Product Trial and Repeat Purchase 

Product Trial 

· When consumers buy a product for the first time and assess whether to buy it again 

· Need to persuade consumers to try the new product or service

· Need to increase awareness of the product 

Methods to gain product trial 

· Advertising – informs and makes aware of product, means more likely to try, examples include TV, billboards, newspapers and magazine, etc 
· Free publicity – give information (press release) to journalists in newspapers, magazines, website, etc to use in own story, e.g. news clothes ranges in fashion magazines 
· Free samples – e.g. in supermarkets and magazines, gets people to try product, especially useful in markets with high levels of brand loyalty where consumers would not normally risk buying a different product 
· User testing – consumers are allowed to trial the use of the product or service for free, e.g. computer consoles and games 

· Low prices and offers – penetration pricing gives a low initial price and then raises the price once the product is popular, can also use special offers such as 2 for the price of 1 or coupons which give money off. 
· Targeting trade buyers – trade buyers include supermarkets and wholesalers (not straight to end customers), any of the methods above can e used (e.g. low prices, free samples, etc) 

Repeat Purchase 

· When a customer buys a product more than once 

· Vital to success as means increased sales without the cost of attracting new customers 

· Requires loyalty – willingness to make repeated purchase of the same product 

· Have to give a good initial experience 

· Leads to long-term success 

Methods to achieve repeat purchase 

· Promotion – all products needs to be continually promoted including advertising, point of sale displays, competitions, prizes and free samples. This keeps the product in the minds of consumers, keeps them wanting to buy. 
· Price – can increase sales by changing price – e.g. special offers, money off or high price to give image of quality to gain loyalty

· Product – retain loyalty overtime by changing the product, e.g. new features, new varieties such as flavours or colours 

· Place – have to continually make sure that product is available when and where customers want it, e.g. supermarkets, newsagents, etc 

· Customer service
