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ABSTRACT

Relational sales are vital within an organization, as this will generate mutual
trust between seller and customer for a long time. This thesis was carried out in
the company Representations Vargas S.A , which is engaged in the sale of
appliances in the city of Tarapoto in order to analyze and establish the
perception of relational sales and determine the impact of this on the quality of
service of , for it is resorted to studies conducted by Professor inés Kister in
2002 on relational sales and studies by Brady and Cronin in 2001, authors who
are used to solve the problem research and substantiate the hypothesis in the

study " relational sales are perceived poor way in terms of confidence and
knowledge of the client, which directly influences inadequate quality of service
provided by the company Representations Vargas SA of the city of Tarapoto . "

To which the following results were obtained:
Customer trust towards the company is inadequate due to poor care marketers.

Customer knowledge and competition with the sales advisors are not adapting
to the different needs of each client.

Communication skills possessed by sales advisors are not being used properly.

The quality of service managed by the company is poor, since the quality of
interaction of the company is being managed on a regular basis, the quality of
the physical environment that the company is poor and the quality of
performance of the company has been.





