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Memo
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a.
The information builds the essence of telemarketing within a company to increase good and service provision to consumers.
b.
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MEMORANDUM
TO:   Financial advisors
[bookmark: _GoBack]FROM:  Brian Dennis
SUBJECT:   Marketing of products
DATE:   26/7/2021
There has been an increase of consumers from different areas who require goods offered from companies. As an employee of the company, I urge to create a more effective website that would allow most consumers to make purchases and place orders. I have received many telemarketing calls from consumers from ages of 18 to 65 and above about purchases. The purchases are made in response to telemarketing calls from other companies I have not done business in the past. There is a need to create a telemarketing call website to ensure advertisement and placement of orders by consumers are increased. I made purchases from a company to determine the effectiveness of their telemarketing call. It worked appropriately, and I recommend companies embrace telemarketing calls to reach their consumers. 
Additionally, people can order products using telephone, internet, or mail after receiving unsolicited mail from a company we have not worked anywhere. Thus, there is a need to improve business performance using the telemarketing call platform. Consumers would have the chance to seek products from companies on the website. Calls are made to ensure immediate placement and delivery of products to the customers. The efficiency of placing orders on the telephone is efficient and would make advertisement appropriate. Order is made at all times to increase the company's sales volume. Internal websites would increase the influence of customers to make purchases of the products offered by a company. 
Placement of orders on the telephone is majorly done by people from ages of 25 to 34 than others. The age bracket consists of people who make most purchases after seeing ads on television. Internet websites promote effective order placement to allow consumers receive their wants. Advertisements on television are appealing to people and increase the purchasing power of customers over the products. There is a need to develop a systematic internal website that improves the connection between consumers and the company. Financial advisors recommend the need to create good online platforms to increase order placement and deliveries.

