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Company Name
Sales Promotion Services Inc. 

15 Wertheim Court

Suite 707

Richmond Hill, Ontario

Canada L4B 3H7

T. 905.886.6382 

F. 905.886.6387

TF.1.877.885.0989

Primary contact: Dan Sharp

Email: dsharp@salespromo.com

Years in Business
Established in 1989

Number of Employees
Eight full time

- Client Services

- Creative Services

- ESP Specialist

- Project Management

- Event Management

- Premium Sourcing and Fulfillment
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Sales Promotion Services Inc. is an award winning full service Marketing and Promotion agency.  In conjunction with

our creative studio, LunchBOX Media, we provide clients with a complete range of marketing services.

Staffed by senior marketing and creative design professionals

• Experienced on both sides of the desk

– Corporate, retail, graphic design and packaged goods 

– Broad range of industries and categories

– Current, up-to-date and innovative solutions

• Execution focused, detail oriented

• Delivery of cost effective programs

– Experienced negotiators on our clients’ behalf

– Demand value for our clients

• Future focused solutions

– ESP – Electronically Supported Promotions

– Database development and customer profiling

– Dynamic content based 1-to-1 marketing and communications 
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companyservices

01 INCENTIVE PROGRAMS (Including Traditional & *ESP - “Electronically Supported Promotions”)

• Contest Promotions – Sweepstakes and Instant Win tactics, Online, In-Pack, On-Pack executions

• Continuity, Frequency, Loyalty Programs

• In-Pack, On-Pack, Near Pack Programs

• Corporate Promotions - Multi-brand events, “Umbrella” concepts/themes

• Account Specific Trade Promotions

• Trial Generation and Sampling programs

• Entertainment - Movie releases - Theatrical, DVD & Home Video releases

• Licensed Properties – TV, Sports and other properties

• Strategic Alliance Partnership programs 

02 CREATIVE SERVICES

• Print – strategic, cutting edge creative and production services

• Broadcast – film and video services, 3D animation and special effects

• Interactive – web publishing, custom programming, CD-Rom and DVD products

03 MARKETING SERVICES (Including Traditional & ESP*)

• DM Solutions utilizing ESP

• Strategic Promotion Planning

• Partnership Promotions

• Promotion Concept Development

• Promotion Execution and Fulfillment

• Marketing Communications

04 SPECIAL EVENTS

• Client sponsored and hosted events

• Incentive Travel activities – Groups or Individuals

05 CONTEST SERVICES (Including Traditional & ESP*)

• Contest design and concepts

• Database development and CRM support

• Contest Administration – Official Rules preparation

• Contest Fulfillment – Filing and Prize distribution

06 PREMIUMS

• Identity Programs

• In-stock Programs

• In-Pack, Gift With Purchase (GWP), Purchase with Purchase (PWP), Premium Packs (Value-Added)
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currentclients

(Past four years 2002 - 2006)

Dare Foods Ltd.

Ericsson Canada

Globe & Mail - ROB Magazine

Procter & Gamble

Rogers Wireless

Sony Ericsson Mobile Communications

Rubbermaid Canada

Simon & Schuster Canada

Unilever Canada 

Others – Project Based
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SPSkeypeople

Dan Sharp 
President

With over 25 years experience in marketing and sales, Dan has earned a reputation for delivery of solid,

strategically sound promotional marketing solutions.  His experience as both a client and as a service

provider has provided the strong foundation and vision to achieve the agency’s mission of providing Added

Value Client service.  Dan established Sales Promotion Services Inc. in 1989, and has built an agency that

prides itself on innovative and effective creative, strategic thinking and excellence in execution.

Jo Ann Warren
Client Services Director

Jo Ann has over 20 years experience in Advertising and Marketing - beginning in Creative writing and

producing for television and radio, then moving on to Account Management, and finally settling into Client

Services, Event Management and Contest Administration. Over the past 10 years, she has fine-tuned the

project management and inter-personal skills that are essential to these services with clients like Ericsson

Canada, Rogers Wireless, Sony Ericsson Mobile Communications, Dare Foods Ltd., Universal Studios

Home Video Canada, Proctor and Gamble, Shell Canada and FBM Distilleries

Ryan Sharp
Account Director

Ryan brings over ten years of sales and account management experience to Sales Promotion Services.

His experience includes significant successes with market leaders such as Coca-Cola, Pillsbury / General

Mills and Unilever He brings valuable insights into the development and execution of marketing and trade

programs at the retail level. 
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Jeff Browne
Account Director

Jeff Browne brings over 15 years of solid Sales, Marketing and Promotions experience.  He is known in the

industry for his strategic planning skills and is passionate about using technology to build better

promotions.  Jeff spent most of the 90’s with Procter & Gamble Inc, where he gained extensive sales and

promotional experience with both consumers and the selling channels in his roles as National Category

Manager and National Corporate Promotions Manager.

Subsequent to P & G, Jeff spent several years as General Manager of Grizzly Fitness Accessories.

Most recently Jeff has been involved in the residential technology and automation industry as a business

owner and manager.  His diverse sales and marketing experience across several industries is an asset to

all of his clients.

Jennifer Bishop
Account Manager

With over 7 years of diverse marketing experience, Jennifer has managed National Sampling Programs,

worked in Account Execution and most recently Product Licensing. She brings excellent client services

skills, partnership negotiation, and attention to detail. With a flare for engaging clients, she enjoys

meeting and exceeding all of her client’s needs.

Jim Henshilwood
Director, Sales & New Business Development

With a strong background in sales, sales management and marketing activities on both sides of the

border, particularly within the consumer electronics and wireless telephony industries, Jim’s over 20 year's

experience and skill in delivery of strategically sound promotion solutions is a real asset in the

development and execution of Sales Incentive programs. His knowledge is invaluable in understanding the

"Who, What, When, Where, and How" of incentive solutions and bringing the right answers to help you

meet your sales objectives.
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LBMkeypeople

Sam Paglia 
Creative Director, LunchBOX Media

Leading the charge to digital creative services, Sam has been in the graphics industry for over 20 years.

He started his own graphics studio in 1986 at the age of 19, while still completing his post secondary education.

Through his BIG Image Studios Inc., started in 1992, he was the creative force behind the delivery of digital

creative services to clients such as Coca-Cola, Honda, and M&M’s.  His knowledge base incorporates digital

design, web programming, video production, film editing and animation.  Sam’s strengths are his ability to

quickly, effectively and decisively assess his clients’ needs to achieve the best design solution for their products

while maximizing today’s technologies. 
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innovativesolutions

Enhance your traditional marketing efforts with customized Online Sales and Marketing Promotions,

reaching your target consumers and customers like never before!

Capable of reaching the consumer/customer at an intimate and meaningful level

Helps companies build long term relationships with target consumers/customers

Provides multi-level training and incentives to promote programs and product properly

Complete and measurable results of marketing actions at various levels

01 DEVELOP 1-TO-1 RELATIONSHIPS WITH YOUR CUSTOMERS

• Database development • Demographic Profiler 

• Consumer Insights • Consumer Research

• Loyalty Programs • Direct Marketing

• Hot Leads Generator • Personalized Email 

02 SELL PRODUCTS AND SERVICES MORE EFFECTIVELY 

• New Product Launcher • Online Focus Groups 

• Promotions • Measure Results

• Online Contests • Concierge Services

• Online Coupons • Loyalty Rewards

• Mystery Shopper • Personalized URLs

03 CUSTOMIZE SALES PROMOTIONS / CONSUMER MARKETING

• Personalized Direct Mail • Measured Results

• Personalized URLs • Concierge Services

• Interactive Offers • Hot Leads Conversion

• Viral Marketing • Customized Messaging

04 CONNECT WITH AND UNDERSTAND YOUR CONSUMER

• Database Management • Interactive Communications    

• Online Surveys • Targeted Messaging

• Offer Testing • Consumer Profiling

• Consumer Insights • eCommerce

05 TRAIN SALES STAFF ON PRODUCT KNOWLEDGE AND EXECUTION

• Online Learning • Online Product Knowledge Delivery

• Learn & Earn • Shopping Cart

• Sales Incentives • Online Rewards

• Sales Force Management • Hot Lead Closer

• Communication • Program Execution

ELECTRONICALLY
SUPPORTED
PROMOTIONS
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strategicinsight

Deliver current, relevant and innovative solutions

SPS/LBM creates solutions that are contemporary in look and feel, and appeal directly to their target audiences

SPS/LBM consumer promotions and communication solutions utilize our ESP Tools to drive participation and effectiveness

SPS/LBM provides 1-to-1 marketing solutions, both online or at home 

SPS/LBM is current, contemporary and future focused, delivering online and off-line solution that work.
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Rubbermaid
E-mail Marketing Campaigns

The Objective
To develop a consumer database and initiate database marketing activities

The Solution
Deploy ESP Contest tool kit to facilitate multiple online contests designed to drive the development of the

Rubbermaid Consumer database.

Utilize ESP Viral Marketing tools in conjunction with unique contest prizing to support consumer 

viral marketing initiatives 

The Results
Development of a significant opt-in consumer database, including multiple

segmentation fields, outstanding viral marketing support from primary par-

ticipants with exceptional secondary opt-in performance.

Execution of multi-event e-marketing initiatives, utilizing ESP Email Tools,

delivering consumer communication and purchase incentives directly to

consumers’ In Box.
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Rogers Wireless 
Play Winter Program 

The Objective
To drive incremental revenues through the sales of Wireless Essentials packages / services

The Solution
Created an off-line probability based scratch and win consumer game with secure design, production and distribution 

Developed an on-line execution to extend the off-line promotion – mirrored image and tactic – extending the promo-

tion to their telemarketing activities

Facilitated on-line data collection and prize allocations across both tactics

The Results
Provided the tools to facilitate multi-sales channel participation, including the Rogers retail network, Call Centre and

Online execution of a single theme consumer event.  

Improved Rogers’ online visibility and drove incremental Wireless Essentials sales.  

Actual results confidential  
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Dare Foods
The Lord of the Rings Trilogy

The Objective
Dare Foods, Canada’s second largest cookie, cracker and fine breads manufacturer, needed to breakout of the tradi-

tional seasonal promotion mold, with both consumers and the trade. 

The Solution
SPS secured category exclusive access to The Lord of the Rings Trilogy (DVD/VHS releases for FOTR, TTT and

Theatrical release – ROTK).  

The initial campaign, The Lord of the Rings: The Fellowship of the Ring was launched early August 2002, coincident

with traditional Back-To-School retail promotional activity.  SPS developed and managed the complete promotion exe-

cution – including securing contra based consumer prizing.

The follow-up campaign, The Lord of the Rings: The Two Towers, was launched in late August 2003, providing a fur-

ther boost to Dare’s in-store presence with the DVD release tie-in.  An “Instant Win” in-pack instant win contest pro-

vided consumers with an immediate incentive to purchase.

The final campaign, The Lord of the Rings: The Return of the King, provided Dare with a direct link to the theatrical

release, capturing the heightened consumer interest in this December 2003 opening, through an Online Instant

Scratch ‘N Win Game. 

The Results
The Fellowship of the Ring campaign established new sales records

for Dare during the promotion period, with this non-traditional Back

–To–School program.  

Based on the results from The Fellowship of the Ring, Dare exercised

its option to execute a tie-in to The Two Towers and achieved even

higher sales in BTS, 2003.

The final episode, The Return of the King, achieving significant online

participation, while driving a double digit sales increase.  
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Adams Brands
Trident Gum/McDonald’s  Promotion

The Objective
Adams Brands, manufacturer of Trident Sugarless Gum, had recently secured the Ontario Dental Association’s support

which stated that “chewing sugarless gum after eating helped prevent cavities”.  This first ever endorsement, within

the gum category, was a significant brand benefit that needed to be communicated 

The Solution
SPS was to secure a partnership with the largest fast food (QSR) company in the world, McDonald’s Restaurants of

Canada, to deliver ODA endorsed Trident Sugarless Gum to consumers at the “eating occasion”.

In addition, SPS arranged for the largest third party sampling program in Canadian history, with over 10,000,000

packages of Trident Sugarless gum being distributed through McDonalds.

SPS secured Trident’s participation in McDonald’s full media campaign, including national television in over 70 mar-

kets and complete in-store branding through menu board snipes, cash toppers, ceiling danglers and tray liners (with

individual Trident gum pieces creatively represented as the bristles of a tooth brush).

The Results
Trident Sugarless gum was featured in McDonald’s television support, enjoying over 50% of the time available within

each spot.

The media campaign reached virtually every household in

Canada with multiple impressions, delivering 750 GRP’s of

TV support per week.

The Trident brand benefit / endorsement by the ODA

achieved record level awareness and sales.

As a bonus, McDonald’s enjoyed a measurable increase in

the sales of Extra Value Meals (Trident Bonus) during the
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Kraft/SuperBowl
Snack Zone

The Objective
LunchBOX Group Inc. was given the challenge of launching Kraft's first Super Bowl promotional tie-in. The main

objective was to show that Kraft products are fun to serve and very easy to prepare for game day. The client wanted

to communicate that by using Kraft products, it would be "easy to entertain" and "that mom is not burdened with serv-

ing the guests and having no fun".  The overall campaign was to have a broad cross-gender appeal to entice the con-

sumers that, using Kraft products and recipes, preparation would be simple and less work for all.

The Solution
LunchBOX developed an overall campaign labeled "The Snack Zone"; using football terminology and indicating that

everything you needed to make game day a success would be found here.  Creative for the Snack Zone was conveyed

through in-store displays, supporting POP materials, recipes for party preparations and idea booklets for creating

your own fun game day.

The campaign had a corporate theme and was extended using brand overlays to a wide variety of Kraft products.

LunchBOX was responsible for complete execution of the national campaign. We developed, produced and managed

the campaign including prize fulfillment (grand prize was a trip for four to the Super Bowl game in Florida). We also

oversaw the distribution to different store locations and provided sales manuals for in-store setup.

The Results
During the 4 weeks of Super Bowl activity, Kraft received a

75% market increase of the highlighted Brands as a result of

this promotion. Based on its success, Kraft picked up the

creative to run in its U.S. market.
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Rockport/Reebok
Sole to Soul Promotion

The Objective
ROCKPORT Canada approached LunchBOX with an unique challenge.  As well as asking us to build on the success of

the last national promotion that we developed for them, they wanted us to help rebrand their corporate image. Their

goal was to break away from the perception that Rockports are comfortable ‘Granny’ shoes.  The campaign was to be

directed at the thirty-something, fashion-conscientious buyer and was to promote lifestyle as well as the product.

This program was to set the tone for the arrival of Rockport fashions stores (a là Tommy Hilfiger/Ralph Lauren).

The Solution
Using both U.S. photography pick-ups as well as our own creatives, LunchBOX developed a comprehensive retail

promotion titled, ‘ROCKPORT – sole to soul.’  The campaign utilized posters, supporting POP material and an

‘Instant Scratch and Win’ component to promote and build image awareness as well as to boost sales.

The program was fully bilingual and adhered to specific provincial statutes regulating contests and promotions.

An incentive program for retailers based on ROCKPORT sales during the promotional period was also implemented

keeping front-line enthusiasm at its peak.

The Results
During the promotional period, ROCKPORT sales

increased by over 38% with the greatest sales

increase coming from the targeted demographic

(based on information obtained from the ‘Instant

Scratch and Win’ ballots).


