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ABSTRACT
This project will examine impact of sales promotion on organization performance in pharmaceutical industry in reference to Tuyil Pharmaceutical industry  limited ilorin the research study will attempt to explore the impact of sales promotion. This research topic will be divided into two readable and analyzed topics are as follow or are as below. Chapter One:  this chapter will give a basic structure of how the whole project will examines some aspects that are relevant to the research topic by discovering problems relating to sales promotion and providing solutions to them and it entails the Introduction which give a brief summary of what would be examined at the long run of the project work, statement of the problems; this give an expression of encounters that sales promotion faces in the society at large, research question; this give some basics research questions to be answered in the course of the research, research objectives; this deals with the prospective solution that should be worked on in the research compilation, research hypothesis; it states the variables that dependent and those that are independent and it shows the relationships between the variables and some parameters that affects the independent variables, scope of the study; this aspect will tell the range at which the research work will cover and the parts that it will cover and this will cut across the oragniaztion and the society which the sales promotion will be applicable. Significance of the study; this aspect shows how it is significantly affects the various parts that are attached to the objective of sales maximation in Nigeria.  Limitation and Constraints to the Study; this aspect will tell what the researchers might likely to encounter in the courses of the research which might be time, access to data or information and literatures. 
Chapter Two: Literature Review: this aspect gives details and definition of concept that will be of important to the research project it will explain: Concept of sales promotion ,concept of consumer behavior ,sales promotion   it will also gives the theory that support the project topic like;  Theoretical frame work, Empirical Review; Evidences from across the World, Evidences from Nigeria, ​Gaps in Literature; this aspect will show the difference between literatures and the new research work, Chapter Four: this aspect will explain how the data will be presented, analysis, test and drawing a conclusion based on the data collected.Chapter Five: this will give the summary of the work, conclusion  and give recommendations based on the outcome of the research work that is the impact of sales promotion to the achievement of corporate objective of sales maximation in Nigeria 
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