consumers and the brand loyal consumers. This promotion offers loyalty points to the consumers and at the end of the month, the customers with most loyalty points can be given free gifts or discount coupons so they get further motivated to keep buying the product in future as well. 
Conclusion
If we see from the broader perspective, all of the above-discussed promotions are suitable for the product that we had decided that was the new chocolate chip cookies. However, the combination of the free samples with the point of purchase promotions will be able to get the best results. As the consumers will not only feel free to taste the new product they will be able to give the direct feedback necessary for the brand to further improve their product. The consumers will register the product in their minds and they might purchase the product as they would have already know how the cookies would taste like giving more opportunities to the brand recognition and increasing sales volumes (Prendergast & Thompson, 2008).
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