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RESUMEN

La presente tesis tuvo como objetivo Proponer las estrategias de Marketing Digital
para mejorar las relaciones con sus clientes y aumentar las ventas de la Empresa C & C SAC,

Trujillo, 2020.

Para el desarrollo del presente documento, se realizaron encuestas con una muestra
de 38 clientes tanto internos como externos, donde se determind que; a pesar de tener
posicionamiento de mercado y clientes recurrentes, la empresa ha descuidado su imagen a
través de redes sociales, evitando llegar a futuros clientes potenciales; asi mismo, los
resultados obtenidos evidencian un elevado grado de desconocimiento de la marca, asi como
de los productos que ofrecen, lo cual genera incertidumbre e ineficiencia en el

posicionamiento de la empresa.

Esta investigacion expone la escasez de Estrategias de Marketing Digital que permita
atraer clientes e intensificar las ventas. Para lo cual, se trabajo con una metodologia
prospectiva, bajo en el método inductivo- deductivo, bajo disefio No experimental y de corte
transversal, aplicandose como instrumento el cuestionario a 38 clientes y la guia de

entrevista al administrador.

Se logro concluir que la Empresa C&C SAC, no posee Estrategias de Marketing
Digital, y con su aplicacion de ellos, obtendra un efecto positivo en el aumento em las ventas

de la Empresa C&C SAC, Trujillo, 2020.

Palabras claves. Estrategias, marketing digital, posicionamiento.
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ABSTRACT

The objective of this thesis was to propose Digital Marketing strategies to improve

relationships with its clients and increase sales of the Company C & C SAC, Trujillo, 2020.

For the development of this document, surveys were conducted with a sample of 38
clients, both internal and external, where it was limited that; Despite having market
positioning and recurring customers, the company has neglected its image through social
networks, preventing it from reaching future potential customers; Likewise, the results
obtained show a high degree of ignorance of the brand, as well as the products they offer,

which generates uncertainty and inefficiency in the positioning of the company.

This research highlights the scarcity of Digital Marketing Strategies that allow
attracting new customers and intensifying sales. For which, we worked with a prospective
methodology, under the inductive-deductive method, under a non-experimental and cross-
sectional design, applying the questionnaire to 38 clients and the interview guide to the

administrator as an instrument.

It was concluded that the C&C SAC Company does not have Digital Marketing
Strategies, and with the application of them, it will have a positive effect on the increase in

sales of the C&C SAC Company, Trujillo, 2020.

Keywords. Strategies, digital marketing, positioning.
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