


COMMERCE (SS1 FIRST TERM NOTE)
General instruction: 
1. Print and spiral bind
2. Do not print front and back 
3. Submit for marking on the first day of resumption.
SCHEME OF WORK:
1. Week one: Introduction to commerce
2. Week two: Occupation
3. Week three: Production
4. Week four: Retail trade- Home trade
5. Week five: Home trade- Retail trade
6. Week six: Retail trade- Large scale
7. Week seven: Chain of Distribution
8. Week eight & nine: Chain of Distribution(wholesale trade) 





WEEK 1			INTRODUCTION TO COMMERCE
Commerce is a social science; it is the process of buying and selling and distribution of goods and services to satisfy human wants. In order words commerce is a trade and aids to trade.
Origin of commerce:
At a very early stage people engage in subsistence production, later they started exchanging goods for goods with one another because it was difficult for individuals to meet up with all their daily needs.
Scope of commerce:
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Commerce has very wide scopes which consist of:
1. Trade: These include home trade, foreign trade, wholesale and retail trade.
2. Aids to trade: This includes banking, insurance, tourism, communication, advertising and transportation.
Functions of Commerce:
1. It provides employment
2. It facilitates the exchange of goods and services.
3. It facilitates economic growth and development.
4. It increases the standard of living of the people.
5. It encourages economic co-operation among nations.
6. It makes storage of goods possible through warehousing so that customers can get goods when they are needed.
7. It aids the movement of goods and services from area of abundance to where they are needed.
Factors that affects the growth of commerce in West Africa:
1. Lack of sufficient capital
2. Political instability
3. Low savings
4. Low per capita income
5. Poor transportation and communication system
6. Low level of education and illiteracy 
7. Absence of well- developed market.
Factors that encourages the growth of commerce in West Africa:
1. Emergence of Specialization: This brought about interdependence among people and nations. 
2. Development of means of communication: This has eased and hastened contacts among people of different countries.
3. Development of warehouse: This enables the goods to be produced and kept ahead of demand.
4. Development of Financial institutions: They provide quick and efficient means of payment in foreign trade and making available credit for commercial activities.
5. Population growth: Increase in world population has also increased the commercial activities.
6. Improvement in modern technology: Through scientific grading and research, the problem of buying and selling has been reduced with the introduction of computer.
7. Development of modern form of production: The introduction of modern techniques in production brought about the enjoyment of economies of large scale production.
8. Development of insurance: The development of insurance has helped to reduce or spread risk involved in trade and promote the growth of commercial activities.



Week 2			 OCCUPATION
Occupation is defined as any economic or productive activities which people engage in to create and procure goods and services in order to earn a living.
Types of occupation:
Occupation can be classified into three main groups namely; industry, commerce and services.
1. Industry (Primary) Occupation: these are occupation that involves the extraction of raw materials from the soil and converting it into finished product for human use.
Types of industrial occupation
i. Extractive Occupation: They tap raw materials from the soil e.g farming, fishing, mining, quarrying etc.
ii. Manufacturing Occupation: They convert the extracted raw materials into finished product e.g crude oil is converted into petroleum.
iii. Constructing Occupation: They assemble the manufactured products into usable forms e.g petroleum is converted into usable form such as petrol, kerosene, diesel etc.
2. Commerce (Secondary) Occupation: This is occupation that deals with the act of buying and selling of goods and its distribution and exchanges. In order words, it deals with trade and aids to trade.
Types of commercial occupation
i. Trading
ii. Insurance
iii. Banking
iv. Advertisement
v. Warehousing 
vi. Communication 
vii. Tourism
3. Services (Tertiary) Occupation: These are occupation that renders services to people who pay for them directly or indirectly.
Types of services
i. Direct Services: These are direct or personal services rendered for direct consumption and are paid for directly by those who engage in the service e.g housemaids, barbers, entertainers, family doctors etc.
ii. Indirect Services: these are services rendered to the general public but are not paid for by members of the public, rather the government makes the payment eg. Police force, civil servants, custom officers, doctors in public hospitals etc. 
Factors determining the types of occupation:
1. Salary and wages
2. Industrial hazard
3. Availability of natural resources 
4. Education and Skill of an individual 
5. The policies of the government
6. The climate and weather condition of a place.
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Week 3 			PRODUCTION
Production is defined as the activity which involves the creation of goods and services in order to satisfy human wants.
Stages of Production:
There are three stages of production namely;
1. Primary production: This stage is concerned with the extracting of raw materials from their sources e.g farming, mining etc.
2. Secondary production: This stage is concerned with converting the extracted raw materials into finished products e.g the manufacturing and construction workers.
3. Tertiary production: This stage is concerned with the transferring of the finished products to the final consumer. Production is said to be incomplete until it reaches the final consumers. Examples are the transporters, wholesale and retail traders etc.
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Factors of production:
1. Land: This is defined as all land surfaces, sea, forest and all mineral deposits found on them. The reward for land is rent.
Features of land:
i. It is a free gift of nature
ii. It is immobile
iii. It is subject to the law of diminishing returns.
iv. It is fixed in supply.
2. Capital: Capital is defined as a man- made resources used for producing further wealth. The reward to capital is interest.
Features of capital:
i. Fixed capital: These are capital that is permanent in nature and does not change its form even as production stages.
ii. Variable capital: These are capital that is not permanent in nature and changes as production stages changes e.g raw materials etc. 
iii. Working capital: These are capital that is circulating in nature. They are the capital that is made available for the day-to-day running of a business e.g Cash.
3. Labour: It is defined as all human effort both physical and mental put into production. The reward for labour is wages and salaries. Labour is of two types namely; 
i. Skilled labour: These are those who received a formal education on a particular job e.g doctors, lawyers, etc. It is popularly referred to as white collar job.
ii. Unskilled labour: They are untrained workers e.g stewards, housemais, cook etc. It is referred to as brown collar job.
Features of Labour:
i. Labour has feelings 
ii. Labour is mobile
iii. It is supplied by man
iv. It requires motivation 
v. It varies in supply
4. Entrepreneur: This is defined as the one that organizes or put together all the other factors of production to produce goods and services. The reward for entrepreneur is profit.
Features of Entrepreneur: 
i. He owns the business
ii. He provides the capital
iii. He bears the risk
iv. He takes all the decisions on what, how and for whom to produce
v. He coordinates all the factors of production. 
Week 4			RETAIL TRADE- HOME TRADE
Trade is the act of buying and selling of goods and services.
There are two types of trade namely; 
1. Home Trade: It is the act of buying and selling of goods and services within a geographical area, usually a country. It can be referred to as domestic or internal trade.
Types of home trade:
There are two types of home trade:
i. Wholesale Trade: This is the act of buying goods by the wholesaler in large quantity or bulk from the producer or manufacturers and selling it to the retailers in smaller quantities. 
ii. Retail Trade: Retail trade is the act of buying goods by the retailer in large quantities and selling in bits to the consumers.
2. Foreign Trade: This is the buying and selling of goods and services between one country and another. Foreign trade can be bilateral; (This is when trade is between two countries) or multilateral; (this is when trade is between three or more countries).
Types of foreign trade:
i. Import trade
ii. Export trade
iii. Entreport trade
1. Import trade: This is the act of buying goods and services from other countries. Import trade can be visible or invisible. Nigeria imports electrical appliances and automobiles from other countries. 
2. Export trade: It is the selling of goods (raw materials and finished goods) to other countries. The goods or services are paid for in foreign currencies. Export trade can also be visible or invisible. Banking, tourism and recreation are examples of invisible services or trade.
3. Entreport trade: This is the process of importing goods and services for re-exporting to other countries. It is known as re- export goods.
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Differences between home trade and foreign trade
	                      Home trade 
	                Foreign trade

	1. There is no language barriers.
	There is language barrier.

	2. Less documentation is required.
	More documentation are required .

	3. One currency is required.
	Different currencies are used.

	4. Goods are moved within the country.
	Goods are moved outside the country.

	5. Goods are moved freely.
	There is high rate of transportation.

	6. There is low rate of transport.
	Goods are restricted 

	7. Some social standard rules and regulations are used.
	Different social standard rules and regulations are used.




Week 5 			HOME TRADE (RETAIL TRADE)
Retail trade is the commonest form of home trade. It involves production of goods and services from the wholesalers to the consumers at the right place and right time. The person that is engaged in the retail trade is called a retailer.
A retailer is the middleman between the producer and the consumer. A retailer is distinguished by nature of its sales.
Characteristics of a retailer
1. A retailer sells in small quantities to the consumers.
2. A retailer stocks and sells a wide range of products.
3. The wares consist of fast selling products.
4. The business is open to the general consumers.
Functions of a retailer:
1. He sells in smaller quantities to the consumers.
2. He provides after- sales services e.g installation.
3. He grants credit facilities to the consumers.
4. He stocks varieties of goods
5. He educates the consumers
6. He ensures door-to-door services.
7. He supplies information to the wholesalers and producers.
8. He sells in convenient hours and location.
Factors to be considered in setting up a retail trade
i. Capital
ii. Pricing policy- choose the best pricing policy.
iii. Source of supply- whether from wholesaler to producer to maintain constant supply.
iv. Types of goods to sell.
v. Terms of trade- whether on credit or cash
vi. Location of the business- should be located where goods can easily get to the consumers.
vii. Experience – A retailer should engage in the business that he/she has a good knowledge of, for better management.
viii. Advertising- he/she should choose the medium of advertising that suits his business.
Classification of retail trade:
Retail trade may be classified based on ;
i. Location- whether urban or rural area.
ii. Ownership – independent or co-operative 
iii. Types of goods sold.
iv. Functions performed etc.
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Small scale retailing: This is the retail trading that requires small capital to start. It also has small scope of operation, it can be opened and handled by an individual.
Hawking/ itinerant / peddling: This is a form of retail trade where the retailer carry goods with bicycle, vehicle or on the head moving from one place to another.
Characteristics:
i. It is small 
ii. It provides door-to-door services
iii. It provides varieties of goods
iv. Their places are relatively low
Disadvantages:
i. Young hawkers are exposed to bad peers and social miscreants.
ii. Hawkers are exposed to accidents.
iii. They dump refuse and cause street menace.
iv. They disturb traffic flow
v. Some articles cannot be hawked
Week 6				RETAIL TRADE (Large Scale)
Types of Retail trade:
1. Mobile shops: These are goods which petty traders arrange in a van, motor cycle or wheel barrow and move from one place to another playing melodious music from a loud speaker in order to attract their customers.
2. Roadside traders: These are retailers who built kiosk and display their wares along roadsides, streets, offices etc.
3. Stall holders (market traders): This is the type of retail trade where sellers make or build stalls or sheds in the market to transact business.
4. Small stall (unit stores): These are small shops located in front of residential houses of the retailer or in rented apartment.
Survival of small scale retailers:
These small scale traders still survive inspite of the dominance of the large scale retailers because of the following reasons;
1. Easy location
2. It is easy to set up
3. It requires small capital to set up the business.
4. They offer door-to-door services
5. They offer convenient sale hours.


Problems of small scale retailing:
i. Competition
ii. Large capital
iii. Lack of experts
iv. Poor location.
Large scale retailing:
1. Chain store (multiple shops): This is a chain of small shops with identical store design, layout and stock display with each selling a limited range of products.
2. Supermarket: It is a self-service store where goods of different types are arranged and prices tagged on them. They deal mostly on foodstuff and household items.
3. Departmental store: It is a big building that has different shops under one roof. Each shop or department deals with a special range of goods.
4. Mail order: This is the type of buying and selling that goes through post. They contact, receive order and deliver by mail. Payment for the delivery is made either with “cash with order” (C.W.O) or “cash on delivery” (C.O.D.).
5. Discount houses: These are institutions that sell wide range of goods at less than traditional retail process. It is not commonly found in Africa.
6. Hypermarket: This is a large retail outlet that sells a wide range of products with self-service. They display goods in wire baskets, metal racks and wooden bins. They are normally situated at the out sketch of a town because of the space.
7. Variety stores: It is a shop that has a wide range of unrelated goods which are displayed on counter. They are always situated in major urban centers.
8. Retail co-operatives: This is the type in which independent retailers pool their resources together to enable bulk purchases and sell goods at lower prices.
Modern trend in retailing:
These are new innovative which the retailers adopt to improve sales. They are:
i. Branding
ii. After-sales service
iii. Vending
iv. Use of baskets and trolleys
Why retail business fails:
i. Competition
ii. Lack of technical know – how
iii. Insufficient capital
iv. Lack of advertisement
v. Business not separated from owner.


Week 7			CHAIN OF DISTRIBUTION
Chain of distribution is defined as the channel or path or route through which goods and services move from the producer to the consumer. There are different types of distribution chain; each depends on the goods involved and the resources of the producer etc.
Channel of distribution:
1. Producer		consumer
2. Producer		retailer		consumer
3. Producer		wholesaler		retailer		consumer
4. Producer		wholesaler		consumer
5. Producer		agent			retailer		consumer
6. Producer		agent			consumer
Middlemen: These are the people involved in the distribution channel and they are called the wholesalers and the retailers.
Wholesaler: A wholesaler is one who buys goods in bulk from the manufacturer and sells in bits to the retailer.
Retailer: A retailer is a person who buys goods in bits from the wholesaler and sells in bits to the consumers.
Factors to be considered before choosing a channel of distribution:
i. Location of the customers 
ii. Size of the order
iii. Resources of the producer
iv. Number of buyers
v. Nature of goods
Argument for elimination of middleman
1. They lengthen the chain of distribution
2. They create artificial scarcity
3. They exploit the consumer by increasing the prices of goods.
4. They cause fluctuation in prices of product
5. They adulterate goods. 

Arguments against the elimination of middlemen form the chain of distribution:
1. They make goods available in small quantities.
2. They bring goods to the door post of the consumer.
3. They make varieties of goods available to the consumers.


Week 8		CHAIN OF DISTRIBUTION (wholesale trade)
A wholesaler is one who buys goods in bulk or large quantity from the manufacturer or producer and sells in bits to the retailer.
Types of wholesaler:
1. Merchant wholesaler: These are wholesalers who buy and resell goods on their own.
Types of merchant wholesaler: There are different types of wholesalers namely;
i. Specialist wholesalers: These are wholesalers who restrict their service to a specific trade to which they have the special knowledge.
ii. Cash and carry wholesalers: They are wholesalers who are mainly concerned with grocery products in which they need retailers to come and pick their order, pay cash and carry away their products.
iii. General wholesalers: These people buy goods from different manufacturers, break and store them and sell in smaller quantities to the retailers.
iv. Drop shipment wholesalers: They wholesale on behalf of the manufacturer shops the goods directly to the retailers.
v. Jack jobber: These are wholesalers who sell specialized line of merchandise to retail stores and as well provide certain special service.
vi. Truck wholesalers: They are people who combine selling, delivery and collecting of goods in one operation. Often times, they deal on perishable products.
Agent middleman: These are wholesalers who assist the principal in negotiating sales and purchases or both. They receive commission for their jobs.
Types of agent middlemen:
i. Broker: These are agents who link a buyer with a seller and he receives a commission called brokerage for doing their job.
ii. Manufacturer’s agents: A principal or producer appoints them to market his/her products in a particular area.
iii. Auctioneer: They are agents who sell goods to prospective buyers through public auction usually to the highest bidder. They deal with unique goods like art work.
iv. Commissioned agents: These are agents who buy and sell goods on behalf of his principal for a commission.
v. Factor: These are agents who take possession of goods and provide warehouse and handling facilities.
vi. Del-credere agents: Del-credere agents are those who undertake to indemnify the principal against any loss arising from buyer’s default in payment.
Functions of the wholesaler to the producer:
1. He makes prompt payment to the producer whereby ensuring continous production of goods and services.
2. He provides warehousing facilities.
3. He saves the producer many administrative procedures.
4. He saves the manufacturer from the problem of packaging, branding and advertisement.
5. He provides market information.
6. He breaks the bulk for the producer.
Functions of the wholesaler to the retailer:
i. He provides credit facilities.
ii. He advices and provides information to the retailer.
iii. He breaks the bulk to enable the retailer to obtain goods in required quantities.
iv. He makes it possible for the retailer to sell a variety of goods and services.
Role of the co-operative society in product distribution:
1. They sell a variety of goods.
2. They sell in small quantities to members
3. They grant credit facilities to members.
4. They bring products closer to members.
5. They fight against hoarding.
6. They stabilize prices.
Problems of distribution in Nigeria: 
1. Inadequate infrastructural facilities
2. Poor transportation system.
3. Too many middlemen in the chain of distribution.
4. Inadequate storage facilities.
5. Packaging problems.
6. Inadequate credit facilities.
7. Inadequate market information.
8. Insecurity on the roads. 
Suggested solution to the problems of distribution in Nigeria:
i. Improvement in the transport system.
ii. Adequate credit facilities.
iii. By rationing 
iv. By establishing more market places.
v. Improvement in communication.
vi. Establishment of marketing board.
vii. By forming more consumer co-operative association.



