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ïPromotions begin with an idea, however the most 
productive promotions are centered around very 
targeted objectives.  From your experience, please 
provide examples of how you measure success from 
the very start.  (Think Who, Where, When, Why, 
How Many etc)



ÅWho is the target customer ?

ÅHow will you know when you are successful ?

ÅHow does this promotion support long term strategies ?

ÅSet objectives and goals

ïExpected penetration

ïUnits sold

ïTraffic



Once your idea begins to take shape,

stylizing the offer becomes important .

Please take some time to share some

strategies of promotions you have worked

with . Just how do you plan on hitting the

customerõshot button in your basic offer ?




