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RESUMEN

El estudio de investigacion lleva por titulo Administracion de Ventas y su
relacion con la Venta Relacional de Servicios Fijos de la Empresa de la
Empresa América Movil Perd S.A.C Lima 2016, propuso como objetivo
general Identificar la Relacidon que existe entre Administracion de ventas y
la Venta Relacional de Servicios Fijos de la Empresa América Movil Peru
S.A.C., que segun los autores Kotler — Armstrong miden a Administracion
de venta con los siguientes procesos de Disefio de estrategia y estructura,
reclutamiento, capacitacion, supervision, evaluacién y en cuanto a Venta
Relacional segun expresa los autores Roman y Kuster como inicio de la
Relacion, Desarrollo de la Relacion y Expansiéon de la Relacion. La
Poblacién estuvo conformada por 29 vendedores de la Empresa América
Mévil Perd S.A.C, El muestreo fue no probabilistico, su disefio es no
experimental y el tipo de estudio realizado fue descriptivo correlacional, se
utilizé la encuesta con preguntas tipo Likert, dichos instrumentos fueron
validados por tres expertos, para determinar su confiabilidad se utiliz6 el
coeficiente de Alpha de Cronbach y para la contrastacién de hipétesis el
paquete estadistico SPSS version 22, con los resultados obtenidos se
verificoO que si hay correlacion de las dos variables de estudio por lo que

se realizd discusiones, conclusiones y recomendaciones.

Palabras clave: Relaciones a largo Plazo, Servicios fijos, Seguimiento de

clientes.



ABSTRACT

The research study is entitled Sales Management and its Relationship with
Relational Sale of Fixed Services of the Enterprise of the Company
Ameérica Movil Peri SAC C Lima 2016, proposed as general objective To
identify the Relationship that exists between Sales Administration and
Sales Relation of Fixed Services of the Company América Moévil Peru
SAC, which according to the authors Kotler - Armstrong measure Sales
Management with the following processes of Design of strategy and
structure, recruitment, training, supervision, evaluation and Relational
Selling according to express The authors Roman and Kuster as beginning
of the Relation, Development of the Relation and Expansion of the
Relation. The population was made up of 29 sellers from the company
América Mévil Peri SAC. Sampling was non-probabilistic, its design was
non-experimental and the type of study performed was correlational
descriptive, the survey was used with Likert-type questions, these
instruments were validated by Three experts, to determine their reliability
was used the Cronbach Alpha coefficient and for the hypothesis testing
the statistical package SPSS version 22, with the results obtained it was
verified that if there is correlation of the two variables of study by which

conclusions were drawn And recommendations.

Keywords: Long Term Relationships, Fixed Services, Customer Tracking.
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