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Introductory Message 

For the facilitator: 

Welcome to the Entrepreneurship 11/12 Self-Learning Module (SLM) on Marketing 

Mix – Place and Promotion! 

This module was collaboratively designed, developed and reviewed by educators 

both from public and private institutions to assist you, the teacher or facilitator in 

helping the learners meet the standards set by the K to 12 Curriculum while 

overcoming their personal, social, and economic constraints in schooling.  

This learning resource hopes to engage the learners into guided and independent 

learning activities at their own pace and time. Furthermore, this also aims to help 

learners acquire the needed 21st century skills while taking into consideration 

their needs and circumstances. 

In addition to the material in the main text, you will also see this box in the body of 

the module: 

 

 

 

 

 

 

As a facilitator you are expected to orient the learners on how to use this module. 

You also need to keep track of the learners' progress while allowing them to 

manage their own learning. Furthermore, you are expected to encourage and assist 

the learners as they do the tasks included in the module.    

 

 

 

 

 

 

 

 

 

 

 

Notes to the Teacher 

This contains helpful tips or strategies 

that will help you in guiding the learners. 
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For the learner: 

Welcome to the Entrepreneurship 11/12 Self-Learning Module (SLM) on Marketing 

Mix – Place and Promotion! 

The hand is one of the most symbolized part of the human body. It is often used to 

depict skill, action and purpose. Through our hands we may learn, create and 

accomplish. Hence, the hand in this learning resource signifies that you as a 

learner is capable and empowered to successfully achieve the relevant 

competencies and skills at your own pace and time. Your academic success lies in 

your own hands! 

This module was designed to provide you with fun and meaningful opportunities 

for guided and independent learning at your own pace and time. You will be 

enabled to process the contents of the learning resource while being an active 

learner. 

This module has the following parts and corresponding icons: 

 
What I Need to Know  

 

This will give you an idea of the skills or 

competencies you are expected to learn in 

the module.  

 
What I Know  

 

This part includes an activity that aims to 

check what you already know about the 

lesson to take. If you get all the answers 

correct (100%), you may decide to skip this 

module.  

 
What’s In 

 

This is a brief drill or review to help you link 

the current lesson with the previous one. 

 
What’s New 

 

In this portion, the new lesson will be 

introduced to you in various ways such as a 

story, a song, a poem, a problem opener, an 

activity or a situation. 

 
What is It 

 

This section provides a brief discussion of 

the lesson. This aims to help you discover 

and understand new concepts and skills. 

 
What’s More 

 

This comprises activities for independent 

practice to solidify your understanding and 

skills of the topic. You may check the 

answers to the exercises using the Answer 

Key at the end of the module. 

 
What I Have Learned 

 

This includes questions or blank 

sentence/paragraph to be filled in to process 

what you learned from the lesson. 

 
What I Can Do 

 

This section provides an activity which will 

help you transfer your new knowledge or 
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skill into real life situations or concerns. 

 
Assessment 

 

This is a task which aims to evaluate your 

level of mastery in achieving the learning 

competency.  

 
Additional Activities 

 

In this portion, another activity will be given 

to you to enrich your knowledge or skill of 

the lesson learned. This also tends retention 

of learned concepts. 

 
Answer Key 

 

This contains answers to all activities in the 

module. 

 

At the end of this module you will also find: 

 

The following are some reminders in using this module: 

1. Use the module with care. Do not put unnecessary mark/s on any part of 

the module. Use a separate sheet of paper in answering the exercises. 

2. Don’t forget to answer What I Know before moving on to the other activities 

included in the module. 

3. Read the instruction carefully before doing each task. 

4. Observe honesty and integrity in doing the tasks and checking your 

answers.  

5. Finish the task at hand before proceeding to the next. 

6. Return this module to your teacher/facilitator once you are through with it. 

If you encounter any difficulty in answering the tasks in this module, do not 

hesitate to consult your teacher or facilitator. Always bear in mind that you are 

not alone. 

We hope that through this material, you will experience meaningful learning 

and gain deep understanding of the relevant competencies. You can do it! 

 

 

References This is a list of all sources used in 

developing this module. 
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What I Need to Know 

What is the most crucial part in your life in which you need to decide? Maybe in 

choosing your tract before you enroll in senior high or the school where to enroll? 

Just like in business, one of the most important decisions the business operator 

has to make is choosing the right location for his business. The location decision 

must be made before actual operations begin. The wrong location will make it very 

difficult for the small business operator to achieve his business objectives. 

What is a place? A place is the process of moving products from the producer to 

the intended user. Once you had already determine the right location, now you are 

ready to promote your product. 

What is promotion? A promotion refers to communicating information between the 

company and potential buyers to influence buying attitudes and behavior. 

Promotion is a key element in putting across the benefits of your product or service 

to the customers. Well-designed marketing and promotional strategies ensure long-

term success, bring in more customers and ensure profitability for businesses. 

In this module, you will be able to recognize the importance of marketing mix in 

the development of marketing strategy specifically for Place and Promotion 

(TLE_ICTAN11/12EM-Ia-1).  

The module is divided into two lessons, namely: 

 Lesson 1 – Place 

 Lesson 2 – Promotion 

After going through this module, you are expected to: 

1. describe the Marketing Mix particularly Place and Promotion in relation to 

the business opportunity. 

2. give the importance of Marketing Mix specifically Place and Promotion. 

3. draw/layout the best place of the proposed business. 

4. design an appropriate material to be used in promoting the 

product/service.  
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What I Know 

For a fresh start of your journey in this module may I know what you have 

learned about Place and Promotion? 

Forget me not! 

Directions: Read the sentences/statements carefully. Choose the letter of the 

correct answer and encircle the correct letter of your choice. 

 

1. This refers to the physical look of a location, sanitary conditions, crime and 

safety levels. The reputation of a location is also important. 

a. exact fit to target customers 

b. image and location conditions 

c. fiscal and regulatory requirements 

d. clustering of competitor establishments. 

 

2. This will answer if the location traffic generally composed of your target 

customers. 

a. exact fit to target customers 

b. image and location conditions 

c. fiscal and regulatory requirements 

d. clustering of competitor establishments. 

 

3. This oftentimes results in drawing bigger market to the location. 

a. exact fit to target customers 

b. image and location conditions 

c. fiscal and regulatory requirements 

d. clustering of competitor establishments. 

 

4. An entrepreneur would want to set up shop in a town or city within low tax 

rates, good governance, excellent infrastructures, and great public services. 

a. exact fit to target customers 

b. image and location conditions 

c. fiscal and regulatory requirements 

d. clustering of competitor establishments. 

 

5. In selecting the region, which of the following criteria is considered? 

a. Competition 

b. labor supply 

c. transportation 

d. average annual income of families 
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6. In selecting the city or town, which of the following criteria is considered 

EXCEPT? 

a. population 

b. public services 

c. police and fire protection 

d. reputation of the location 

 

7. In selecting the province, which of the following criteria is considered? 

a. competition 

b. population growth 

c. local laws and regulations 

d. proximity to supply of raw materials 

 

8. This consists of any form of paid, nonperson presentation of ideas, goods, or 

services by an identified sponsor. 

a. promotion 

b. advertising 

c. primary advertising 

d. indirect advertising 

 

9. Aimed at informing and stimulating market demand for an advertised 

product brand or service. 

a. primary advertising 

b. product advertising 

c. indirect advertising 

d. secondary advertising 

 

10.  This involves companies on different levels of distribution like 

manufacturers and retailers. 

a. direct advertising 

b. indirect advertising 

c. vertical cooperative advertising 

d. horizontal cooperative advertising 

 

11.  Political campaign of a candidate for national election is an example of. 

a. advertisements by individuals 

b. advertisement by governmental units 

c. advertisements by service businesses 

d. advertisements by organizations or institutions 

 

12.  Colgate Toothpaste with calcium where advertiser is Colgate Palmolive, 

Philippines, Inc. is an example of? 

a. advertisements by individuals 

b. advertisement by manufacturer 

c. advertisements by service businesses 

d. advertisements by organizations or institutions 
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13.  This are advertisements in newspapers, magazines, journals. Payment is 

based on per column centimeter. 

a. print media 

b. broadcast media 

c. movie advertising   

d. transit advertising 

 

14.  These are advertisements in television and radio. Payment is based on time 

measured per 30 seconds. 

a. print media 

b. broadcast media 

c. transit advertising 

d. price movie advertising   

 

15.  Billboard/neon advertisements on public utility vehicles. 

a. print media 

b. broadcast media 

c. movie advertising   

d. transit advertising 
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Lesson 

1 
Marketing Mix: Place 

Great Day students! In our previous lesson we discussed the different 

concepts about product and price. You have possibly known the different ideas of 

products and the different ways how to compute prices. 

Today we will discuss the 3rd element of the Marketing Mix-the Place. 

In this lesson, we will discuss the different factors in finding the right 

location, and the benefits of choosing the right location.  

 

 

What’s In 

 

          You learned from your previous lesson about product and price. Now you 

had already known how to describe and compute the price of your product. 

However, it is also necessary to recognize the importance of marketing mix in the 

development of your marketing strategy particularly place and promotion. Let’s 

review some important points in your previous topic. 

 

Directions: Read the sentences/statements carefully. Encircle the letter of the 

correct answer. 

1. It refers to the cost being charged for the product/services offered for sale. 

a. price            

b. service  

c. market   

d. product    

 

2. Refers to tangible and discernible items that you can physically touch, has 

packaging and usually a shelf life which an organization produces. 

a. price            

b. service  

c. market   

d. product 
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3. Is the production of an essentially intangible benefit, either in its own right 

or as a significant element of a tangible product, which through some form 

of exchange, satisfies an identified need? 

a. price            

b. service  

c. market   

d. product 

 

4. This can be described as the difference between the selling price and the 

cost. 

a. mark-up 

b. cost-plus pricing           

c. price maintenance   

d. less-than-cost pricing  

 

5. This refers to the practice of setting price even below peso amounts.  

a. Price Lining Pricing  

b. Loss-Leading Pricing 

c. Odd-Numbered Pricing           

d. Price-Quality Relationship Pricing                             

 

  

 

Notes to the Teacher  

Teacher facilitates an activity that enables learners to use 

previously taught lesson. 
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What’s New 

Good job! You have finally gauge your knowledge about product and price. If 

you got almost perfect, it just shows how you can feel comfortable as we continue 

in this module. However, if there are unfamiliar concepts it’s alright and learn more 

in this module. 

 

Activity 1:  SHARE IT! 

 

In this activity you are expected to contextualize the concept of selling and 

promoting products in a certain location. 

Directions: Honestly share your experiences regarding the questions being asked 

below. 

 

1. Had you gone in the public market? Had you seen people selling 

products/services there?  What had you observed? 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

What about in the malls? In oval plaza during Kalilangan Festival? Or maybe your 

School Canteen? 

_________________________________________________________________________________ 

_________________________________________________________________________________ 

_________________________________________________________________________________ 

_________________________________________________________________________________ 

 

2. If given a chance to operate your own business, what product will you choose 

and where will you sell? How will you promote it? 

_________________________________________________________________________________ 

_________________________________________________________________________________ 

_________________________________________________________________________________ 

_________________________________________________________________________________ 

_________________________________________________________________________________ 
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Let’s reflect! 

 
What can you say about our activity? Did it give you an idea how to identify where 

to sell your products/services and how will you promote it? What are your 

learnings with regards to the activity done?  

 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

  



 

9 
 

 

 

What is It 

 

            Products are not only sold in shops – they may also be sold door-to-door, 
online, or in trade fairs or markets. Let’s discuss now! 

 

PLACE/LOCATION  

In the marketing mix, the process of moving products from the producer to 

the intended user is called place. In other words, it is how your product is bought 

and where it is bought. This movement could be through a combination of 

intermediaries such as distributors, wholesalers and retailers. 

 

What is the right location? 

 

          The right location refers to that one which will bring the highest possible 

benefits to the firm. The wrong location is one which will bring the most 

disadvantages to the small business. 

 

          Although finding a good location proves to be challenging, even more 

challenging is maximizing the potentials of that location. 

 

Initial Location Screening 

 

In finding a good location, one needs to consider the following: 

 

1. The number of customers residing or working in the area, and the number of 

customers who frequently pass through the area. 
 

2. The density or number of customers per unit area. 
 

3. The access routes to alternative locations and their traffic count in those routes. 

 
4. The buying habits of customers or where they buy, at what time and how 

frequent. 
 

5. Locational features such as parking spaces, foot access, creature comfort, and 
the like. 

 

In addition to the above factors, the final choice of location must be based on 

the following: 

 

1. Image and location conditions. 
This refers to the physical look of a location, sanitary conditions, crime and 

safety levels. The reputation of a location is also important. 
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2. Exact fit to target customers. 
This will answer if the location traffic generally composed of your target 

customers. 

 

3. Clustering of competitor establishments.  
This oftentimes results in drawing bigger market to the location. 

 

4. Future area development.  
A certain location might not have the most customers or the best economics 

in the short term, but it might become central business hub within the next five 

years. Watch out for signs of development like a construction boom or a new 

shopping mall nearby. 

 

5. Fiscal and regulatory requirements. 

An entrepreneur would want to set up shop in a town or city within low tax 
rates, good governance, excellent infrastructures, and great public services. 

Marketing is communicating the value of a product, service or brand to customers, 
for the purpose of promoting or selling that product, service or brand. 

 

General Criteria for Selecting a Business Location 

 

Different types of small business need to use different sets of criteria in 

determining the right business location. The criteria for locating the retail business 

will be different from that of the manufacturing firm and the service business. 

Some of the factors in the criteria set, however, are generally applicable to all types 

of small business. These refer to those which concern the region, the province and 

the city or town. 

 

                   Mode                          Criteria 

 

 

 

 

 

 

 

 

 

 

 

Selecting 

the 

Region 

 Population growth 

 Average annual income 

of families 

Selecting 

the 

Province 

 Proximity to markets 

 Proximity to supply of 

raw materials 

 Labor supply 

 Business climate 
Selecting 

the City 

or Town 

 Population trends 

 Local laws and 

regulations 

 Competition 

 Compatibility with the 

community 

 Transportation 

 Public services 

 Police and fire 

protection 

 Reputation of the 

location 
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Benefits of a very Good/Strategic Location 

 

1. Attract lots of customers 

Customers prefer to buy their needs in a very strategic location. Gaisano for 

example is quite nearer compared to Robinsons so most people living near that 
place prefer to buy in Gaisano rather than in Robinson due to proximity or 

distance, but of course there are other factors that they considered like the price or 
convenience. 

 

2. Helps improve sales 

Good location helps to remove barriers to sales. Once a customer is 
physically close to your store, you have a far better chance of persuading them to 

purchase from you. 

 
3. Attract new customers 

Good location attracts new customers, KCC or SM malls for example, it is 

located within the city, and the transportation is very accessible so plenty of new 

customers are coming every day. 

 

4. Maintain loyal customers 

Satisfied and happy customers are maintained if the location is very 
comfortable and convenient to stay. 

 
5. Get to know your customers better 

While good location are designed to attract new customers, good services, 

justifiable price are also a way to maintain and know your existing customers 

better. 
 

          Generally, a bad location decision may result to low sales and production. 
When the management or firm is far from its projected target market, it will be 

difficult to meet the market's demands. 
 

          Not only will this affect the sales but it will also affect the costs and expenses 

of the management for it needs more resources in meeting the market's demands. 
 

Thus, the profit may decrease or the firm may have a net loss. 
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What’s More 

 

 

Now, let’s check your understanding based on the discussion about the 

strategic/ good location and not very strategic/bad location. 

 

Answer the activity below. 

 

Activity 2: Choose where you belong? 

 

In this activity, the learners will be able to conceptualize the factors of 

selecting the good location and the flaws of having a bad location. 

 

Directions: Identify at least 3 businesses here in General Santos which is located 

in a very strategic/good location and at least 3 businesses located in not very 

strategic/bad location. Briefly describe why strategic or not. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 
 

Strategic/Good Location  Not Strategic/Bad Location 

   

   

   



 

13 
 

Lesson 

2 
Marketing Mix: Promotion 

 

Great day students! In our previous lesson we tackled the different concepts 

about product and price. You have possibly known the different ideas of products 

and the different ways how to compute prices. 

Today we will discuss the 4th element of the Marketing Mix-Promotion. 

In this lesson, we will discuss the different concepts of advertising, public 

relations and sales promotion. 

 

 

 

 

 

What’s New 

Good job! You have finally gauge your knowledge about product and price. If 

you got almost perfect, it just  shows how you  can feel comfortable as we  continue 

in this module. However, if there are unfamiliar concepts it’s alright and learn more 

in this module. 
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Activity 3: Picture Analysis 

 

Directions: Based on the pictures presented write your analysis on the space 

provided. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

 

Processing Questions  

Source: google.com 
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1. What is the picture all about? 

_____________________________________________________________________

_____________________________________________________________________
_____________________________________________________________________ 

_____________________________________________________________________ 
 

2. What message does the picture want to convey? 

_____________________________________________________________________

_____________________________________________________________________
_____________________________________________________________________ 
_____________________________________________________________________ 
 

3. How important are the promotional tools in selling the product? 

_____________________________________________________________________
_____________________________________________________________________

_____________________________________________________________________ 
_____________________________________________________________________ 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 What is It 



 

16 
 

 
 

          Promotion is an umbrella term, covering all the media by which a business 

informs customers about its product – including advertising, public relations and 

sales promotion. 

 

PROMOTION 

 

Promotion refers to communicating information between the company and 

potential buyers to influence buying attitudes and behavior. Promotion takes the 

form of any or all of the following:  

 

1. Advertising – this consists of any form of paid, non-personal presentation of 

ideas, goods, or services by an identified sponsor. 

  

 ELEMENTS OF ADVERTISING 

 1. Advertising is a form of communication 

 2. It pays for the use of the communication media. 

 3. It is non-personal, unlike personal selling. 

 4. It communicates facts and information, not the actual goods, services,  

              ideas or institutions. 

 5. It is openly persuasive and convincing in order to sell or secure favorable  

consideration. 

 6. It is a marketing function. 

 

 OBJECTIVES OF ADVERTISING  

 

 1. Aid in the introduction of new products to specific target market. 

 2. Increase market share 

 3. Assist in securing new dealers 

 4. Make prospective customers more familiar with company’s brand. 

 5. Make more buyers accessible to the company’s salesmen. 

 6. Increase the middlemen’s knowledge about the profitability of the  

             company’s product. 

 

 TYPES OF ADVERTISING 

 

 A. Product and institutional advertising. 

      

             Product advertising  aimed at informing and stimulating market  

             demand for an advertised product brand or service. 

a. Pioneering advertising attempts primary demand for a type or class 

of product like milk, coffee and books. 

b. Competitive advertising stimulates selective demand for a specific 

product like General Electric or LG Refrigerators. 
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B. Primary and selective demand advertising 

a. Primary advertising – to stimulate demand for a product 

b. Selective demand advertising  is a competitive advertising to 

persuade the potential customers through emphasizing particular 

benefits. 

 

C. Cooperative Advertising 

  a. Vertical cooperative advertising. This involves companies on  

                      different levels of distribution like manufacturers and retailers. 

  b. Horizontal cooperative advertising. This involves companies on  

                        the same level of distribution such as group of retailers. 

  

CLASSIFICATION OF ADVERTISING 

I. According to source or gain 

a. Advertisements by manufacturers 

Example: Colgate Toothpaste with calcium where advertiser is 

Colgate Palmolive, Philippines, Inc. 

b. Advertisements by resellers (wholesalers and retailer) 

Example: Rustan’s Superstore advertisement on special goods that 

they sell. 

c. Advertisements by service businesses 

Example: Toppings food chain advertisement about its catering 

services. 

d. Advertisements by organizations or institutions 

Example: Philippine School of Business Administration’s course 

offerings and enrollment schedule. 

e. Advertisement by governmental units 

Example: Department of Health’s “Let’s DOH it” campaign. 

f. Advertisements by individuals 

Example: political campaign of a candidate for national election 

II. According to media used 

a. Print Media – this are advertisements in newspapers, magazines,  

and journals. Payment is based on per column centimeter. 

b. Broadcast media – these are advertisements in television and 

radio. Payment is based on time measured per 30 seconds. 

c. Outdoor Advertising – Neon signs, streamers, billboards, Poster 

panels, aerial signs. Measured on the basis of space occupied and 

duration of occupancy. 

d. Transit Advertising – billboard/neon advertisements on public 

utility vehicles. 

e. Field Advertising – uses a vehicle that roams around subdivisions 

or places announcing a new product through a loud speaker. 

f. Movie Advertising – advertisements on theaters. Important 

consideration for advertising fee is seating capacity of the movie house 

an audience class. 

g. Direct Advertising – handouts, leaflets, catalogues, brochures, 

advertising a product or service. 
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III. According to Objectives 

  a. Promotional Advertising – it mentions a brand of product or  

                       service intended to stimulate demand. 

  b. Institutional Advertising – it advertises an outlet’s name without  

                       mentioning any brand, intended to develop goodwill. 

IV. According to Action desired 

  a. Direct or immediate advertising – these are promotional  

                        advertisements. 

  b. Indirect action advertising – these are institutional  

                        advertisements. 

V. According to audience targeted 

  a. Consumer Advertising – advertisement of product in finished form  

                         for personal use by the buyer. 

  b. Industrial Advertising – advertisements targeting businessmen  

                        to buy products advertised for use in their business  

                        operations , either in manufacturing or facilitating  

                        operations. 

  c. Trade Advertising – advertisements targeting resellers to buy  

                        product for re-sale purpose in the same from in order to  

                         gain profit.  

  d. Professional Advertising – advertisements targeting  

                        professionals, or educators to prescribe the product  

                        advertised. Commonly supplemented by samples like medicines  

                        or complimentary copies like books or magazines. 

 

2. Sales Promotion – this is a promotion activity that stimulates interest,  

trial, or purchase by final customers. Example of sales promotion are the use of 

coupons, point-of-purchase display materials, samples, signs, catalogs, novelties, 

and circulars. 

 

3. Public Relations – refer to the activities of an organization, person or institution 

directed toward one or more groups of people, such as employees, consumers, 

dealers and stockholders, for the purpose of creating goodwill and an 

understanding of its policies. 

 

4. Publicity - is the dissemination of news and information about a person, 

product, service, idea or institution through mass media in order to create 

impressions to the public. It uses mass media without openly paying for them. 

 

5. Personal Selling – this involves direct contact/ communication made by 

representatives of business firms to induce the purchase of merchandise or 

services by oral persuasion. 
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What’s More 

 

 

Activity 4: Script Making for Advertising a Product 

 

Directions: Make a script showing a scenario of advertising a certain 

product/services. You may select what kind of advertisement you will use. Write 

the script on the space provided below. 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

 

 

Rubrics for 

Rating the 

Activity 

EX CELL ENT  -  20  G O OD  -  15  S AT ISF ACTO RY  -  10  
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Originality 

The majority of the 

content and many of the 

ideas are fresh, original, 
and inventive. 

The project shows some 

evidence of originality and 

inventiveness. 

There is little evidence of 

new thought or 

inventiveness. 

Writing 

The writing is legible, 

clear, and grammatically 

correct. The writing 

entices the consumer. 

The writing is legible and 

clear with few grammatical 

errors. The writing entices 

the consumer. 

The writing is mostly legible 

and clear with some 

grammatical errors. The 

writing is somewhat 

enticing. 

Presentation 
Format 

The advertisement is an 

aesthetically pleasing, 

creative, and original 

example of the chosen 

format. 

The advertisement is 

aesthetically 

pleasing/creative/or original 

and a good example of the 

chosen format. 

The advertising is pleasing 

and is a satisfactory 

example of the chosen 

format. 

Advertising 

Technique 

The advertisement uses 
the chosen advertising 

technique creatively and 

well. 

The advertisement is a good 
example of the use of the 

advertising technique. 

The advertisement uses the 
advertising technique 

satisfactorily, but not 

creatively. 
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What I Have Learned 

Great job! You have come this far. Now that you have learned so much about 

the criteria and benefits of good location, and the different types and elements of 

advertising. It’s time to test and apply what knowledge you gained from the 

discussions and activities. 

 

Let us summarize what we have learned about our topic. 

 

1. What is the meaning of place/location? 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

2. What are the things to consider in finding a good location? 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

3. What are the general criteria in selecting place in the region?  

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

 

4.  What are the general criteria in selecting place in the province?  

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

5.  What are the general criteria in selecting place in the City or Town? 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 
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6.  What are the five benefits in selecting a very Good/Strategic Location? 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

7. What is the meaning of promotion? 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

8. What are the five promotional tools? 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

9. What is Advertising? 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

 

10. What are the six Elements of Advertising? 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

11. What are the six Objectives of Advertising? 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

12.  What are the three Types of Advertising? 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

13.  What are the five Classifications of Advertising? 

__________________________________________________________________________________

__________________________________________________________________________________
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__________________________________________________________________________________

__________________________________________________________________________________ 
 

 
Rubrics: 

Areas of 

Assessment 

10 8 7 5 

Ideas Presents ideas in 

an original manner 

Presents ideas in a 

consistent manner 

Ideas are too 

general 

Ideas are vague 

or unclear 

Organization Strong and 

organized 

beg/mid/end 

Organized 

beg/mid/end 

Some 

organization; 

attempt at a 

beg/mid/end 

No organization; 

lack 

beg/mid/end 

Understanding Writing shows 

strong 

understanding 

Writing shows a 

clear understanding 

Writing shows 

adequate 

understanding 

Writing shows 

little 

understanding 

Sentence 

Structure 

Sentence structure 

enhances meaning; 

flows throughout 

the piece 

Sentence structure 

is evident; 

sentences mostly 

flow 

Sentence 

structure is 

limited; sentences 

need to flow 

No sense of 

sentence 

structure or 

flow 
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What I Can Do 

 

Let’s Practice! 

 

Activity 5. Draw Me Nearer! 

Directions: Read the situation below and do what is being asked. 

Business partners, Christian and Marian were planning to put up a bakery 

business in their homes. They have two options whether in Marian or Christians 

home? Marian’s home is located beside Calumpang Elementary School fronting 

Philippine Holy Spirit Catholic Church Inc. near South Bay College and around 20 

meters away from General Santos City National High School. Christian’s house is 

located at Purok Malipayon Labangal General Santos City near Jollibee Makar and 

around 10 meters away from Mindanao Polythechnic College. On the roadside is 

the tricycle and habal-habal terminal.  

As an entrepreneur student, they came to you to seek for an advice as to 

where they will put up their bakery and make their store lay out. What will you 

advice? Can you draw the appropriate store lay out for them at a price? What kind 

of promotional tools will you suggest? Why? 
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__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

__________________________________________________________________________________

__________________________________________________________________________________ 

 

 

 

Design 
 

 

Level of understanding 

about instructions and 

concepts used in 
project. 

Excellent (15) 
 

The artwork is planned 

carefully; understanding 

of all concepts and 

instructions is clearly 
demonstrated. 

Good (12) 
 

The artwork is 

planned carefully; 

understanding of 

most concepts and 
instructions is 

demonstrated. 

Basic Requirements 
(10) 

 

The artwork shows 

little evidence of 

understanding the 
concepts and 

instructions. 

Craftsmanship 
 

The control, 

adaptations, and 

understanding of the 

chosen 

medium/media. 

Excellent 
 

The artwork shows 

outstanding 

craftsmanship, with 

clear attention to 

control, adaptation, and 
understanding of the 

medium/media.  

Good 
 

The artwork 

shows good 

craftsmanship, 

with some 

attention to 
control, 

adaptation, 

selection and 

understanding of 

the 
medium/media.  

Basic Requirements 
 

The artwork shows 

limited craftsmanship 

and little attention to 

control, adaptation, 

and understanding of 
the medium/media. 

Creativity 

 
 

Inventiveness, 

expression of ideas and 

imagination portrayed 

in the construction of 

project. Challenge level 
of the project. 

Excellent 

 
The artwork 

demonstrates a 

challenging level of 

production and 

creativity as well as 

outstanding problem 
solving skills. 

Good 

 
The artwork 

demonstrates a 

satisfactory level 

of production and 

creativity as well 

as logical problem 
solving skills. 

Basic Requirements 

 
The artwork 

demonstrates a basic 

level of attention to 

production, creativity, 

and problem solving 

skills. 
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Let’s probe it! 

Thumbs up to the job well done! Let’s test what you have learned from our 

lesson. Now, I want you to read the instruction carefully and answer each number 

correctly. 

 

 

Directions: Choose the correct answer from the given choices and write your 

answer on 

the 

space 

provided. 

 

 

 

 

 _________________1. This is a promotion activity that stimulates interest, trial, or  

                               purchase by final customers. 

_________________2. This refers to the physical look of a location, sanitary  

                               conditions, crime and safety levels. The reputation of a location  

                               is also important. 

_________________3. Good location helps to remove barriers to sales. Once a  

                              customer is physically close to your store, you have a far better  

                              chance of persuading them to purchase from you. 

_________________4. This involves direct contact/ communication made by  

                              representatives of business firms to induce the purchase of  

                              merchandise or services by oral persuasion. 

_________________ 5. This are advertisements in newspapers, magazines, and  

                                journals. Payment is based on per column centimeter. 

 

 

 

 

 

 

Assessment 

Test I. Match Me! 

Sales Promotion                         Helps improve Sales  

Print Media                        Personal Selling 

Image and Location Conditions  Advertising      
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Test II. Come On Let’s Advertise! 

 Directions: Make an original advertisement which will fit your chosen 

product/service. If you choose print advertisement, post it on the space provided, 

however, if you choose other type send your output through messenger to your 

subject teacher.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Criteria E XC E L L E N T  – 1 0  G O O D  -  8  S A T I S FA C T O RY  –  5  
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Additional Activities 

 

Let’s do it at home! 

Congratulations! You are now ready to sell your product! This activity will 

surely embrace you to our topic. Answer this wholeheartedly as this is part of your 

success for being able to learn our topic on place/location and promotion. 

  

Instruction: Answer the following questions based on what you have learned. 

 

1. What are the factors to consider in selecting a place/location? Can I apply these 

learnings in the future when I will put up a business? 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

__________________________________________________________________________________ 

__________________________________________________________________________________

__________________________________________________________________________________ 

Originality The project shows 
significant evidence of 

originality and 

inventiveness. The majority 
of the content and many of 

the ideas are fresh, original, 
and inventive. 

The project shows some 
evidence of originality and 

inventiveness. 

The work is an extensive 
collection and imitation of 

other people's ideas, 

products, and images. 
There is little evidence of 

new thought or 
inventiveness. 

Writing The writing is legible, clear, 
and grammatically correct. 

The writing entices the 
consumer. 

The writing is legible and 
clear with few grammatical 
errors. The writing entices 

the consumer. 

The writing is mostly 
legible and clear with some 

grammatical errors. The 
writing is somewhat 

enticing. 

Advertising Technique The advertisement uses the 
chosen advertising 

technique creatively and 
well. 

The advertisement is a good 
example of the use of the 

advertising technique. 

The advertisement uses the 
advertising technique 
satisfactorily, but not 

creatively. 

 

                 Reflection! 
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2. What did I learn about our topic about promotional tools? Is my promotion 

enough to attract customers? 

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________

__________________________________________________________________________________ 

__________________________________________________________________________________

__________________________________________________________________________________ 

 

 

 

Answer Key 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Assessment (Post) 

Test I: 

 

1. Sales Promotion 

2.Image and Location 

Conditions 

3.Helps improve Sales 

4.Personal Selling 

5.Print Media 

  

Test II: 

Answer may vary. 

 

What I Know 

Pre-Assessment 

1. b.    

2. a    

3. d    

4. c    

5. d    

6. a    

7. d   

8. b    

9. b    

10. c    

11. a    

12. b    

13.a    

14.b    

15.d 

 

What’s More 

Activity 2 

 

Answer may vary. 

What I have 

Learned 

 

Answer may vary. 

What I Can Do 

Activity 3 

 

Answer may vary. 
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What In 

Review 

1. a 

2. d 

3. b 

4. a 

5. c 

What’s New 

Activity 1 

 

Answer may vary. 
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DISCLAIMER 

This Self-learning Module (SLM) was developed by DepEd – Division of 

General Santos City with the primary objective of preparing for and 

addressing the new normal. Contents of this module were based on DepEd’s 

Most Essential Learning Competencies (MELC). This is a supplementary 

material to be used by all learners in General Santos City in all public 

schools beginning SY 2020-2021. The process of LR development was 

observed in the production of this module. This is version 1.0. We highly 

encourage feedback, comments, and recommendations. 

 

 

 

 

 

 

 

 

 

 

 

 

 



 

32 
 

 

 

  

             For inquiries or feedback, please write or call: 
 
            Department of Education – Division of General Santos City 
                 Learning Resource Management System (LRMS) 
 

            Tiongson St., Lagao, General Santos City 
 

            Telefax No.: (083) 552-8909 
 

             Email Address: depedgensan@deped.gov.ph 
 


