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(Obrat'te, prosim, list a pokradujte v hodnoceni na druhé strané formulate.)




Celkové hodnoceni price a otizky k obhajobé:
The goal of bachelor thesis was to analyse direct sales in Southwestern.

Bachelor work is based on quality theroretical base, that provides sufficient methodology for

encompassment of practical part. I am missing part about the forms of direct sales, otherwise 1
have no comments.

Practical part — is focused on analyses of marketing communication in the company and
sales analyses. I am missing analysis focused more on direct sales, also SWOT analysis of

direct sales. Analysis of marketing communication has four pages and is not focused on direct
sales.

All suggestions I evaluate as good and viable.
Work correspond to President’s instruction 5/2006.

Questions:

1) Other ways of marketing communication (p. 47) — place them into the forms of
communication.

2) What are the forms of direct sales? Which of them are used also in the company?

Navrh na klasifikaci diplomové préace: B

Ve Zliné dne 28.5.2010

;7 »’Z;/[’[(Léff(((_/'

podpis oponenta BP




