Two types of sales promotion activities. What would you do to promote a new type of tea or coffee?

Today many shops have reduced from sales staff. Sales promotion is becoming more and more important in the self-service environment. There are 2 types of sales promotion activities.

The first one – information promotion – includes pamphlet or booklet about the product, a demonstration, market research information telling about the nature of the customer, dealer training and managerial advice from producers.

The second type – stimulation promotion – is of 4 activities: distribution of free samples, premiums, coupons and displays. For example, a premium is something that the customer receives as a bonus when he purchases a product. A coupon entitles the customer to purchase the product at a reduced price. Display makes the item easy to see and reach.

If I promote a new type of tea, I wouldn’t use only sales promotion. I think, advertising and personal selling could be necessary too. But some kinds of information and stimulation promotion would be very useful. Such as pamphlets, coupons and displays.
