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ANEXOS



RESUMEN

Se realiz6 un estudio que explique la relacion que hay entre el marketing y el nivel
de ventas y su impacto en el desempenfio. El problema de investigacion que guia
el estudio es: ¢Qué relacion existe entre el marketing y el nivel de ventas en la
empresa Textiles Camones, Puente Piedra 20177?, con el objetivo de conocer si
existe 0 no relacion entre ambas variables. Se evalué la normalidad de las
variables y dimensiones con la prueba de Shapiro, y se realiz6 el analisis
inferencial mediante la correlacién de tau-b de Kendall.

Se encontré relacion entre las variables Marketing y nivel de ventas (p<0.000,
n=20) con una correlacion positiva, moderada alta. Existe relacion entre la variable
nivel de ventas y la dimension necesidades los clientes (p<0.004, n=20) con
correlacion positiva moderada. También se encontrd que existe relacion entre la
variable nivel de ventas y la dimension estrategia comercial (p>0,000, n=20). Con

correlacion positiva moderada.

Palabras claves: Marketing, nivel de ventas, implementacion, estrategias.



ABSTRACT

A study was carried out that explains the relationship between marketing and sales
level and its impact on performance. The research problem that guides the study
is: What is the relationship between marketing and the level of sales in the company
Textiles Camones, Puente Piedra 2017? with the aim of knowing whether or not
there is a relationship between both variables. The normality of the variables and
dimensions was evaluated with the Shapiro test, and the inferential analysis was

performed by means of the Kendall tau-b correlation.

A relationship was found between the variables Marketing and sales level (p
<0.000, n = 20) with a positive, moderate high correlation. There is a relationship
between the variable sales level and the customer needs dimension (p <0.004, n
= 20) with moderate positive correlation. It was also found that there is a
relationship between the sales level variable and the commercial strategy

dimension (p> 0.000, n = 20). With moderate positive correlation.

Keywords: Marketing, sales level, implementation, strategies
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