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People often say that marketing is 

there to generate leads and 
opportunities and sales is there to 

convert them. But in today’s 

marketplace, we can all quote examples 

where that just isn’t the case anymore. 
 

When you walk down the aisle at 

your local supermarket, you aren’t 

greeted by salespeople representing 

Andrex and Coca Cola trying to 

close deals on toilet paper or soft 

drinks. 

 

This proves that the definition that’s 

used as the difference between sales 

and marketing is just wrong. 

 

In the business to business world, 

people often say that marketing is 

there to generate leads and 

opportunities and then sales is there 

to convert them. But as we can see; 

in the consumer world, marketing is 

there not just to generate interest 

but also to ensure that people buy. 

So, if that’s the case, what IS the 

difference between sales and 

marketing? 

 

‘Marketing exists to enable 

companies to obtain and retain 

customers’ and in fact sales is there 

to do exactly the same thing ‘to 

obtain and retain customers’. So, 

they actually have the same 

objective. In fact, personal selling, to 

give it its academic name, is just a 

marketing channel. 

 

In other words, when you’re 

communicating, you can use direct 

mail, TV advertising, radio 

advertising, sponsorship and all sorts 

of other channels – and one of the 

channels to get to your customer, 

that you can utilise, is human beings 

– and that is personal selling. 

 

Marketing is ‘brand to person 

communication’ and Selling is 

‘person to person communication’. 

In the business to business world, 

there are many big ticket items, that 

quite simply, people wouldn’t buy 

without the reassurance of dealing 

with a human being. 

 

Therefore, in business to business, 

there are many companies that 

wouldn’t be able to make sales 

without the human part of the 

process, and that’s absolutely fine, 

strategically, for them to use those 

disciplines in that way. However, it 

doesn’t define the difference. 

 

In reality, Marketing is about brand 

to person communications and 

Selling is the person to person 

element. 
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© Copyright 2019, Martin Pollins, All Rights 

Reserved 
 

This article appeared in Better Business Focus, 
published by Bizezia Limited (“the publisher”). 
It is protected by copyright law and 

reproduction in whole or in part without the 
publisher’s written permission is strictly 
prohibited. The publisher may be contacted at 

info@bizezia.com  
 
Some images in this publication are taken 
from Creative Commons – such images may 

be subject to copyright. Creative Commons is 
a non-profit organisation that enables the 
sharing and use of creativity and knowledge 

through free legal tools. 
 
The article is published without responsibility 
by the publisher or any contributing author 

for any loss howsoever occurring as a 
consequence of any action which you take, or 
action which you choose not to take, as a 

result of this article or any view expressed 
herein.  
 
Whilst it is believed that the information 

contained in this publication is correct at the 
time of publication, it is not a substitute for 
obtaining specific professional advice and no 

representation or warranty, expressed or 
implied, is made as to its accuracy or 
completeness.  
 

Any hyperlinks in the article were correct at 
the time this article was published but may 
have changed since then. Likewise, later 

technology may supersede any which are 
specified in the article. 
  
The information is relevant within the United 

Kingdom. These disclaimers and exclusions 
are governed by and construed in accordance 
with English Law. 

 
Publication issued on 1 August 2019 

  

  

 


