
IMPACT OF PROMOTIONAL ACTIVITIES ON CONSUMER

3 Executive summary From the research it is found that different promotional activities have different effect on the
consumer buying behaviour but it is tough for .

The specific objectives of the study are listed below: - To compare the promotional strategies of NTC and
Ncell. The purpose of this research study is to determine the impact of promotional activities on the company
sales. It provides good support in selling the different types of goods. Promotion strategies will be executed by
using the tactical elements of the Marketing Communications, or Promotions Mix. The introduction stage aims
at informing the general public about the existence of the product i. It can be achieved only by appropriate
methods of large scale selling. No differentiation is made between the type of traffic or application carried by
these services. First store will be opened in Christ Church which will include a panel of skincare experts who
will advise customers who visit the store on beauty care and also suggest products according to their
requirements. Among them very few are related to promotional activities of the telecommunication industries.
The channels to be used are; advertising, direct marketing, public relations and publicity, personal selling,
sponsorship and sales promotion. Below the line promotions are becoming increasingly important within the
communications mix of many companies, not only those involved in FMCG products, but also for industrial
goods. Growth stage is meant to persuade the target audience to increase buying. The idea remains to optimize
the return on marketing budget spent by focusing one's energy on winning smaller yet more crucial BTL
battles than ATL wars with well-funded competition. It is efficient and cost-effective for targeting a limited
and specific group. Below the line advertising typically focuses on direct means of communication often using
highly targeted lists of names to maximize response rates. Extensive and public interactive determine the
reaction of consumers to a class on trial of the product and how well retailers see the product. And at the end
of the study, Bibliography and Appendices are incorporated. Sociologists draw on a variety of both qualitative
and quantitative research methods; including experiments, survey research, participant observation, and
secondary data Research methodology refers to the various sequential steps to be adopted by a researcher in
studying a problem with certain objective in view. The procedures by which researchers go about their work
of describing, explaining, and predicting phenomena are called research methodology. The author examines
the marketing strategies of Nike with the help marketing models such as Ansoff Matrix and Boston Consulting
Group Matrix. In this respect, the work of Kotler and Armstrong , Wells, Burnett, William James, Myers and
Aaker, and Arens are used as the guiding foundation for learning about the effectiveness of promotional
activities and sales as the key thematic construct to be considered for this research. Several factors determine
the promotional mix to be chosen by a firm, namely: the nature of product, stages of the product life style, the
type buying decision, the push and pull strategy among others Lamb et al,  It is a way to systematic solve the
research problem.


