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Difference between 'i
Selling and Marketing h
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Marketing is much wider than selling and
much more dynamic.
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The fundamental difference between the two
is that selling revolves around the needs and
interest of the seller.
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Where as Marketing revolves around the
needs and the interest of the buyers.
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Selling is an inside-out perspective. It starts
from factory, focuses on the company's existing
products, and calls for heavy selling and

¢ promotion to obtain profitable sales.
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Marketing takes an outside-in perspective It

starts with a well defined markert, focuses on

customer needs, co-ordinates all the marketing

activities affecting customers, and makes profits
by creating customer satisfaction.
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Marketing is the planning, pricing, promotion,

packaging, advertising selling of any product or
service.
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Selling is only a sliver of the over all marketing
of any product or service. But as one of the
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experts says: “nothing happens until someone
sells something” and what he means is that sales
is not a four letter word but a five letter word.
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Many marketing consultants talk about
marketing as the "message to the consumer”
or potential client or prospect. There is always
a message in; Promoting, packaging, signage,
advertising.
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Selling is also about delivering the message
to the customer or prospect as well and it is a
much closer message, person to person and
selling can take the form of a telephone call,
personal visit, demo, presentation or even an ad
hoc or chance meeting with a conversation and
later follow up.
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Most sales Managers consider selling to be

- about report and relationship building; getting
. to know the potential customer or prospect their
. desires and needs and solving a problem by
offering your product or service to them
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Marketing is in fact the act of ‘bringing the
product to market’. Selling is about closing a sale

and turning a potential buyer into a customer.
Closing a sale is also called a conversion.
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Marketing is primarily about research -

identifying potential buyers and then finding the
best way to introduce your product to them.
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Selling is about overcoming objections. It is

a one to one technique where the seller helps
the buyer to reach a decision. Selling is when
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all marketing research is applied at the point of
sale.
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Marketing is an art as well as a numbers :
game.sales is more of an art only.
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Broadly, Marketing creates the atmosphere to
make it easy for sales to happen.
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Sales” obviously is getting out and writing the
orders ... tough disciplined work. This involves
skills like “closing” the sale - very different skilis
to Marketing.
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Good sales people do not make good
marketers and vice versa ...
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A marketer is a creative person, a law unto
. himself, a person with few boundaries, a person
who lives inside the head of your customer, a
person who dreams and creates at any/all hours
of day and night, a person who can send normal
disciplined people crazy. For a marketer, the
thrill of the chase is creating original thinking /
products - original ideas that work, ideas that
nobody else thought about. Top marketers are

some of the world’'s highest paid professional
people.
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A salesperson, unlike a marketer, is a well
disciplined person who works within a tight set
of conventional ruies to get the sales orders. A

salesperson is motivated by the thrill of closing
a deal and the attendant cash bonus. You drive
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a good sales person crazy when you don't give
him/her sound marketing back up.
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Get the marketing right and sales near§

automatically follow.
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Your marketing campaign should generate
leads. Your sales people take the leads and
generate sales. Measure the results of your
marketing by the number and duality of leads

you're getting. Measure your sales staff by how
much they're selling.
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The marketing process is a proactive
approach done often before the product or
service is produced and sold. And selling starts
after production of product.
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Marketing is the process of establishing a
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need, sales is the process of fulfilling that need.
The marketing function consists of making the
market aware of who you are and what you do.
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The sales process commences when a formal

offer for services has been made, and concludes
when the offer is accepted or rejected.
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A question frequently asked:
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A question | often get from clients and
students goes something like this: “I've been
collecting marketing ideas... and | have a
drawer full! 1 also have a stack of promising
leads I've accumulated. And | know it's
important to stay visible, so | do a lot of
networking, but then | just end up with more

names in the stack. How do | prioritize all
this?”
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You've ever wondered something similar, you
may have lost sight of a very important truth -- the
way to win the marketing game is not to collect
the most leads; it's to make the most sales.
Marketing activities that increase your number
of sales are good, and activities that don't are
bad, even if they bring in plenty of leads. If you
don’t follow up on the leads you gather, you are
throwing away your time and money.
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The main purpose of marketing strategies like
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public speaking, writing articles, getting publicity,
networking, promotional events, and advertising
is to gain visibility. (A secondary purpose of the

. first three strategies can be to gain credibility.)
. Why do you want to be visible? It's not just so
i people will know who you are and what you do,
i it's so they will do business with you.
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If someone has already expressed interest in
doing business, call them. Do it now. Memorize
this rule - following up on hot, or even warm, client
leads is always more important than marketing
for more visibility.
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There is a simple diagnostic test you can take
to see where you need to focus your marketing

vs. selling efforts, which called the Universal
Marketing Cycle. Think of the marketing and
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sales process as a water system that begins
by filling your pipeline with leads. The pipeline
empties into your follow-up pool, which you are
continually dipping into.
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Your intent is to move the leads further along

in the system, to making a presentation of some

kind (by phone or in person), and finally closing
the sale.
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Where are you stuck in this system? Is it in
filling the pipeline to begin with? Or is the pipeline
full, but you haven't been following up? Perhaps
you have been following up, but don't seem to be
getting to the presentation stage. Or maybe you
are making presentations but not closing sales.

Wherever you seem to be stuck is the area that
needs more effort.
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When you have promising leads you aren't
contacting, the follow-up stage is clearly your
stuck place. Take that stack of leads and sort
them into three categories: prospective clients,
useful networking contacts, and other. Now
sort the prospective clients into hot, warm, and
cold. Stop right there and follow up with all the
hot and warm leads.
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If, and | do mean if, you still need to do more
work about marketing after following up with

all those leads, go to the networking contacts
and sort them into two groups: people who can
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lead you directly to prospective clients, and
people who can lead you to other marketing

opportunities, e.g. a new networking group or a
speaking engagement. Stop, and you guessed it, -
follow up with the people who might have leads

for you.
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You should now have three groups left:
cold client leads, people who can lead you to
marketing opportunities, and other. Now is the
time to decide whether you need to do something
new to market yourself at all. Look at what you
have been doing so far to get all those hot and
warm leads you had. Maybe you just need to do
more of the same.
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If that's true, put those cold leads aside,
- because you'll have more hot and warm ones
- shortly. If you need to do something different to
- getbetter leads than what you had, go ahead and
explore one of the new marketing possibilities in
your second group, or one of the ideas stashed
away in that drawer. And that “other” group?
Throw them away. They are just cluttering up
your pipeline.
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