
2. Business Operations     2.1 Marketing function

   

 Page 1 of 27 

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
MARKETING 
 
COMMUNICATION POLICY 
 
2.1.28 Define/Explain the meaning of a marketing communication policy. 

 It is also referred to as “promotion” part of the business 

 Promotion consist of three stages 

- Create awareness among customers of goods and services that are available.  
- Inform customers about the benefits of buying the goods and services. 

- Persuade the customer to buy the goods and services 
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2.1.29 Outline/Mention/Explain/Discuss/Describe the following  
           components of the marketing communication policy: 

o Sales promotion 
o Advertising 
o Publicity and 

o Personal selling 
 

Sales promotion           
     -Many companies combine different  tools and elements of promotion to achieve the  
      most effective sales promotion. 

     -Sales promotion can include the following:  
      Customer loyalty cards 
      Allow customers to get money back on the points they have earned with their  

      purchases. 
      Joint promotion  
      Large companies do joint promotions to encourage customers to purchase their brands. 

      This provides benefits to both companies wile reducing the costs of the promotion. 
      Point of sale 
      Some items are placed carefully in strategic places to encourage customers to buy 

      them.eg Chocolates are often placed at the checkout till. 
     
Advertising 

-    Adver tising is the most popular method for manufacturers to get their message to the  
    target market  and consumers. 
- Advertising paid for√ by the business.√ 

- The business has control√ over the messages.√ 

- Advertising is only positive.√ 

- Low level of credibility√ because advertising is done by the business.√ 

- Because advertising is not presented as news√ – consumers are likely to ignore it.√ 

 
Publicity 

- Refers to on-going exposure that the business gets. 

- The public relations function together with marketing is responsible for publicity.  
- Publicity and public relations build relations between customers and the business. 

There are different ways in which a business can do this: 

- By maintaining a good corporate image. 
- Service, friendliness and efficiency build client loyalty. 
- Run competitions, which provide exposure to the company’s products and the  

  company 
- Endorsements by famous people draw attention to a company’s brand and 
  products. 

- sponsorship to sporting events or community events.. 
 

- Publicity is free of charge√ to the business.√ 

- The business has no control√ over the message.√ 

- Publicity can be positive or negative.√ 

- High level of credibility√ done by a third party.√ 

- Presented as news√ – consumers likely to pay attention.√ 
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     Personal selling 
- This is the most successful method of selling. 

- Special attention is given to the customer’sn eeds and requirement. 
- Effective way to build relationships between the sale person and the customer. 
- Good way to maintain relationships. 

- After sales service and individual customer attention is very important when selling 
large expensive items. 

- Requires well-trained and knowledgeable people that understand the market and 

customers. 
- Often done through agents. 

 
ELITE TRACKSUITS 

Elite Tracksuits sells tracksuits in East London. They always place an advert in the local 
newspaper advertising their weekly specials. Recently they had a photograph in the newspaper of 
them sponsoring the local soccer team with tracksuits. 
 

4.6.1 Identify TWO components of the marketing communication/ promotion policy used by 
Elite Tracksuits. 

4.6.2. State any other ONE component of the marketing communication/ promotion policy 
that can be used by Elite Tracksuits. 

 

4.6.1 Advertising√√ 

 Publicity√√   
4.6.2 Personal selling√ and Sales promotion√  
 

2.1.30 Explain the purpose of sales promotion and give practical  
        examples. 

 
- Promote an increase√ in sales.√ 

- Stimulate consumers’ interest√ in a business’s products.√  
- Informing consumers√ about a product.√ 
- Persuade consumers√ to buy the product.√ 

- Remind the target market√ about the availability of the product.√ 

 
           Practical examples 

o Customer loyalty cards 
o Free gifts  
o Joint promotion  

o Point of sale 
o Special offers 
o Discounts 

 
SHOP ‘N GO ENTERPRISE 

 
Shop ‘n Go Enterprise offers customers’ rewards on the points they receive for purchases 
made. Tasty Burger offers a toy with any kids’ meal bought. Checkpoint strategically put 
chocolates on the isle next to the pay points. Ferrini offers a 3 for 2 special on their winter 
clothing range just before summer. 

 

5.2.1 Quote FOUR statements from the scenario above and link EACH ONE to a specific 

 type of sales promotion method. 
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                 Use the table below to answer this question. 

 

STATEMENT FROM THE SCENARIO TYPE OF SALES PROMOTION 

  

  

  

  

 

Answer 

STATEMENT FROM THE SCENARIO TYPE OF SALES PROMOTION 

(a) Pick n Go offers customer’s rewards on the points 
they receive for purchases made. √ 

Customer loyalty cards√√ 

(b) Mac Onalds offer a toy with any kids’ meal bought. √ Free gifts√√ 

(c) Checkpoint strategically put chocolates on the isle 
next to the checkout points. √ 

Point of sale√√ 

(d) Ferrini offers a 3 for 2 special on their winter clothing 
range just before summer.√ 

Special offers√√ 

 
2.1.31 Explain the purpose of advertising and give examples of 
           advertising medium. 
 

           Purpose of advertising 
- Persuades people to buy certain products. 
- It brings goods to the attention of consumers 

- To get a message to the target market and consumers. 
- Promote an increase√ in sales.√ 
- Stimulate consumers’ interest√ in a business’s products.√  

- Informing consumers√ about a product.√ 
- Remind the target market√ about the availability of the product.√ 

 

 

           Methods of advertising 
- Print media√ daily newspaper / magazine 
- Electronic media /television/ social media / radio 

- Outdoor advertising√ /billboards 
- Mobile advertising√ 
- Broadcasting advertising√ 

- Exhibit advertising√ 
- Sponsorship advertising√ 
- Online advertising√ 

 
 
 

 
 
 

 
 
 
 

 
 



2. Business Operations     2.1 Marketing function

   

 Page 5 of 27 

 

2.1.32 Elaborate on the meaning of publicity. 
 

- A form of communication that is free of charge√ to the business.√ 

- No control√ over the message.√ 
- Can be positive or negative.√ 
- High level of credibility√-done by a third party.√ 

- Presented as news√ – consumers likely to pay attention.√ 
 

 
 It is information about a business published by an independent third party√ such as a 

newspapers or television station.√ 

 Ensures that the public know about the business,√ its social programmes, community 
involvement and fair labour practices etc√ 

 Publicity can be positive or negative√ as it is not paid for by the business√ 

 Good publicity is often successful√ because reports in the media about products and services 
have a higher degree of credibility√ than advertisements by businesses√  

 Publicity can be negative if reports appear in a newspaper or on television√ of a company 
dumping waste in rivers√ 

 Internal publicity is the display of goods, √ the appearance of the shop (neat) √ and its employees 
(well-dressed) √ as well as the staff’s behaviour towards customers. √ 

 Businesses build customer relations by maintaining good corporate image,√service, friendliness 
and efficiency build client loyalty.√ 

 Many companies create brand exposure√ for the company by running competitions which 
provide exposure to the company’s products. √ 

 Endorsements by famous people draw attention√ to a company’s brand and products.√ 

 Sports and movie stars are often seen wearing certain brands of clothing√ which create public 
awareness for the brand.√ 

 Some companies hand out gifts and samples with company branding on them,√ e.g. at 
conferences where delegates receive goodie bags.√ 

 Some companies offer sponsorship to sporting events√ or community events.√ 

  

2.1.33 Explain the role of the public relations in publicity. 
 

 Public relations aims to present a favourable image of the business√ and its products or 
service.√ 

 Many businesses outsource the PR function to an outside agency√ to take advantage of 
their specialised knowledge.√ 

 The PR department builds good relationships√ with representatives of the media and 
press.√ 

 They keep the media informed of news about product launches and opening of new 

factories or shops√ for the attention of the public. 

 The PR function supports marketing efforts√ to establish and build a brand identity.√  
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2.1.34 Give examples of publicity e.g. press release to the media. 
 

           Examples of publicity 
o Exposure to the business products 
o Endorsements by famous people  

o Gifts and samples 
o Sponsorship of sporting / community events 

 
2.1.35 Explain the meaning of personal selling 
 
- It is a personal presentation by the firm’s salesperson to prospective buyers for the 

purpose of making sales and building customer relationships. 

- It is paid personal communication that attempts to inform customers and persuade them 
to purchase products and services. 

 

        Examples of personal selling  
o Handing out free samples 
o Handing out sales coupons 

o Demonstrating products to consumers in store 
o Launching a competition 
o Sponsoring a sport event or sport team 

 

2.1.36 Justify the effectiveness of personal selling in promoting a  
           business product. 

 

    Effectiveness of personal selling 

 Personal selling can be made telephonically√ but are usually face to face √and offer the 

most flexible means of delivering a promotional message.√  

 Done by experienced sales people √who develop charisma and become skilled √in 

getting people to pay attention to them.√ 

 It is the most successful method√ of selling a product.√ 

 It is very effective especially in the case of expensive industrial goods√ such as 

machinery and shopping goods e.g stoves, fridges , cell phones etc√  

 Involves a very personal touch with specific attention giving to customer’s needs and 

requirements. √ 

 Most effective way to build relationships√ between the sales person and the customer. √  

 It is also a very good way of maintaining good relationships√ and ensuring ongoing 
business and sales. √ 
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LONG QUESTION 
 

BEST PAINTS MANUFACTURERS (BPM) 

Best Paints Manufacturers specialise in the manufacturing of high-quality paints for their 
customers. BPM realise that good packaging and pricing techniques can attract new 
customers and increase their market share. The management of BPM always does 

research on different categories of consumer goods in order to satisfy the needs of their 
clients. 

 
As an expert of marketing policy instruments, write an essay on the following aspects:  
 

 Explain any TWO categories of consumer goods. 

 Explain the purpose of packaging. 

 Discuss any THREE forms of packaging. 

 Advise BPM on how customers can be attracted using the following pricing 

strategies: 
o Penetration pricing 

o Price skimming 
o Discount pricing 
o Competitive pricing 

 

     Introduction 
- Packaging refers to the container or wrapping that holds a product or group of products.  
- Packaging of a product can influence a customer to buy or not to buy the product. √  

- Consumer goods in businesses are categorised for marketing purposes. √ 
 

    Conclusion 

- Packaging must be eye-catching and attract the immediate attention of the consumer. √√ 
- A trademark can only be protected if it is registered according to the requirements of the 

Trade Marks Act. √√ 

- Business need to offer their products at affordable prices to attract more customers. √√ 
 

 
BOUNCE (PTY) LTD 

Bounce (Pty) Ltd manufactures different kinds of sports balls. They are designing a new ball, that 
would be able to be inflated or deflated to the different sizes so it can be used for different sports. 

 
Refer to the scenario above and write an essay in which you include the following aspects:  

 

 Outline the components of the product policy that would be used by Bounce (Pty) 

Ltd. 

 Explain the steps that Bounce (Pty) Ltd would follow in the design of this ball. 

 Discuss the requirements of good packaging for their final product. 

 Describe the importance of the trademark to Bounce (Pty) Ltd. 
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