
Sales & Marketing Services 
– Test Case

Telemarketing:

• Brand/Product Awareness

 What products where outlet owners currently stocking?

 Were they aware of the customer’s brand? 

• Competition Analysis

 What were their views on competitive products 

• Lead Generation

 Passing sales leads to the ‘customer’s sales force’ 

• Transfer Ordering

 Directly taking orders – then passed those to the relevant wholesaler


