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Premiums, Incentives and 
Recognition Programs 101
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Agenda For Today’s Session

• What are premiums, incentives and recognition?

• Why Sell premiums, incentives and recognition?

• Who are the buyers?
• How is this different from Promotional Products?
• Where can I learn more?
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Poll Question 

How many of you are currently 
selling…

• Premium Programs?

• Incentive Programs?

• Recognition Programs?
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Premium

A Prize, Bonus, or 
Award Given As an 
Inducement to 
PURCHASE
products.
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Incentives

Something that incites 
action or greater effort, 
as a Reward for 
Increased Productivity.

Given for Performance
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Recognition

The Acknowledgement of an 
achievement, service, merit or 
outstanding effort.

Given for Performance
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How Much Money is Spent in the 
USA on Non-Cash Premiums and 

Incentives Annually?

a.) $18 Billion

b.) $24 Billion

c.) $45 Billion

d.) $90 Billion
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Program Selling

An organized effort to achieve 
client objectives using 
promotional techniques.

Combining specific ideas with 
products for the desired results.
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Why Learn How to Sell 
Premiums, Incentives and 
Recognition Programs?
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Be Different
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Be Relevant
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Make Money
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Your Clients Are Buying Them
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Professionalism
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Value Proposition
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One Stop Solution

• If you can’t solve the problem, they can find someone else who can

All rights reserved by Promotional Products Association International

Open New Markets
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Who Are the Buyers?
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Human Resources
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Sales Management
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Customer Service
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Marketing, PR, Communications
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Production, Engineering,
Operations and Finance
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Safety
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The Channel is Different
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You Cannot Sell On Price
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Don’t Assume
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Where do I find the Resources?
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Follow Up Questions?

Contact: 

Paul A Kiewiet MAS+

paul@brandkiwi.com

269-806-4489


