
What’s The Difference Between Marketing And Sales?
 

Readers of this column and business clients give me the best ideas for topics for this 
column.  Last week a reader came over to my table while I ate lunch at my favorite 
kitchen restaurant and asked me “Dean, I am curious about some business terms.  Is 
“marketing” the same as “sales”?”.  I will share my response.

 

It’s common to hear “marketing” and “sales” used interchangeably. In reality, they each 
have distinct characteristics. Startup entrepreneurs need to know the difference, so they 
can approach each with purpose while embracing how they need to work symbiotically 
to achieve success. 

 

Marketing? Sales? What’s The Difference?

 

To put it simply, Marketing encompasses everything you do to reach and engage 
prospects.

 

Marketing is typically a media-driven function. It involves the use of print, online, and 
word-of-mouth communications to drive brand, product, and service awareness. 

 

Marketing-related activities may include:

·      Conducting market research to determine needs within your target market. 

·      Setting standard pricing for products and services.

·      Raising awareness of your company and its products and services within your target
markets using various media and platforms. 

·      Creating collateral and communications to support your salespeople in their efforts.

Sales encompasses everything you do to seal the deal with the customer. 

 

Sales is typically a people-driven function. It involves human-to-human connections to 
build and nurture relationships.



 

Sales-related activities may include:

·      One-on-one, face-to-face interaction with prospects and customers.

·      Careful evaluation of specific customers’ needs. 

·      Solutions-selling to meet specific customers’ needs. 

·      Proposing special pricing when situations require straying from standard pricing.

·      Asking for the sale and getting a contract signed.

·      Follow up phone calls and email messages to keep the lines of communication 
open. 

 

Blurred Lines

Realize that while marketing and sales have distinct characteristics, the lines between 
them have become blurred to a large degree with the advent of social media. In the past, 
sales professionals were primarily accountable for establishing and maintaining 
relationships with prospects and customers. But now, that responsibility also falls on the 
shoulders of marketers using channels such as Facebook, Twitter, Instagram, Google 
Plus, and others. 

 

The important point of today’s column is simply this.  Whether you are personally 
responsible for your small business’s marketing and sales or if you have employees 
performing the functions, you need a strategy to ensure your efforts are aligned. If you 
need guidance in how to make your marketing and sales activities complement each 
other so you can build and grow your company, I suggest that you contact your local 
chapter of SCORE. With expertise in every aspect of starting and operating small 
businesses, SCORE mentors are a wonderful resource to help you succeed.

 

Dean L. Swanson

Southeast Minnesota SCORE

c/o Rochester Area Chamber of Commerce

220 South Broadway, Suite 100

Rochester, MN 55904

www.seminnesota.score.org/ 

*Dean is a volunteer Certified SCORE Mentor and former Regional Vice President for 
the North West Region
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