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Introduction. 

 
This workbook is designed to help you reinforce and better apply the key learnings from 
the Dan & Matt Marketing and Sales Program, specifically back to your own business. 
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Workshop One:  The Relationship between Sales and 
Marketing and why it matters 
 
It is always surprising to see how often business people and members of the general 
public alike mistakenly use the words sales and marketing interchangeably. Most 
recently whilst watching the popular lifestyle program, Selling Houses Australia, the host 
Andrew Winter spoke of ‘marketing the property’ and went on to speak of the sales 
process thereby substituting one word for the other. 
 
For the record the two words are very closely related but they are not the same thing.  
From a technical perspective the text books will tell you that marketing is a process of 
steps used to identify markets and position products within it that will be attractive to a 
target market for a given price where a welcomed benefit is provided.   Sales on the 
other hand is a specific promotional function designed to facilitate the final step in 
commercialising and completing the final transaction with the customer or prospect. 
From a more pragmatic perspective however you could think of the difference from 
another perspective. Imagine you have a product that your business has that you want 
to move. 
 
Selling can be viewed as having that product that you want to sell but with no specific 
insight into anything about the demand for that product.  Whereas marketing on the 
other hand is when you have a product that you can sell because it you have taken the 
additional step of confirming that the generic demand for that product or category 
exists. 
 
This difference although subtle is fundamental and crucial to the survival of any business 
as it is a business certainty that only businesses that operate  in markets that are viable 
based on  significant size will even have a chance of achieving their stated business 
goals. 
 
It is a horrifying statistic that is proven in most developed economies, a staggering 80% 
of start-up companies fail within five years of their commencement. After being 
involved in business for 30 years and based on a multitude of cases studies from my 
own personal dealings with companies has revealed that in virtually no case was this 
failure due to a lack of functional skill but rather a decisive lack of sales and marketing 
skills, where the typical scenario is of an individual skilled in their profession and 
working for an employer who has never had to worry about generating the business for 
themselves, and relied solely on the someone else in the business for business 
development. 
 
Predictably when faced with the challenge of having to generate this primary demand in 
the form of customers for themselves, many if not most of these businesses struggle 
because they simply don’t have the skill set to analyse the market and determine where 
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the opportunities are, which ones in particular to target and subsequently how to 
position themselves and with what specific marketing mix they should approach their 
target market with. 
 
In the end it is a painful lesson that is learnt and a cautionary tale that any aspiring small 
to medium enterprise (SME) should consider well before beginning to operate in their 
chosen market. It may be a cliché, but nothing is truer than the fact that no business 
plans to fail, but too often they do fail to plan. 
 

Key Review Questions 
 
One of the realities of business mortality for SME businesses is that around ______% 
will fail within five years of starting its operations. 
 
The Marketing Mix includes the 4P’s. Namely: Product, Price, Promotion and Place. 
Selling is a subset of the 4 P’s namely: ________________. 

 
What is the difference between sales and marketing in terms of market demand? 
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________ 
 
What are the benefits of doing Market Research in terms of customer demand within 
any given market? 
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________
________________________________________________________________________  
 
 
 
 
 
 
 
 
 
 
 


