
UNIVERSJTI TEKNOLOGI MARA 
CAWANGAN KELANTAN 

"THE EFFECTIVENESS OF 

PROMOTIONAL STRATEGY: 

A CASE STUDY OF TM NET SDN. BHD. 

KOTA BHARU" 

NOR IZZATI A. MALEK @ ABDUL MALEK 

2002315239 

BACHELOR OF BUSINESS ADMINISTRATION (HONS) MARKETING 

FACULTY OF BUSINESS MANAGEMENT 

MARA UNIVERSITY OF TECHNOLOGY 

O C T O B E R 2 0 0 5 



LETTER OF SUBMISSION 

NOR IZZATI A. MALEK @ ABDUL MALEK 

Bachelor of Business Administration (Hons) Marketing 

MARA University of Technology (Machang Campus) 

18500, Machang 

Kelantan. 

The Head of Programme 

Bachelor of Business Administration (Hons) Marketing 

MARA University of Technology (Machang Campus) 

18500, Machang 

Kelantan. 

Octotjer 20, 2005 

Dear Sir< 

SUBMISSION OF PROJECT PAPER (MKT660) 

Attached is the research report on "The Effectiveness of Promotional Strategy: A Case 

Study of TM Net Sdn, Bhd, Kola Bharu." to fulfil! the requirement as needed by the 

Faculty of Business Management, MARA University of Technology. 

Your kindness to accept this project paper is very much appreciated and hopefully that 

you will find it to your satisfaction. 

Thank you. 

Yours sincerely, 
\ 

a^m. 
NOR IZZATI A. MALEK @ ABDUL MALEK 

2002315239 

Bachelor of Business Administration (Hons) Marketing 



Per|)us(;it;33nrcrig(tiiAriis 
Uriiversilt "ffknolofji MARA 

KELANTAN 

dcItnoti7l«Hg«ni0nt 

"In the name tffAJCCSIH, the most gradoui anH merc{fid'' 

Praise and gloi7 bo to Allah the almighty for the gift, which has granted me the 

strength and delerminalion to complete this project paper. Truly, Allah is my 

con.stanl guidance, and I strongly believe thai God helps those who help 

themselves. 

I would like to express my deepest hear!felt appreciation and gratefulness to my 

advi.sor, FVof. Madya Dr. llj Mohd Shukri Hj Omar for his guidance and 

motivation through our discussion, his comments and instructive criticisms 

during the completion of this research. 

My appreciation also goes to my supervisor, Fn Yusnifa Yusof (Marketing 

Officer TM Net, Kola Bharu) for the help and encouragement during the 

complection of my practical training. 

At the same time, a special thank you is given to all my friends, for helping me 

in conducting the research, Also, thank you to the Manager of TM Net, En. 

Kudie Ya'akub for giving me the opportunity in doing my practical training 

there as well as for the great support shown to me throughout the information 

given due to this project paper. To all the staff at TM Net, thank you for their 

help and cooperation. 

ui 



P«rpustal(aanrenc/kuAn/s 

KeUNTAN 

TABLE O F CONTENT 

LETTER OF SUBMLSSION 

DECLARATION OE" ORIGINAL WORK 

ACKNOWLEDGEMENT 

TABLE OE CONTENT 

LIST OF TABLE 

LIST OE FIGURE 

LIST OF CALCULATION 

ABSTRACT 

Pages 

I 

ii-iv 

v-vii 

viii 

!x 

X 

xi 

CHAPTER 1: IN IRODUCTION 

1.0 Introduclion 

1.1 Background of llie Sludy 

1.2 Problem Staienieni 

1.3 Objectives of tlie Study 

1.4 Research Questions 

1.5 The Research Slructure 

1.6 Scope of the Sludy 

1.7 Llniitalions of Study 

1.8 Significance of Study 

I 

1 

2 

2-3 

3-4 

5-6 

7 

7-8 

8-9 

CHAPTER 2: LITERATURE REVIEW 

2.0 Literature Review 

2.1 Definilion of Promotion 

2.3 Sales Promotion 

2.4 Exltibiiion 

2.5 Personal Selling 

2.6 Advertising 

2.7 Effectiveness of the Promotion 

lO 

lo-u 

11-12 

12-13 

13-14. 

14-15 

16 



ABSTRACT 

Perpustakaan Tengku Anis 
Universiti Teknofogi MARA 

KELANTAN 

The purpose of this study is to identiiy the effectiveness of promotional strategy 

engaged by TM Net Sdn. Bhd. Kota Bharu. This study is conducted in order to 

measure whether the promotional strategies done by the company is effective or 

not. The study also allows us to determine which promotional tool is the most 

effective and the less effective based on the company's sales achievement. 

The study mostly uses secondary data as it is one of the important sources in 

complete the research. The data come from the company's annual sales reports 

and other reliable literature. In analyzing the data, percentage calculation, gap 

scale and ranking examination were employed. 

The study discovered and identified that the effective promotional strategies 

engaged by the company are personal selling and exhibition meanwhile, the sales 

promotion is ineffective. The study also measured thai the personal selling 

campaign is on the first rank of level of effectiveness, followed by exhibition as 

the second rank and the last rank is sales promotion campaign. 

XI 


