
THE EFFECTIVENESS OF PROMOTIONAL MIX
TO CREATE CUSTOMER AWARENESS

TOWARDS THE EXISITNG OF BUSINESS SALES
TM MELAKA IN 2007

MOHD SYAMSUL BIN MOHD SUTAN
2005506973

BACHELOR OF BUSINESS ADMINISTRATION
(HONS) MARKETING

FACULTY OF BUSINESS MANAGEMENT
UNIVERSITI TEKNOLOGI MARA

MELAKA

APRIL 2008



ACKNOWLEDGEMENT

Alhamdullilah, all thanks and praises are due to Allah S.W.T. for making things

possible, for bestowing me the strength, spiritually and physically and the inspiration to

complete this project paper as a requirement to obtain a Bachelor of Business

Administration (Hons) Marketing.

First of all, I would like to place my sense of gratitude to my advisor, Assoc. Prof.

Hajjah Zaiton Binti Mahmud, Lecturer of Marketing, Universiti Teknologi MARA

Melaka City Campus who has from the very beginning given her guidance and

encouragement in preparing and completing the project paper. Not forgetting my second

examiner, Mr. Sharifuddin Bin Ismail for giving me support and precious advice. I also

would like to dedicate my special thanks to Assoc. Prof. Dr. Hj . Arshad Hashim for his

valuable advice, assistance and support.

My appreciation also goes to all the staffs of Business Sales TM Melaka especially

Madam Sapiah Ahmad, the Head of Business Sales TM Melaka, my practical training

supervisor, Ms. Zuraiha Semail, Asst. Marketing Executive of Business Sales TM

Melaka, who had given me access, co-operation and invaluable insights in relation to the

relevant information gathered for the study and also for the practical training stint with

the company. Not forgetting all the staffs of Business Sales TM Melaka for sharing their

knowledge and experiences with me throughout the practical training.

IV



I also would like to dedicate my deepest gratitude to my beloved parents, Hj. Mohd

Sutan Bin Mohd Tambi and Hajjah Salmah Binti Hj Adnan, and to my sister Shazana for

give me a lot of encouragement and support in completing my project paper.

I also wish to thank my friends and colleagues who were always there when I needed

them the most, especially Afeira Helena Binti Zainudin. I really treasure your honest

opinions and encouragement that have put me through good and bad times. Besides that,

my best regards and thanks to everyone who participated directly or indirectly in

completing this project paper.

Thank you.

v

JPRIU
Highlight



TABLE OF CONTENT

CONTENT

DECLRAn ON OF ORIGINAL WORK
LETTER OF SUBMISSION
ACKNOWLEDGEMENT
LIST OF TABLES
LIST OF FIGURES
ABSTRACT

CHAPTER 1: INTRODUCTION

PAGE

ii
III

IV

Vlll

IX

X

1.1
1.2
1.3
1.4
1.5
1.6
1.7
1.8

- 1.9
1.10
1.11

Background of the Company
Background of the Study
Problem Statement
Research Objectives
Research Questions
Theoretical Framework
Hypotheses
Scope of the Study
Significance of the Study
Limitations of the Study
Definition of Terms

2
6
9
11
12
12
14
15
15
17
18

CHAPTER 2: LITERATURE REVIEW

2.0 Definition
2.1 Promotional Mix
2.2 Advertising
2.3 Sales Promotion
2.4 Publicity
2.5 Direct Selling
2.6 Customer Awareness

CHAPTER 3: RESEARCH METHODOLOGY

3.0 Introduction
3.1 Research Design
3.2 Population
3.3 Sampling

3.3.1 Sampling Frame
3.3.2 Sampling Technique
3.3.3 Sampling Size

VI

21
21
23
24
26
27
28

30
30
31
31
31
32
32



':

ABSTRACT

Business Sales Department or BS is the Subsidiaries Company of Telekom Malaysia

Berhad. This department was focusing more on corporate or company sector which

includes the business sector, industry sector, financial sector, legal sector and others

government sectors. There are many telecommunication companies in the country. They

make the greatest effort to attract customers. It also creates competition among them

while operating in an increasingly complex business environment. Telekom Malaysia

Berhad have done promotional mix such as advertising, publicity, sales promotion and

direct selling in order to promote and sell their products to their existing customers and

also to new or prospect customers.

The main purpose of this study is to determine the level of customers' awareness

towards the promotional mix done by TM, identify significant relationship between

promotional mix and customer awareness, identify the most effective promotional mix

in create customer awareness and also to provide recommendations in improving

promotional mix in creating customer awareness.. This research is conducted by using

non-probability sampling and the sampling method is convenience sampling. The

sampling size would be 80 respondents, taken conveniently at Telekom Business Sales,

Melaka customers. From the finding the most effective promotional mix in create

customer awareness is advertising. Based on the fmding, some recommendations have

been suggested in order to help increase customers awareness.
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