
PORT MORESBY GRAMMAR            COMMECE DEPARTMENT                GRADE 10   
Page 1 of 3 

 

LESSON 13 
 

 

 

 

 

 

Introduction:    

This lesson is based on the notes on “What is Promotion?” 

Instructions 

1. In your Exercise Book, copy the Header and the learning outcome. Make sure that 

your Handwriting is neat and legible. Go through your lesson notes and attempt the 

Practice Exercise in you exercise book.(We will be checking your Exercise Book when 

you return to School) 

 

 

 

 

 

Please read your Lesson notes (resource) and complete the Practice Exercise 13 below 

What is Promotion?  
 

Promotion is the process of persuading and motivating potential customers to buy the 
product. The purpose of promotion is to gain new customers and to retain existing ones.  
It involves advertising, personal selling, publicity and sales promotion.  
 
Different Strategies of Promotion    
Take note that in our definition above, it is already mentioned that promotion involves; 
advertising, personal selling, publicity and sales promotion. 
Advertising involves non-personal promotions that are mostly paid advertisement, often 
using mass media outlets to deliver the company’s message 
 
Sales Promotion involves the use of special short-term techniques, often in the form of 
incentives, to encourage customers to respond or undertake some activity, in order to 
boost sales.  
Methods of Sales Promotion 
- Money off coupons: Customers receive coupons or cut coupons out of newspapers 
or a product packaging that enables them to buy the product next time at a reduced 
price.  
-  Competitions: Buying the product will allow a customer to take part in a chance to 
win a price.   
-  Discount vouchers: It is similar to money.   

 

Subject: Grade 10 Commerce 

Term 1 

Week 8 Lesson Number: 13 

Date: ___/____/2021 

Topic: Advertising & Promotion 

Sub Topic: Promotion 

Learning outcomes: At the end of this lesson, you should be able to: 

1. define promotion & state the benefits 

2. identify the types of promotion 

3. identify the impact of promotion 
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-  Free gifts: A free product is given when you buy a certain quantity of a product.  
-  Point of sale materials: It is ways of presenting the product in its best way or show 
the customer that the product is there e.g. posters, display stands.  
-  Loyalty cards: This is where customers earn points for buying certain goods or 
shopping at certain retailers. That can later be exchanged for money, goods or other 
offers. E.g. Real Reward Cards from „Stop n Shop‟.   
-  Sponsorship:  If a business sponsors a team or an event, it agrees to pay the 
expenses for the period of time. In return, it gets a chance to advertise its products 
during the competition  
- Price reduction: For example, “10% off for “mother’s day”. 
 
Public Relations are also referred to as publicity. This type of promotion uses third party 
sources, particularly the news media to offer a favourable mention of the company or 
product without direct payment to the publisher of the information.   
Personal Selling - as the name implies, this form of promotion involves personal contact 
between company representatives and those who have a role in the purchase decision. 
This often occurs face to face or via telephone, though newer technologies allow this to 
occur online via video conferencing or text chat.   
The two major types of promotion commonly used by businesses are advertising and 
sales promotion. 
 
Benefits of Promotion  
• Attract Customers:  •Generate future revenue •Quick turn over of inventory •Up sell 
and word of mouth 
 
Impacts of Promotion  
When we say, “impact of promotion‟, it refers to how promotion affects the lives of 
customers.  In business, the impacts of promotion would be clearly seen positively in the 
following ways;  
 
•There is an increase in the sales of goods and services being promoted  
• The targeted customers would be captured and maintained over time 
• There will be high profits for businesses  
• The use of that particular product will contribute in one way or another to improve living 
standard of the user or consumer 
• Customers are informed and that adds to their knowledge resulting in personal 
development 
 
Impacts of promotions can also be seen negatively in some ways such as:   
• Promotions on latest clothing fashions can be offensive to those who value old 
traditions and beliefs of dressing.  
• Language used in promotions can be adapted by young people and be used 
inappropriately, where other people may not accept.  
 

 

Now attempt Practice Exercise 13 

Copy the questions onto your exercise books and write your answers. 
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Practice Exercise 13 

1. What is promotion and state its purpose?  

2. List the different strategies of promotion. 

3. What are the different methods used in sales or promotion. 

 


