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Abstract
This  study  aims  at  identifying  the  impact  of  the  promotion  used  by  the
organization on the consumer purchasing decision inthe telecommunication
Company under question (Mobilis), that is by using a variety of methods and
strategies. sales activation is one of these methods that strengthen this relationship
with  consumers  and  make  them permanent  customers.  In  this  prospect,  the  study
confirmed that there is a positive effect of the promotional pricing strategy on the
behaviour of the consumer, that is through the purchase decision and its
contribution to raising the sales of the institution.This study recorded a number of
recommendations for the organization, the most important one is that it has great
opportunities in making good and new promotional offers in the light of the
developments taking place, and this makes it closer to consumers in order to
achieve their objectives on the one hand and the desires of the consumer on the
other.
Keywords :

consumer's behaviour; Promotion; Stimulate sales;Promo Price.


