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Every	business	has	a	different	benchmark	of	success	and	different	ways	to	maximize	profits.	For	instance,	some	businesses	produce	expensive	but	luxury	products	and	sell	them	at	higher	profits.	However,	such	companies	dont	sell	in	huge	numbers	because	their	profit	margin	is	very	high,	and	their	target	audience	is	very	limited.	On	the	other	hand,	a
lot	of	companies	make	profits	by	selling	in	massive	quantities.	They	have	medium	to	low-profit	margins,	so	they	achieve	their	targets	by	making	more	and	more	sales.	i.e.,	they	have	a	higher	sales	volume.	But	the	question	is,	why	is	sales	volume	an	important	figure,	and	how	does	it	help	businesses?	If	you	are	also	curious	about	it,	here	are	your
answers.	Sales	volume	simply	means	the	total	number	of	units	a	business	sells	over	a	specific	time	period	(reporting	period).	For	example,	if	a	company	has	sold	4000	units	in	6	months,	then	its	sales	volume	will	be	4000.	It	doesnt	matter	whether	the	company	makes	credit	or	cash	sales.	So	technically,	sales	volume	is	a	metric	that	focuses	on	two
elements:	The	total	number	of	units	sold	by	a	company/business/firm/brand.A	reporting	period/specific	time	period.	Now,	you	may	think,	Why	Is	Sales	Volume	An	Important	Figure?	Well,	sales	volume	is	a	crucial	indicator	of	your	businesss	health	because:	It	helps	the	investors	or	owners	to	evaluate	whether	the	business/company	is	contracting	or
expanding.Sales	volume	is	an	indicator	to	track	the	performance	of	marketing	strategies.It	also	helps	in	selecting	the	best	locations	for	physical	selling	points/stores.It	helps	businesses	to	evaluate	the	performance	of	their	sales	representatives,	retailers,	etc.	Also	Read:	Market	Share	Definition,	Calculation,	Examples	and	Tips	It	is	important	to
understand	that	sales	volume	is	totally	different	from	sales.	Here	is	a	comparison	between	both.	Basis	Of	DifferentiationSalesSales	VolumeDefinitionSales	or	revenue	is	the	total	amount/revenue	(in	dollars	or	any	currency)	which	a	company	makes	in	a	reporting	period/specific	time	period.Sales	volume	simply	means	the	total	number	of	units	that	a
company/business	sells	over	a	specific	time	period	(reporting	period).Recording	MethodThe	total	sales	value/revenue	is	recorded	in	the	Profit	&Loss	Account/Statement	Of	Comprehensive	Income.	Technically,	sales	are	recorded	in	the	Balance	Sheet	as	well	as	Profit	&	Loss	Account.	For	example,	credit	sales	affect	the	Debtors	account	and	sales
account	while	cash	sales	affect	the	cash	account	and	sales	account.Sales	volume	is	not	recorded	in	the	Balance	Sheet	or	Profits	&	Loss	Statement.	The	number	of	units	sold	is	only	recorded	in	the	Inventory	account,	and	the	closing	inventory	is	shown	in	the	Balance	Sheet.	Growth	IndicatorThe	sales	figure	itself	is	not	an	indicator	of	success	because	if
the	expenses	exceed	the	income/revenue/sales,	the	company	will	bear	losses.Sales	volume	can	be	an	indicator	of	a	companys	expansion	because	if	a	company	has	sold	more	units	than	its	previous	accounting/reporting	period,	then	it	is	an	indication	of	the	companys	expansion.	Calculating	sales	volume	is	very	simple,	but	it	is	important	to	know	the
difference	between	gross	sales	volume	and	net	sales	volume.	Gross	Sales	Volume	just	includes	the	total	number	of	sales	from	a	company.	Net	Sales	Volume	also	accounts	for	the	sales	returns	and	the	giveaways,	etc.	So,	sales	volume	simply	means	the	total	number	of	units	that	a	company	has	actually	sold	in	a	reporting/accounting	period.	If	a	company
has	sold	10,000	units	in	the	last	12	months,	then	the	companys	sales	volume	will	be	10,000.	Sales	volume	can	be	used	to	make	other	calculations	such	as	Sales	volume	variance	is	simply	the	difference	between,	Actual	units	sold	by	a	businessProjected	sales	(in	units)	Here	is	the	formula	to	calculate	the	sales	volume	variance	Number	Of	Units	Sold
Profit	Per	Unit	Interestingly,	sales	volume	variance	does	not	account	for	the	total	number	of	units	sold.	Rather,	it	focuses	on	profit	(amount)	earned	on	every	unit.	For	example,	a	company	had	projected	a	sale	of	500	units	in	a	specific	time	period,	but	it	ended	up	selling	700	units	at	a	profit	of	$5	per	unit.	Sales	volume	variance	for	this	particular	period
will	be,	200	5=	1000	USD	As	the	company	sold	more	than	the	projected	units,	the	difference	will	be	a	positive	variance.	If	a	company	sells	lesser	than	projected	units,	the	difference	will	be	a	negative	variance.	Also	Read:	Signage	Advertising	Meaning,	Purpose,	Types	&	Examples	A	company	can	calculate	sales	volume	percentage	by	using	different
variables	such	as	the	total	number	of	sales	(in	units)	by	A	specific	sales	representativeRetailerOr	sales	in	a	specific	territory,	etc.	And	then	divide	it	by	total	sales	volume,	i.e	Total	Sales	(In	Units)	By	A	Sales	Representative	Or	Retailer,	etc.	Total	Sales	Volume	100	For	example,	a	company	sold	1000	units	in	a	specific	period	out	of	which	300	units	were
sold	by	XYZ	retailer;	the	sales	volume	percentage	of	that	retailer	will	be;	300	1000	100=	30%	Sales	volume	percentage	helps	a	company	in	evaluating	the	performance	of	different	retailers,	sales	representatives,	etc.,	and	make	adjustments	accordingly.	A	business	can	use	its	sales	volume	for	another	calculation;	sales	volume	breakeven.	Breakeven
means	no	profit,	no	loss	situation.	You	can	calculate	sales	volume	breakeven	by	dividing	the	projected	company	expenditure	(for	a	specific	time	period)	over	the	profit	earned	per	unit.	For	example,	if	a	companys	project	expenditure	(for	a	specific	time	period)	is	$25,000	and	the	company	earns	a	profit	of	$10	on	every	unit,	then	sales	volume	breakeven
will	be,	$25000	$10=	2500	The	company	needs	to	sell	2500	units	to	hit	the	breakeven	point.	Sales	volume	breakeven	helps	companies	in	cutting	the	expenditures	to	avoid	losses	when	their	sales	volume	is	on	the	lower	side.	Also	Read:	Print	Advertising	Meaning,	Types,	Pros,	Cons	&	Examples	Sales	volume	is	something	directly	attached	to	a	companys
marketing	strategies.	Here	are	some	very	helpful	tips	to	increase	your	sales	volume.	If	there	are	already	so	many	similar	products	in	the	market,	why	would	people	buy	yours?	That	is	why	you	have	to	give	them	something	different.	You	have	to	add	unique	features	so	that	you	can	attract	and	please	your	customers.	It	is	important	to	enlist	those	unique
features	and	then	reach	your	target	audience.	Your	customers	do	not	care	about	what	your	product	is	made	of.	Rather,	you	have	to	tell	them	what	your	product	can	do	for	them.	Thats	why	you	should	know	your	customers	needs,	preferences,	likings,	and	limitations.	You	cannot	make	an	expensive	product	for	a	low-income	audience.	There	are	different
types	of	customers,	and	some	of	them	are	those	who	dont	feel	motivated	enough	to	buy	your	product.	This	usually	happens	due	to	doubts	in	their	minds	and	a	lack	of	trust.	So,	you	need	to	make	them	comfortable,	remove	or	clarify	any	objections,	answer	their	questions,	and	win	their	trust.	You	can	reach	them	with	email	campaigns	or	setting	chatbots
for	messengers,	etc.	Integration	of	these	departments	in	your	business	is	mandatory.	That	said,	it	is	very	important	for	these	departments	to	share	information	with	each	other.	For	instance,	sales	teams	are	more	aware	of	your	customers	pain	points	or	their	views	about	your	brand.	Your	sales	team	can	pass	on	this	information	to	the	marketing	team	so
that	it	can	develop	communication	plans	in	a	better	way.	Loyal	customers	are	the	best	assets	for	your	business.	They	not	only	buy	your	products	regularly,	but	they	bring	more	customers	(word	of	mouth	marketing).	So,	you	simply	need	to	appreciate	them	for	their	trust	in	your	brand.	For	instance,	you	can	Create	loyalty	programsOffer	them	special
discounts	on	different	occasionsSend	them	gifts	on	their	birthdays,	anniversaries,	etc.,Keep	them	updated	with	promotional	or	informational	email	campaignsSeek	regular	feedback	from	them	You	cannot	sell	an	excellent	product	unless	your	target	audience	knows	about	it.	Not	only	do	you	need	to	tell	them,	but	you	also	have	to	keep	reminding	them
as	well.	For	that,	you	need	to	invest	in	effective	marketing	campaigns	to	educate	your	customers	and	generate	maximum	leads.	Apart	from	your	mass-scale	marketing	campaigns,	you	can	send	promotional	messages,	special	discounts	or	promotional	offers,	customized	emails,	SMS,	web	push	notifications,	etc.	But,	it	is	also	very	important	to	keep	your
customer	at	ease	because	too	much	communication	can	irritate	people.	Your	sales	teams	are	one	of	the	integral	factors	in	your	sales	volume.	They	are	the	people	who	actually	Sell	your	products,	so	hire	them	wisely.	Dont	go	for	pre-written	scripts	because	they	dont	work	anymore.	Lookout	for	adaptive	people	and	quick	learners	because	hiring	the
wrong	person	will	only	waste	your	time	and	resources.	Similarly,	it	is	equally	important	to	nurture/train	your	sales	force.	Just	as	you	cannot	force	sales;	rather,	you	can	only	persuade	people.	Similarly,	you	need	to	be	more	appreciative	of	your	sales	team.	Listen	to	their	problems	and	try	to	facilitate	them.	If	they	are	doing	great,	then	show	them
appreciation	and	reward	them.	If	they	are	having	difficulties,	talk	to	them	and	give	them	confidence	by	creating	a	friendly	working	environment.	The	prosperity	of	the	economic	setup	of	this	world	depends	on	the	customers.	That	said,	more	customers	would	mean	more	sales	and,	ultimately,	more	profits.	Or	you	can	say	that	sales	are	a	decisive	factor
in	any	businesss	success.	Businesses	used	several	informal	techniques	in	the	past.	People	had	to	cover	vast	distances	to	search	for	new	markets,	faced	many	security	issues,	and	had	to	shout	at	the	top	of	their	lungs	to	sell	their	items.	But	with	the	discovery	of	quantitative	research	techniques	and	technology,	it	has	become	easy.	Attracting	more
customers	is	now	the	prime	target	for	all	the	businesses,	and	merchandising	is	a	very	effective	practice	for	this	purpose.	Merchandising	is	an	activity	of	displaying	and	promoting	products/services	for	retail	sale	in	both	brick	and	mortar	and	digital	stores.	Merchandisers	decide	the	quantity	and	price	of	products/services.	Moreover,	they	also	use
discounts	and	coupons	with	attractive	display	signs	for	increasing	sales.	Furthermore,	this	may	also	involve	the	development	of	marketing	and	promotional	strategies.	Generally,	merchandising	means	the	provision	of	products	to	the	end	consumers.	Merchandising	can	be	defined	as	Planning	involved	in	marketing	right	merchandise,	at	right	place	at
right	time	in	the	right	quantities	at	the	right	price	Moreover,	retail	sales	is	an	alternate	term	for	merchandising.	The	use	of	one	product	or	brand	for	selling	another	product	or	brand	is	also	a	type	of	merchandise.	The	retailers	may	not	be	the	producers	of	the	goods.	Therefore,	the	net	sales	value	helps	to	determine	the	performance	of	a	company.	The
retailer	is	a	third	party	acting	as	a	connection	between	the	buyers	and	the	sellers.	It	is	important	to	understand	that	the	retailers	are	not	the	actual	owners	of	the	good.	So	the	party	that	asked	for	selling	it	can	claim	the	good.	The	retailers	mostly	keep	the	item	for	some	specific	fee/profit,	thus	merely	acting	as	a	reseller.	Today	merchandisers	are
inclined	to	experience	and	implement	different	strategies	both	in	digital	stores	and	brick	and	mortar.	They	not	only	adopt	new	technologies	but	also	take	care	of	what	customers	want.	Here,	it	is	important	to	understand	the	merchandising	cycle.	Merchandising	cycles	vary	from	culture	to	culture.	Merchandisers	use	seasonal	holidays,	religious	and
cultural	festivals	as	a	tactic	to	target	special	customers.	Also	Read:	SWOT	Analysis	of	Marriott	First	of	all,	a	good	merchandising	strategy	helps	in	selling	more	items	to	the	customer.	Secondly,	merchandising	offers	more	variety	in	the	same	product	from	different	manufacturers.	As	a	result,	the	customer	feels	comfortable	to	choose	from	the	available
items.	Lastly,	the	placement	of	sale	items	will	improve	the	chances	of	customers	buying	other	items	around	these	items.	Following	are	the	main	differences	between	merchandising	and	marketing.	MarketingMerchandisingIts	about	the	advertisement	for	a	company.	Its	about	the	advertisement	of	an	item/service/good	in	retail.Companies	or	brands	use
this	tool	for	their	promotion.Companies	or	brands	use	this	option	for	the	promotion	or	marketing	of	a	specific	product	or	service.Marketing	targets	a	specific	community	or	multiple	communities.Merchandising	is	a	tool	associated	with	retail	businesses.It	is	like	transmitting	an	idea,	and	it	follows	the	4Ps	concept.It	is	an	activity	for	the	promotion	of	a
good/service	for	sale.Marketing	boosts	the	sales	of	a	company/business	by	attracting	customers.	Businesses	use	display	cards,	coupons,	promos,	etc.,	to	boost	sales	of	a	specific	product(s).This	works	after	the	closure	of	the	retail	period	of	a	product.It	has	to	establish	its	roots	before	marketing.It	provides	continuous	awareness	about	the	company.
Merchandizing	Informs	the	customers	about	the	unique	features	of	the	item/service.	A	one	size	fits	all	strategy	is	not	enough	when	it	comes	to	merchandising.	Since	the	goals	are	too	vast	for	the	retailer,	the	merchandising	strategies	also	differ	with	category	or	even	with	each	segment	to	target	a	specific	customer.	Here	are	some	of	the	most	efficient
and	useful	strategies	for	effective	merchandising:	Unique	and	glamorous	in-store	and	on-window	displaysGrouping	the	products	according	to	some	popular	contemporary	theme	(e.g.,	Christmas,	Rainy	Season,	Kids,	School,	etc.)Giving	samples	and	related	minor	items	for	freeWell	decorated	counter	and	displaysPlacing	the	search	bar	at	a	catchy
location	on	the	siteDisplaying	the	status	bar	to	demonstrate	the	progress	on	checkoutUsing	digital	data	to	provide	relevant	information	about	the	product,	such	as	videos,	images,	etc.Using	the	banners	for	advertisementUpselling,	cross-selling,	and	bundlingUsing	the	ribbon	overlays	that	clearly	show	something	unique	about	a	product	(highly	rated,
free	shipping,	bestseller,	sale,	most	updated,	etc.)Utilizing	the	sound,	motion	technology,	and	scent	for	creating	some	interactive	displaysA	dedicated	shelf	on	the	frontFree	trials	and	tasting	sessions	in	the	storeWell-designed,	eye-level	product	placement.Live	chat	feature	to	facilitate	the	customer	for	buying	the	product.Shipping	the	products	for
freeSeason-specific	and	holiday-based	packages,	decorated	and	interactive	landing	pages	with	special	offersSuggesting	the	productsAsking	for	rating	and	feedbackGrouping	the	products	effectively.	Retail	merchandising	is	a	process	of	attracting	shoppers	to	sell	products/services	by	using	marketing	and	promotional	activities.	The	products	are
available	for	sale	only	in	physical	stores	like	malls,	some	events,	or	brick	and	mortar	stores.	For	example,	the	promotion	of	a	product	by	arranging	an	interactive	event	at	some	mall	is	a	type	of	retail	merchandising.	Visual	merchandising	is	used	to	make	the	product	and	its	qualities	prominent	through	different	display	techniques.	It	could	be	proper
lighting,	product	placement,	the	spacing	between	the	products,	or	the	creative	designs.	For	instance,	explaining	the	qualities	of	a	product	through	some	image	or	video	is	an	act	of	visual	merchandising	done	online.	In	a	retail	store,	banners,	3D	art,	and	floor	patterns	are	a	part	of	visual	merchandising.	Product	merchandising	includes	all	the
promotional	activities	used	for	selling	an	item/service.	It	involves	both	in-store	and	online	products.	The	promotion	takes	place	online	or	offline	platforms,	depending	on	the	kind	of	product	and	its	presence.	Businesses	can	also	target	specific	customers	for	product	merchandising	with	the	help	of	different	modern	techniques.	For	instance,	all	the
promotional	activities	about	a	product	carried	out	through	emails,	banners,	or	coupons	are	part	of	product	merchandising.	Digital	merchandising	includes	all	the	activities	used	to	sell	a	product	on	the	internet.	This	is	also	known	as	online	merchandising	or	eCommerce.	Email	marketing	initiatives,	digital	product	displays,	and	digital	marketing	are
also	a	part	of	digital	merchandising.	People	prefer	to	buy	products	online	now	more	than	ever.	For	example,	Daraz,	Amazon,	Goto,	etc.,	are	some	online	stores	that	carry	out	digital	merchandising.	Omnichannel	merchandising	is	a	practice	to	give	a	better	experience	to	the	customers	throughout	their	purchasing	pathway.	Also,	all	kinds	of	activities	are
used	at	all	points.	It	does	not	matter	if	a	customer	is	buying	online	or	at	a	retail	store;	he/she	is	subjected	to	omnichannel	merchandising	at	every	point.	For	example,	if	an	individual	searches	for	some	item	and	leaves	the	search	engine	without	buying	anything.	Then	the	customer	will	be	targeted	in	the	future	through	emails	and	online	advertisements
about	the	relevant	product.	Also	Read:	Focus	Strategy	Definition,	Types	and	Examples	Increased	sales	are,	after	all,	the	goal	for	all	types	of	businesses.	Effective	merchandising	definitely	leaves	a	positive	impact	on	the	sale	of	the	product.	Display	signs,	coupons,	banners,	glamorous	presentation,	free	offers	attract	more	customers	that	are	willing	to
spend	their	money.	Merchandising	increases	customer	visits	to	your	selling	platform.	It	is	not	important	if	your	merchandising	efforts	are	not	giving	you	immediate	or	instant	results.	Once	a	customer	visits	your	platform,	it	will	leave	a	good	impression	on	his/her	shopping	experience.	Even	if	not	instantly,	the	customer	will	eventually	decide	to	spend
some	money	on	what	you	are	offering.	Rearrangement	of	shelves,	aisles,	and	interior	space	of	the	store	are	mandatory	for	effective	merchandising.	A	clean	and	well-managed	environment	leaves	a	pleasant	impact	on	the	human	mind.	This	is	an	attractive	strategy	for	increasing	customers	and	boosting	the	image	of	your	brand.	Merchandising	brings
you	more	sales,	but	it	also	demands	more	money,	effort,	and	time	in	the	short	run.	Creating	new	banners,	signs,	coupons,	and	shelves	can	add	up	instantly	to	your	expenses.	More	sales	coming	in	every	day	means	youll	certainly	need	more	staff	to	manage	things.	The	effective	management	of	the	sales	department	precedes	the	need	for	more	human
resources.	This	ultimately	asks	for	more	money.	This	is	the	biggest	drawback	of	successful	merchandising.	Indeed	it	is	a	great	method	to	boost	your	sales,	but	this	stage	continues	shining	as	long	as	you	keep	pouring	money	on	merchandising.	So,	more	money,	energy,	and	time	are	required	for	satisfying	the	current	customers	and	engaging	the	new
ones.	The	sale	process	is	more	than	just	selling	products	or	services	and	closing	the	deal.	It	is	a	step	by	step	process	which	begins	long	before	the	contact	of	the	customer	and	the	salesman.	Now,	the	question	is	whats	the	point	of	following	the	sales	process?	Why	not	just	follow	the	conventional	approach	of	selling,	sell	the	product	and	get	it	over	with.
It	is	because	the	sale	process;	Develops	and	nurtures	the	relationship	between	the	customer	and	the	seller,Helps	you	to	implement	marketing	strategies	effectively,Lowers	the	customer	acquisition	cost	and	bring	more	customer	referrals,Allows	you	to	speed	up	the	sales	Depending	on	thenature	of	business	and	different	types	of	sales	teams	and	reps;
different	salesteams	follow	different	sales	processes.	However,	the	standard	seven	stepsinvolved	in	the	sales	process	which	are	mostly	followed;	starting	from	findingthe	customer,	customer	acquisition,	sale,	then	building	a	long-termrelationship	with	the	customers.	Here	are	the	7-stepsof	Sales	Process.	This	is	the	first	step	in	the	sale	process	where
you	find	your	initial	customer,	and	then	you	check	whether	or	not	his	need	and	demand	for	your	product	or	service.	While	doing	so,	you	also	check	whether	he	qualifies	to	pay	for	the	product	or	not.	You	make	the	firstcontact	with	your	customers	at	this	stage,	by	reaching	the	market	andcollecting	all	the	relevant	data	related	to	the	sale	of	the	product
or	service.You	also	develop	your	sales	strategy	that	how	youd	target	the	needs	of	yourcustomers.	You	approach	yourinitial	and	prospect	customer	at	this	stage,	this	is	the	only	chance	you	havegot	to	connect	with	your	customer.	The	contact	could	be	personal,	face	to	face,emails,	or	telephone	calls.	There	are	usually	three	ways	to	approach
yourcustomers;	Premium.	Youprovide	a	gift	at	this	stage	to	your	customer	even	before	the	occurrence	of	thesales.Questions.	Youask	certain	questions	to	your	customers	at	this	stage,	to	attract	theattention.Gifts/free	sample.	Youprovide	a	sample	of	your	product	to	your	customers	for	free.	The	purpose	is	toget	the	reviews	of	people.	You
presentdifferent	features	of	the	product	to	your	target	customers	and	how	they	couldmeet	their	needs	and	requirements.	The	presentation	could	be	in	the	form	of	avideo,	written	post	or	a	PowerPoint	presentation.	But	it	doesnt	have	to	be	alecture	method;	customers	needs	and	demands	should	be	listened	first,	and	thenplan	the	presentation
accordingly.	You	have	successfully	pitched	your	product	to	your	potential	customers;	addressing	customers	views	and	objection	is	the	most	important	part	because	it	could	save	from	a	lot	of	future	failure	costs.	People	often	ignore	this	stage;	they	just	call	it	that	these	are	just	a	few	people.	Those	objections	could	be	about	anything,	brand	name,	price,
product	improvement,	etc.	Successfully	closingthe	deal	is	an	art	which	requires	a	plethora	of	practice.	The	best	practice	isto	start	with	the	proposal	of	the	product,	present	its	different	featuresbefore	disclosing	the	price.	Once	youre	finished	with	the	proposal,	and	thendiscuss	the	price	of	the	product.	Sales	tips:	offerthem	some	discounts,	provide	them
available	choices,	so	that	they	could	makethe	decision	what	you	want.	The	blundersalespeople	often	make	that	they	think	that	their	job	is	done	after	the	sale.Thats	where	theyre	wrong.	Getting	reviews	of	the	customers	and	how	was	theirexperience?	It	is	also	equally	important.	If	they	are	happy	with	the	product,then	theyd	refer	your	product	to	their
friends	as	well.	Flowchart	of	the	sales	process	is	a	graphical	representation	of	different	stages	of	the	sale	process;	that	how	a	product	moves	from	stages	and	then	finally	reaches	the	hands	of	the	customer.	Sales	Flowchart	is	very	useful	to	train	new	sales	reps	and	employees	and	explain	to	them	the	importance	of	various	stages	of	the	sale	process.
Different	types	of	businesses	use	different	flowcharts	because	the	stages	to	the	sale	process	vary	from	business	to	business.	However,	there	are	different	software	which	help	you	to	create	your	customized	flowchart.	Creately.Com.	Creately	provides	you	diagram	and	flowchart	software	where	you	can	edit	built-in	flowchart	templates	and	make	your
own.	Lucidchart.Com.	Lucidchart	provides	your	ready-made	templates	and	also	gives	you	the	option	of	making	some	change	according	to	your	requirements.	by	LucidChart	Real-life	example	of	one	real-estate	business	which	follows	the	sale	process;	even	in	the	economic	downturn	where	real	estate	business	is	one	which	is	mostly	affected.	Stages	of
the	sale	process	are	as	follows;	They	search	for	the	people	who	want	to	sell	their	house;	after	the	search	and	compilation	of	the	list.	They	contact	the	lenders	and	put	their	houses	up	for	sale.	As	the	name	implies,	the	exchange	of	documents	takes	place	between	the	lenders	and	the	company.	They	negotiate	on	the	price	and	percentage	of	what	they
keep,	and	then	they	also	discuss	short	term	and	long	package	details.	The	lawyers	of	the	lenders	and	the	company	check	and	review	each	others	documents.	If	theres	any	discrepancy	to	found,	then	the	party	is	required	to	correct	it.	After	the	reviewing	and	screening	stage,	all	the	documents	are	sent	for	the	approval	of	the	loan.	If	the	documents	are
verified,	the	letter	is	sent	to	the	listing	agent.	If	it	doesnt,	then	each	party	make	the	counteroffer	to	close	the	deal.	This	the	final	stage	where	all	the	finances	are	complete.	Everything	is	finalized.	This	is	one	exampleof	the	funnel	of	the	sale	process	where	parties	follow	each	stage,	and	thenthey	close	the	deal.	There	is	no	place	for	errors,	each	party
should	agree	toall	the	terms	and	conditions.	Nothing	should	be	hidden,	and	all	the	partiesshould	have	confidence	and	trust	in	another;	because	this	is	the	only	way	thatthey	will	close	the	deal.	Stages	of	funnel	ofthe	sale	process	may	vary	from	business	to	business.	Some	businesses	might	havea	few	stages	and	others	have	long.	Integrated	Marketing
Communication	or	IMC	is	a	marketingstrategy	that	aligns	and	interconnects	the	various	platforms	and	communicationchannels	to	create	a	singular	branding	message.	Through	the	use	of	an	IMCapproach	towards	marketing,	a	brand	can	achieve	a	variety	of	competitiveadvantages.	The	IMC	approach	is	targeted	towards	achieving	maximum	brand
awareness	through	marketing	channels	such	as	advertising	and	content	creation.	Larger	brands	use	it	to	retain	their	business	persona.	While	smaller	businesses	use	it	to	create	an	impact	in	the	market.	Lets	discuss	the	importance	of	an	IMC	approach	towardsmarketing	and	its	various	tools	and	challenges	as	well.	It	allows	for	tapping	into	a	larger
audience	base	bycreating	a	singular	brand	message	through	various	mediums.	And,	all	marketingplatforms	can	integrate	this	singular	message	in	their	own	content.	IMC	is	the	best	way	to	increase	brand	awareness	amongtarget	groups.	Blending	of	multiple	tools	to	create	effective	messages	is	aneffective	way	to	achieve	this.	Moreover,	there	is	a	huge
range	of	IMC	basedcampaign	tools	that	a	brand	can	use.	Integrated	marketing	messages	can	provide	a	long-termrelationship	between	the	customer	psyche	and	the	brand.	So,	this	can	beimmensely	helpful	for	beginner	brands	in	creating	a	solid	and	loyal	customerbase.	Using	this	type	marketing	campaign	is	the	most	budget-friendly	method	of
achieving	maximum	brand	awareness	and	branding	success.	Moreover,	it	is	very	fast	and	integrates	into	any	marketing	process.	The	following	are	the	integrated	marketing	communication	tools	that	can	be	integrated	into	any	marketing	campaign	to	give	it	a	360	degree	approach.	Advertising	makes	use	of	multiple	platforms	and	media	channels	to
present	the	brand	message.	Thus,	by	using	the	IMC	approach	in	advertising,	you	can	advertise	a	singular	brand	message	across	different	classes	and	social	groups	to	achieve	maximum	reach.	Since	this	is	one	of	the	most	expensive	forms	of	marketing,	an	IMC	approach	can	provide	the	best	ROI	as	well.	For	any	form	of	sales	promotion,	such	as	a
giveaway	or	acontest	run	through	an	IMC	approach,	you	can	achievea	greater	short	termbranding	success.	The	sole	purpose	of	sales	promotions	is	to	draw	attentiontowards	a	particular	product	or	brand.	Thus,	you	can	add	this	with	a	singularbranding	message	that	provides	insight	into	the	brand	values.	With	the	help	of	personal	selling,	you	can
highly	customize	customer	and	salesperson	interactions	to	provide	maximum	customer	satisfaction.	Later	stages	of	marketing	make	heavy	use	of	personal	selling	techniques.	So,	an	IMC	campaign	can	help	plan	these	techniques	as	well.	A	brand	often	conducts	workshops,	competitions,	and	otherevents	to	promote	their	presence.	In	such	cases,	the
usage	of	a	singularcommunication	platform	that	incorporates	all	the	aspects	of	the	brand	is	thebest	means	of	reaching	out	to	the	target	markets.	An	IMC	based	email	marketing	campaign	can	generate	brandawareness	alongside	leads.	This	holds	true	for	other	forms	of	direct	marketingsuch	as	telecalling	as	well.	So,	with	the	help	of	an	IMC	based
approach	intargeted	marketing,	you	will	be	able	to	generate	brand	awareness	regardless	oflead	quality.	Social	media	based	communication	is	one	of	the	primary	waysthrough	which	a	brand	should	reach	out	to	its	target	markets.	An	IMC	strategywill	ensure	that	all	social	media	based	content	carries	the	core	brandingmessage.	Smartphones	and	other
smart	devices	are	a	perfect	way	tomarket	a	brand	to	the	new	generations.	Thus,	by	creating	an	integrated	approachyou	can	present	core	brand	values	through	mobile	marketing.	There	are	many	barriers	you	might	face	when	implementing	an	integrated	campaign.	The	primary	reason	businesses	are	unable	to	pull	off	anintegrated	marketing	campaign
is	the	lack	of	resources.	We	need	marketingexperts	and	managers	to	pull	off	such	a	process,	which	most	businesses	do	notpossess	or	are	unlikely	to	train	for.	Moreover,	the	entire	process	needs	to	bebased	on	a	highly	accurate	calendar.	And,	a	central	communication	will	need	tobe	managed	by	trained	executives.	The	upper	management	needs	to
ensure	proper	planning	of	allthe	resources	and	support	based	services	for	the	marketing	campaigns.	An	IMCbased	marketing	approach	is	only	possible	when	the	brand	has	a	strong	uppermanagement	layer.	Many	firms	and	businesses	need	to	be	in	sync	in	order	torun	an	integrated	campaign.	However,	since	the	current	corporate	culture	doesnot
promote	such	efficient	levels	of	communication,	most	campaigns	are	morethan	likely	to	fail.	Sometimes	companies	need	to	simplify	their	message	and	turndown	the	creativity	levels	in	order	to	launch	and	integrated	marketing	campaign.	These	two	successful	IMC	campaign	examples	will	surelyboost	up	your	decision:	The	hashtag	is	perhaps	one	of	the
strongest	modern	tools	of	marketing.	The	Canadian	clothing	brand	Leo	Brunnet	used	it	to	its	maximum	effectivity	through	an	IMC	approach.	The	hashtag	#LikeAGirl	opposes	the	common	sexist	slur	used	towards	women	and	they	presented	it	primarily	through	a	marketing	video	the	brand	made.	However,	each	piece	of	product	they	made	henceforth
carriedthe	slogan	in	one	way	or	another	and	it	was	also	a	part	of	all	their	marketingcampaigns.	And,	this	provided	the	brand	with	an	awareness	boost	like	no	other.This	integrated	campaign	not	only	also	received	generated	85	million	viewsacross	the	globe	and	won	the	D&D	award	under	several	categories.	Dominos	took	the	concept	of	fast	food	to
another	level	with	this	integrated	marketing	campaign.	This	allowed	people	to	order	from	their	closest	Dominos	outlet	even	via	a	text	message	or	a	tweet.	They	set	up	a	webpage	anyware.dominos.com	that	provided	all	details	regarding	the	campaign.	And,	this	served	as	their	primary	communication	node.	All	of	their	products	and	campaigns	were	to
lead	people	towards	this	website	and	it	received	over	500,000	hits.	Various	advertisements	followed	it,	and	the	brand	was	able	to	digitalize	almost	50%	of	its	orders.	Sale	is	the	process	comprised	of	all	the	activities	that	a	business	performs	to	sell	its	product	and	service.	Multiple	parties	involved	in	the	sales	process	and	theyre	as	follows;	Buyer.	Its
the	person	who	wants	to	purchase.Seller.	Its	the	person	who	wants	to	sell.Product/services.	Its	the	commodity	that	brings	buyer	and	seller	at	one	platform.Sale	process.	The	activities	that	a	company	or	business	performs	to	sell.	The	sales	staff	of	a	company	approach	and	contact	those	people	who	are	interested	in	buying	the	product	or	service	that
youre	offering.	They	may	have	contacted	you	on	social	media,	liked	your	offer,	downloaded	the	information,	or	visited	your	website.	The	purpose	of	the	contact	to	follow	the	lead	that	would	probably	be	your	target	market,	and	they	would	buy	your	product	or	service.	Sale	is	doing	the	transaction,	it	wont	complete	without	the	transaction.	Here	are
some	of	the	commonly	used	terms	for	sales	as	follows;	Sales	associate	also	goes	by	many	names	like	salesperson,	sales	rep,	retailer,	sales	agent,	or	seller.	Its	the	person	who	carries	out	all	the	operations	relevant	to	the	sales	of	products	or	services.	A	prospect	is	the	stage	when	the	sales	associate	of	the	company	makes	a	contact	to	sell	product	or
service.	The	prospecting	technique	could	be	in	the	form	of	emails,	calls,	warning	emails,	or	social	media	contacts.	If	any	of	those	calling	person	shows	interest	in	the	companys	product,	then	sales	associates	use	various	closing	methods	to	convert	prospects	into	actual	customers.	Cold	calling	falls	in	the	category	of	telemarketing	or	in-person	door	to
door	visits	when	the	caller	requests	the	potential	customer	who	has	no	experience	with	any	of	the	companys	salesperson	before.	This	marketing	term	is	one	of	the	old	forms	of	marketing	technique	of	seller.	Cross-selling	is	when	the	seller	offers	the	customer	more	products	to	buy	after	his	shopping.	In	other	words,	its	the	process	of	convincing	the
existing	customer	to	spend	more	money	on	the	additional	relevant	products.	The	most	common	example	of	cross-selling	can	be	seen	in	the	online	stores,	they	offer	items	that	are	bought	together.	Customers	who	bought	this	item,	they	bought	that	item	as	well.	Sales	pipeline	means	graphically	representing	all	the	steps	involved	in	the	sales	process.	It
helps	the	sales	associates	to	see	and	understand	the	phase	where	the	prospects	are	in	the	sales	cycle.	Sales	and	marketing	are	completely	different	things	and	they	involve	different	processes.	The	activated	involved	in	the	marketing	are	as	follows;	Producing,	developing	and	offering	some	valuable	product	or	service	to	the	customers.When	the
product	is	ready,	then	talking	about	it	to	your	prospects	and	customers,If	the	customers	like	your	product,	then	they	would	purchase	it	from	you.You	deliver	the	same	product	that	you	have	offered.	Sales,	on	the	other	hand,	is	the	process	of	transaction	and	selling	your	product	and	service	to	your	potential	customers.	Its	one	small	part	of	the	whole
marketing	process.	Business	development	means	building	a	long	term	business	relationship	with	your	target	market	and	potential	customers.	In	other	words,	BD	is	the	long	terms	growing	process	of	your	business.	It	involves	following	activities;	Building,	developing	and	maintain	a	long	term	relationship	with	your	companys	stakeholders,	potential
customers,	and	the	market	as	well.Finding	out	new	opportunities	in	the	marketing	and	working	on	them.Making	use	of	all	the	opportunities	available	at	hand,	and	trying	to	close	as	many	deals	as	possible.	The	sale,	in	the	context	of	business	development,	is	the	process	that	deals	with	the	potential	and	prospective	customers	and	trying	to	make	most
out	of	it.	The	success	of	any	organization,	business	or	company	depends	on	its	sales	department,	because	its	the	only	unit	of	the	organization	that	generates	cash	and	money	and	brings	it	on	the	table.	The	importance	of	sales	as	follows;	Business	would	keep	on	growing	if	the	sales	associates	are	repeating	the	sales,	and	closing	more	deals	over	and
over	again.	When	the	business	has	more	money,	then	it	would	expand	its	business	operations	and	growth	continues.	If	the	sales	associates	are	polite	and	have	a	kind	attitude,	then	they	would	attract	and	retain	more	people.	Customers	usually	like	those	sales	personals	who	provide	the	exact	information	about	what	they	are	looking,	instead	of	just
focusing	on	selling	their	products.	Marketing	and	advertisements	attract	customers	towards	the	companys	product	or	service	and	then	make	them	to	demand	it.	Sale	is	the	end	of	the	marketing	funnel	that	converts	the	prospects	into	actual	customers.	Sales	fill	the	gap	between	the	customers	and	the	company	through	product	that	can	fulfill	their
needs.	Often	sales	personals	are	dealing	with	prospects	that	are	already	aware	of	the	products.	Here	are	some	of	the	following	types	of	sales	are	as	follows;	Some	sales	associates	prefer	to	approach	and	contact	prospects	remotely	via	emails,	telephonic	calls,	text	messages,	and	social	media	contact.	Inside	doesnt	involve	face	to	face	and	direct	contact
of	buyer	and	seller.	There	are	those	sellers	who	go	out	to	do	the	fieldwork	and	make	direct	contact	with	prospective	clients,	and	convert	them	into	customers.	Outside	sales	is	the	traditional	type	of	selling	that	we	can	see	it	in	the	market,	shops,	and	bazaar.	Business	to	business	or	B2B	type	of	sales	when	a	business	sells	its	products	and	services	to	the
other	business	for	further	reuse;	the	final	product	of	one	business	is	a	raw	material	to	the	other	business.	One	business	doesnt	sell	its	products	to	the	end	consumers.	Business	to	consumer	or	B2C	type	of	sales,	as	the	name	implies,	where	businesses	directly	sell	their	products	and	services	to	the	end	consumers.	B2C	doesnt	offer	its	product	or	service
to	the	other	businesses	as	a	raw	material	for	further	reuse.	Product	sales	involve	sales	of	tangible	and	physical	products	that	you	can	touch	and	feel	its	texture	and	surface.	Like	CDs,	DVDs,	clothes,	and	digital	products	like	software.	Service	sales	deals	with	the	sales	of	an	intangible	and	non-physical	product	like;	plumbing,	electrician,	teaching,
banking,	consultancy,	and	development.	Affiliate	sales	are	when	a	platform	or	business	offers	its	platform	to	the	other	business	to	increase	its	sales,	in	exchange	for	a	certain	amount	of	commission	per	sale.	E-commerce,	online	stores,	sell	it	and	Shopify	falls	in	the	category	of	online	sales.	Where	you	select	something	that	you	want,	place	your	order,
and	the	online	store	would	send	it	to	you	on	your	address	that	you	provide.	Offline	sale	is	the	traditional	type	of	sales	where	you	visit	the	shopping	mall	or	supermarket	and	buy	something	from	there.	Buying	something	either	from	an	online	store	or	the	store	near	to	your	house	is	an	example	of	a	sale.	Where	you	ask	for	something,	the	seller	provides
you	the	answer.	If	you	pay	for	the	product	and	buy	it,	this	transaction	is	the	sale.	We	have	studied	different	types	of	sales,	and	how	it	is	important	for	a	business	or	a	company.	Now,	you	should	choose	what	types	of	sale	suits	your	business,	then	carefully	apply	it	and	youll	see	the	impact	of	it.	Personal	selling	was	one	of	the	leading	techniques	for	a	very
long	period	in	history.	In	fact,	it	wont	be	wrong	to	say	that	it	was	probably	the	only	form	of	product	or	service	selling	when	business	activities	became	common.	However,	globalization	and	the	advent	internet	and	social	media	have	reduced	personal	selling	to	one	of	many	selling	and	marketing	techniques.	The	selling	technique	may	not	be	as	common
as	it	was	before.	Still,	there	are	so	many	organizations	that	heavily	rely	on	this	selling	technique.	Lets	find	out	in	detail.	Personal	selling	is	a	face-to-face	technique	where	a	sales	representative	approaches	a	potential	customer	or	the	lead	personally	to	sell	a	product	or	service.	This	technique	is	more	common	in	the	B2B	arena,	but	it	doesnt	mean	B2C
companies	dont	incorporate	personal	selling	in	their	overall	selling	strategies.	Personal	selling	becomes	more	important	in	the	B2B	industry	because	you	need	to	convince	another	business.	Statistically,	companies	lose	69	percent	of	their	B2B	customers	just	because	of	indifference	or	failure	to	show	enough	empathy	and	value.	This	is	where	a
professional	and	skilled	salesperson	comes	in	because	a	personal	touch	can	clear	many	ambiguities.	Also	Read:	Outbound	Marketing	Vs.	Inbound	Marketing	Technically,	personal	selling	has	six	main	features:	It	is	a	form	of	selling	where	both	buyer	and	the	seller	meet	each	other	face-to-face.Personal	relationship	development	between	the	potential
buyer	and	the	salesperson	is	another	feature.	This	leads	to	sales	and	long-lasting	profitable	connections.Both	buyer	and	seller	converse	orally	in	this	face-to-face	meeting.	Both	parties	talk	about	the	features	and	benefits	of	the	product	or	service.As	the	client/potential	client	has	a	face-to-face	meeting	will	the	salesperson,	it	allows	a	smooth	and	instant
response	to	the	queries	from	the	buyer.Selling	in-person	is	a	great	way	to	know	about	potential	clients	preferences,	likes,	dislikes,	etc.Making	the	sale	is	the	last	and	most	important	feature	of	personal	selling.	The	main	purpose	is	to	sell	the	product	or	service	and	not	just	inform	the	potential	client.	Of	course,	the	main	objective	of	any	sales	is	to	sell
the	products	or	services	and	build	a	long-lasting,	profitable	relationship	with	the	customer.	But	some	major	objectives	of	personal	selling	are	described	below:	Attracting	and	Engaging	the	Potential	Buyer/Lead.	The	first	objective	to	attract	a	potential	customer	who	has	shown	any	interest	in	your	product	or	service.Properly	Educating	the	Potential
Client.	It	involves	properly	educating	the	potential	customer.	This	includes	educating	about	the	benefits,	value-added	features,	price,	and	everything	about	a	product	or	service.Urging	or	Convincing	the	Potential	Client	to	Buy.	Educating	the	potential	client	is	not	enough.	A	salesperson	needs	to	convince	the	potential	buyer	that	this	product	or	service
is	the	best	solution	to	his/her	specific	need(s).Making	the	Sales.	This	is	indeed	the	basic	motive	to	conclude	the	sale.	In	fact,	the	number	of	sales	is	the	measure	of	success	in	personal	selling.Sales	Repetition.	As	mentioned	earlier,	It	is	about	making	sales	and	building	a	long-lasting,	profitable	relation.	Basically,	there	are	three	main	types/roles	in
personal	selling:	Order	takers	have	two	further	categories:	Inside	order	takers:	They	generally	dont	meet	the	clients/customers	directly.	Retail	Sales	Assistants	are	a	common	example	of	inside	order	takers.Outside	order	takers:	They	visit	the	field	and	meet	the	customers	directly.	Order	takers	are	the	salespersons	whose	job	is	solely	transactional,	i.e.,
they	take	orders	from	the	customers.	Their	job	is	to	answer	the	queries	from	the	customers/potential	customers,	but	they	dont	directly	increase	sales.	These	salespersons	dont	make	sales	directly	to	the	end	consumers.	Rather,	they	create	orders	for	the	companies.	This	type	of	personal	selling	is	common	in	the	B2B	market.	For	instance,
pharmaceutical	companies	hire	sales	representatives	that	convince	potential	customers	(medical	practitioners,	etc.)	to	promote	their	companys	product(s).	These	practitioners	then	prescribe	that	specific	medicine	(product)	to	the	end	consumers.	The	front-line	salespersons	actually	persuade/convince	the	potential	customers	to	buy	a	product	or
service.	Also	Read:	Strategic	Alliance	Definition,	Types	and	Examples	Personal	selling	is	not	a	technique	that	fits	in	all	types	of	business.	It	works	better	if	you	incorporate	it	into	your	overall	sales	strategy.	Still,	there	are	many	businesses	where	personal	selling	is	a	more	suitable	option,	such	as:	When	a	company	sells	specialized,	technical,	or	costly
equipment/product	such	as	software,	homes,	etc.Personal	selling	also	works	better	when:You	are	selling	a	high	unit	value	productWhen	you	are	introducing	a	new	product.When	a	product	needs	proper	demonstration	before	usage.Businesses	go	for	personal	selling	when	they	have	a	limited	number	of	large-sized	clients.This	type	of	selling	is	also	a
favorable	option	for	companies	that	cannot	afford	the	advertisement	of	their	products	on	different	advertising	channels.It	is	most	suitable	when	a	company	has	infrequent	but	valuable	purchases.	Personal	selling	is	not	just	selling	products	or	services.	It	is	a	process	where	salespersons	built	a	long-term	business	relationship	with	the	customers.
Following	are	the	techniques	that	salespersons	use	in	personal	selling:	Strictly	speaking,	prospecting	is	the	lead	generation	stage	where	salespersons	search	for	workable	potential	clients.	The	term	workable	means	those	prospects	that	can	be	converted	into	actual	clients	if	they	are	approached	and	managed	properly.	After	the	lead	generation,	a
salesperson	needs	to	collect	maximum	information	about	the	potential	clients	(individuals	or	companies).	If	you	intend	to	target	a	company,	you	need	stronger	preparation.	For	instance,	you	need	to	know	the	products	offered	by	the	company,	their	sales	volume,	their	managerial	panel,	etc.	This	is	one	of	the	most	important	stages	in	this	process.	The
term	the	first	impression	is	the	last	impression	fits	best	in	this	context.	Homer	B.	Smith	has	suggested	some	approaches	that	can	help	you	during	this	stage:	Ask	your	prospect	a	question	most	preferably	related	to	the	sales	presentation.You	can	offer	a	free	service	or	any	benefit	according	to	your	prospects	needs.A	referral	can	be	of	great
help.Acknowledge	and	appreciate	any	achievement	of	your	prospect.	Once	you	have	successfully	convinced	a	prospect	for	a	sales	presentation,	it	is	time	to	impress	them.	Salespersons	use	different	approaches	according	to	their	needs.	However,	canned	presentation	or	stimulus-response	learning	theory	is	one	of	the	oldest	methods.	Canned
presentation	means	you	can	convince	a	lead	if	you	can	expose	them	to	the	right	stimuli	such	as	pictures,	terms,	words,	actions,	etc.	According	to	82%	of	B2B	buyers,	salespeople	are	not	prepared	and	avoid	these	meetings	as	they	consider	it	a	waste	of	time.	No	matter	how	much	you	prepare	for	all	possible	questions,	you	will	end	up	facing	questions
out	of	syllabus.	This	is	the	stage	where	your	presence	of	mind	will	be	tested.	One	thing	you	must	do	to	tackle	this	situation	is	to	have	complete	knowledge	of	the	product	you	are	selling.	Closing	a	deal	means	asking	for	the	order.	Once	a	salesperson	completes	the	presentation,	the	next	step	is	to	ask	the	customer	to	make	the	order	at	the	end	of	the
presentation.	Asking	for	the	order	needs	confidence	and	the	ability	to	read	the	cues	from	the	prospect.	It	is	equally	important	to	stay	in	touch	with	the	customer	after	making	the	sale.	A	salesperson	should	inquire	about	the	product	and	its	functionality	or	if	the	prospect	needs	any	assistance.	A	regular	follow-up	helps	in	building	confidence	and	a	long-
term	relationship	with	the	customer.	Also	Read:	Horizontal	Integration	Definition,	Pros,	Cons	&	Examples	Advantages	of	Personal	SellingDisadvantages	of	Personal	SellingUnlike	mass	marketing	it	allows	the	companies	to	create	two-way	communication	that	helps	the	salespersons	to	adjust	according	to	the	customers	response	and	get	regular
feedback.One	of	the	biggest	disadvantages	of	personal	selling	is	that	it	is	pretty	expensive.	First,	you	have	to	bear	the	training	costs,	and	then	the	cost-per-action	is	also	higher.It	helps	in	developing	and	strengthening	personal	relationships	with	the	customers.	As	salespersons	are	in	direct	contact	with	the	customers,	they	can	cater	to	their	needs	in
the	best	possible	way.A	salesperson	can	score	high	salaries	if	he/she	knows	the	drill.	That	is	why	the	turnover	ratio	is	higher	in	salespersons.	This	can	be	very	frustrating	for	the	companies	as	they	not	only	have	to	train	the	new	sales	force,	but	it	can	also	dent	the	relation	with	the	customers.This	sales	strategy	helps	the	salespersons	to	collect
information	about	their	competitors,	their	products,	etc.Generally,	there	is	a	misconception	that	people	often	presume	that	salespersons	are	aggressive	and	annoying.	This	is	one	of	the	biggest	challenges	for	salespersons.Direct	interaction	with	the	prospects	and	customers	can	help	salespersons	in	understanding	their	needs	in	a	better	way.Some
prospects	are	hard	to	reach	because	they	usually	dont	respond	to	other	modes	of	marketing.	However,	personal	selling	works	best	for	such	prospects	as	you	can	reach	them	directly.	Personal	selling	is	very	common	in	the	B2B	industry.	There	are	so	many	examples	of	personal	selling	in	the	B2C	market.	Some	of	them	are	mentioned	below:	Medical
representatives	are	a	very	common	example	of	personal	selling.	Mostly,	medical	companies	such	as	GSK	(GlaxoSmithKline)	hire	Salespersons	that	approach	medical	practitioners	on	behalf	of	their	respective	companies	and	persuade	them	to	prescribe	their	products	to	end	consumers.	Many	multinational/international	retail	stores	such	as	Ikea,
Walmart	hire	sales	staff.	This	staff	helps	people	in	choosing	suitable	products	according	to	their	needs.	Food	manufacturing	companies	hire	sales	staff	that	approaches	retailer	and	wholesalers	to	sell	a	companys	products	in	their	stores.	A	sale	is	an	activity	that	generates	profit	or	revenue	for	every	business	which	consequently	covers	all	the	costs	and
expenses.	Sale	is	very	important	for	every	organization.	However,	there	are	many	ways	to	achieve	the	sale,	easy	and	difficult	both,	they	vary	from	business	to	business.	As	the	name	implies	sales	analysismeans	analyzing	the	companys	sales	over	time.	Different	companies	create	salesanalysis	reports	at	different	times;	it	might	be	on	a	daily	basis,
weeklybasis,	monthly	basis,	quarterly	basis	or	annual	basis.	The	purpose	of	saleanalysis	is	to	check	the	companys	performance	and	how	it	can	be	improved.	By	analyzing	the	sales	data	helps	us	to	see	the	opportunities	that	we	have	missed	or	couldnt	claim	it	in	the	past	and	how	we	can	achieve	it	in	the	future.	It	also	helps	us	to	make	better	decisions
like	which	product	to	keep	(continue)	and	which	to	discontinue.	Or	rearrange	market	activities,	change	in	the	manufacturing	process,	inventory	management	and	which	scheme	or	offer	to	be	launched	or	not.	It	would	be	absolutely	right	if	we	say	that	sales	analysis	equals	to	customer	analysis	because	it	tells	us	the	buying	and	shopping	of	our	targeted
customer	and	how	he	reacts	to	our	product	or	service.	Whenever	a	company	plans	to	launch	anew	product;	it	is	actually	based	on	the	sales	analysis	which	tells	us	markettrends	and	customers	buying	pattern.	Sale	analysis	also	tells	the	timing	ofthe	product	to	be	launched,	seasonally	or	off	seasonal,	holidays	or	festivals,because	customers	buying
pattern	changes	depending	upon	the	timing	andsituation.	All	the	top	management	decisions	arebased	on	the	sales	analysis,	for	instance,	if	a	product	isnt	selling	then	thecompany	will	decide	to	discontinue	the	product.	Back	in	2005-2006,	Nokia	buttonpad	phones	were	at	their	peak	but	the	management	of	Nokia	ignored	salesanalysis	reports	and
growth	of	upcoming	touchpad	phones	at	the	time.	Whathappened?	10	years	later,	Samsung	captured	the	whole	market	of	touchpad	phoneswhich	were	once	belonged	to	Nokias	button	pad	phones.	Why?	Nokias	managementrefused	to	make	a	decision	based	on	the	sales	analysis	report.	Different	companies	use	differenttypes	of	sales	analysis	depending
upon	their	requirements.	Here	are	some	suchas;	It	describes	the	product,	link	orchannel	of	distribution	isnt	selling	well	and	how	it	could	be	improved,	or	itshould	discontinue.	As	the	name	implies,	it	foretellsthe	future	sales	based	on	the	current	and	past	sales	analysis	reports	andtiming.	The	sale	of	different	products	isdifferent	at	different	times	of	the
year.	For	instance,	winters	clothes	areonly	sold	in	the	winter,	but	not	in	summer.	Summer	clothes	are	only	sold	in	thesummer,	not	in	the	winter.	The	purpose	of	sales	analysis	is	toget	the	exact	results	of	profit	by	sales.	Now,	the	question	is	how	to	presentyour	data	into	some	understandable	format,	heres	a	link	to	some	templates;	Template.net	is	a
good	place	where	you	can	find	sales	analysis	templates	in	different	formats	like	Word,	PDF,	and	excel.	These	sales	templates	can	help	you	to	collect	and	analyze	sales	data.	This	website	is	another	good	example	of	marketing	and	sales	templates.	It	is	not	possible	to	set	targets	for	the	upcoming	period	without	a	detailed	analysis.	This	is	a	place	where
you	can	find	desired	templates	to	analyze	your	sales	reports,	revenue,	loss	or	any	other	expense	incurred.	Sales	analysis	report	can	help	you	to	discover	very	valuable	information;	it	could	be	whether	to	change	the	product,	price	or	even	launch	some	new	product	or	service.	The	difference	between	the	financial	statement	and	sales	analysis	report	is
that	the	financial	statement	only	provides	you	sales	records	and	numbers.	Sales	analysis	report,	on	the	other	hand,	also	provides	you	the	new	opportunities	to	grow	your	business	and	how	it	can	be	improved	along	with	the	financial	statement.	Sales	analysis	report	provides	you	an	opportunity	to	dig	deeper	through	the	surface	of	certain	product,
service	or	department.	If	youre	planning	to	create	a	sales	analysis	report,	then	your	objectives	must	be	outlined,	such	as;	Repetitivesales	to	your	targeted	customers	at	one	location	Newly	acquiredcustomer	in	a	given	time	periodFrequentlymentioning	the	purchases	during	the	campaign.	Your	company	must	decide	how	oftenthey	want	to	track	their
sales	whether	it	is	daily,	weekly,	monthly,	quarterly,and	so	on	because	it	gives	you	an	overview	of	your	previous	sale.	There	must	bemore	than	one	sales	analysis	reports	with	multiple	variables.	How	frequently	your	sales	analysisreports	should	be;	it	depends	on	the	nature	and	category	of	sale.	As	Gandyexplains	it	that	you	want	more	frequent	reports
during	the	period	of	marketingpromotions	and	in	the	season	rather	than	in	an	ordinary	typical	month.	You	must	know	your	key	variables	andhow	they	are	going	to	provide	you	the	necessary	data	to	achieve	yourobjectives.	Gandy	suggests	that	one	should	drill	down	from	top	to	bottom	formore	detailed	variables	like;	Location	DateAmount	of	sale	If	you
want	to	be	more	precise	aboutyour	product	line,	service,	and	customer	trends;	then	add	some	more	detailedvariables	such	as;	Product	number	Gross	margins	of	the	product	Category	of	the	product	Customer	data	like	phone	number,	email	address,	and	nameMetrics	for	your	sale	campaign	Collect	all	the	data	(sales)	from	the	sales	point	to	customer
management	and	put	it	into	a	spreadsheet.	Once	you	have	your	required	sales	data	in	an	excel	spreadsheet.	Now	convert	it	into	line	graph	or	bar	chart,	its	all	automatic,	just	select	the	option	and	excel	will	the	rest.	This	graphical	representation	will	tell	you	that	which	of	your	sales	variables	are	decreasing,	growing,	and	maintaining	a	steady	level.	You
can	also	compare	your	sales	performance	in	a	certain	time	period	like	a	holiday,	off-seasons,	festivals,	and	etc.	To	check	your	sale	performance	from	the	historical	perspective,	you	can	track	certain	incrementing	variables	over	the	life	of	your	product,	service	or	business.	Once	your	data	is	present	in	chartsand	graphs;	then	the	final	step	is	to	analyze
your	sales	report	and	look	formarket	emerging	patterns	and	trends	and	asks	questions	like;	What	mix	(product	&	service)	is	bought	by	the	customers	collectively?	When	certain	items	of	a	mix	(product	or	service)	are	being	sold	mostly?	Does	the	buyer	follow	any	seasonal	trends?	Or	any	pattern	emerges?	Repetitive	customers	and	first-time	customers
are	buying	the	same	items	of	certain	or	different	products?	Most	importantly,	notice	the	changesin	your	sales	over	a	period	of	time.	If	some	product	or	service	isntperforming,	find	out	why	and	how	it	could	be	improved.	New	companies	and	startups	are	always	looking	for	a	market	share.	But	it	is	not	that	simple,	because	the	market	is	already	full	of
competitors	that	do	not	allow	anyone	to	enter	and	disrupt	and	demand	and	supply.	In	this	situation,	companies	can	consider	the	market	penetration	strategy	when	they	want	growth	at	a	lower-risk.	Today,	well	discuss	market	penetration	strategy,	how	to	calculate	it,	its	types,	and	pros	and	cons.	Market	penetration	strategy	is	one	of	the	four	growth
strategies	explained	in	the	product/market	expansion	grid	known	as	Ansoff	Matrix.	The	other	three	strategies	include	market	development,	product	development,	and	diversification.	Market	penetration	strategy	uses	for	company	growth	by	increasing	sales	of	the	current	product	to	the	current	market	with	changing	the	product.	Companies	use	a
penetration	strategy	for	the	expansion	of	their	business	and	customer	base.	For	instance,	a	company	follows	the	market	penetration	when	it	launches	a	new	product	in	the	current	market	to	target	the	other	segment	of	the	existing	market.	You	may	perceive	the	market	penetration	in	two	ways;	either	an	activity	or	measurement.	The	measurement	is
about	analyzing	the	sale	of	the	new	product	relevant	to	the	total	customer	market.	Now	the	question	is	how	to	calculate	market	penetration;	you	can	calculate	it	by	following	the	simple	formula;	Market	Penetration	Rate	=	Total	No.	of	Customers	/	Target	Market	Size	*	100	Though	the	formula	is	simple,	it	would	be	challenging	to	know	the	exact	size	of
your	market.	The	target	market	of	products	like	the	software	could	be	the	whole	world.	The	more	precise	information	youll	acquire	about	the	target	demographic,	the	more	accurate	calculation	youll	have.	Also	Read:	Diversification	Strategy	Definition,	Types	&	Examples	The	suitable	market	penetration	rate	relies	on	your	TAM	(total	addressable
market)	and	product	category.	If	youre	sure	about	your	target	market,	put	the	values	in	the	abovementioned	formula,	and	youll	get	the	market	penetration.	The	average	market	penetration	rate	for	ordinary	consumer	products	falls	within	the	range	of	2%	to	6%,	and	it	ranks	for	business	products	from	10%	to	40%.	You	should	compare	your	products
market	penetration	rate	with	the	average	rate	to	see	the	difference.	If	the	market	penetration	rate	of	your	product	is	lower,	then	you	try	to	improve	it.	For	instance,	the	global	market	penetration	rate	of	smartphone	brands	like	Apple,	Samsung,	Huawei,	Oppo,	and	Xiaomi	is	19.2%,	18.4%,	10.2%,	and	7%,	respectively.	Companies	use	the	following
methods	and	techniques	to	implement	market	penetration	strategies;	Here	modifying	your	existing	product	means	that	you	announce	to	improve	the	quality	of	the	product	by	adopting	better	standards.	It	doesnt	require	any	significant	improvement;	its	admirable,	though.	Thats	how	a	business	could	keep	its	customers	for	a	long	time	and	make	them
buy	your	product.	Example	FMSI	(Financial	Management	Solution,	Inc)	is	a	US	company	that	offers	financial	information	and	performance	services	to	individuals	and	businesses.	The	company	wanted	to	double	its	income	and	increase	the	market	share	in	a	few	years.	FMSI	started	surveying	its	target	customers	market	to	better	understand	their
needs	and	wants.	The	company	spent	two	years	gathering	information	on	how	they	could	better	satisfy	customers	needs	before	making	any	decision.	As	the	name	implies	that	it	means	you	utilize	your	capital	resources	and	purchase	the	small	startup	competitors.	The	buying	out	would	help	the	company	to	expand	its	product	portfolio	and	decrease	the
competition.	The	most	obvious	example	of	buying	out	small	competitors	is	Facebook	acquiring	Instagram	and	WhatsApp	and	integrating	with	the	parent	brand.	The	strategic	alliance	is	a	useful	option,	but	its	challenging	to	develop	an	alliance	with	the	companies	doing	business	in	the	same	market.	A	joint	venture	is	one	of	the	forms	of	strategic
alliances,	and	the	purpose	is	to	share	the	resources	towards	mutual	benefits.	Barnes&Noble	is	a	books	and	stocks	company,	and	Starbucks	is	a	coffee	service	company.	Both	of	the	firms	developed	a	strategic	alliance	to	share	space	and	reduce	the	cost.	Also	Read:	After-Sales	Service	Definition,	Types	&	Examples	The	price	adjustment	of	the	existing
product	means	that	you	offer	the	product	at	a	lower	price	than	competitors.	It	would	instantly	help	the	company	increase	the	market	share	and	gradually	earn	the	reputation	of	economical	product	manufacturer.	The	company	could	increase	the	cost	over	time	and	improve	its	profitability.	Companies	could	scale	their	presence	in	the	market	in	various
ways.	They	sell	more	products	to	increase	the	market	share	of	the	firm.	For	instance,	whenever	Apple	experiences	an	imbalance	in	the	market,	the	company	increases	the	sale	of	its	products,	iPhones,	and	iPads.	The	brand	also	increases	the	product	range	to	satisfy	the	needs	of	customers.	Companies	also	increase	their	market	share	by	expanding
their	marketing	campaigns	in	foreign	countries.	The	best	strategy	is	to	offer	your	product/service	in	a	foreign	language.	Marketing	and	advertising	is	a	powerful	tool	to	increase	the	brand	and	product	awareness.	Companies	choose	short-term	and	long-term	marketing	and	promotional	activities	depending	on	their	budget	allocation.	It	doesnt	matter
whatever	marketing	strategy	you	choose;	it	should	be	thoughtful	and	well-planned.	Its	because	we	live	in	a	world	of	cutthroat	competition;	any	promotional	mistake	would	provide	a	loophole	to	the	competitors.	Market	penetration	allows	you	to	compete	with	competitors.	Every	market	comprises	many	competitors,	and	they	offer	different
products/services	to	attract	your	customers	market	share.	Now	its	a	question	of	your	businesss	survival,	and	you	have	to	fight	back	by	offering	lower	prices.	Thats	how	you	push	the	competitor	out	of	the	market.	When	you	offer	prices	to	increase	the	market	share,	it	would	attract	customers	attention	and	increase	the	sale.	You	have	to	increase	the



production	rate	to	keep	up	with	the	demand.	The	repetitive	orders	would	get	you	a	better	supplier.	In	other	words,	you	earn	profit	through	cost-effective	ways.	If	the	purpose	of	marketing	and	promotional	activities	is	to	increase	the	customers	market	share,	then	market	penetration	does	it	well.	It	helps	you	to	kick	out	the	competitors	from	the	market
and	expand	the	customer	base.	In	other	words,	we	can	say	that	the	fast	growth	of	your	business	is	dependent	on	lower	prices	and	market	penetration.	Also	Read:	Direct	Marketing	Definition,	STypes,	Steps	&	Examples	If	a	specific	market	is	already	working	on	the	low	price	range	and	entering	the	market	with	a	low	price	strategy,	it	wont	work.	Its
because	the	competitors	have	already	wont	the	heart	of	customers.	Now,	you	should	consider	entering	the	market	with	a	new	pricing	strategy.	If	your	company	is	running	a	business	in	luxury	items,	then	the	market	penetration	strategy	would	have	the	worst	impact.	It	would	send	a	message	of	being	a	cheap	brand,	mostly	when	youre	selling	many
luxury	items	at	premium	prices.	One	low	price	product	would	ruin	your	entire	portfolio	and	brand	image	that	you	have	established	over	the	years.	Some	luxury	businesses	make	the	mistake	of	offering	one	or	few	products	at	a	lower	price.	The	luxury	customers	would	start	doubting	the	brand	as	somewhat	cheap	and	inexpensive.	It	decreases	the
overall	sale	of	the	company.	Its	not	always	easy	to	manufacture	products	at	an	economical	price	range.	When	you	lower	the	price	under	such	circumstances,	it	will	impact	the	profitability	of	your	business.	Therefore,	your	focus	should	be	product	quality,	brand	image,	packaging,	and	marketing.	Accordingto	an	estimate,	approximately	more	than	13%
of	the	employees	in	the	US	areworking	in	the	field	of	sales.	It	doesnt	matter	whether	youre	an	experiencedperson	or	a	newbie;	sometimes	its	difficult	for	you	to	close	the	potentialsales	deal.	You	must	know	about	the	product	whatever	youre	selling;	becauseyoure	going	to	explain	it	to	the	customer	how	your	product	or	service	isbetter	to	serve	their
needs.	Businessand	marketing	books	usually	outline	the	7	steps	of	sales	process,	and	thesesteps	provide	you	the	basis	of	sales.	But	you	have	to	customize	it	according	tothe	needs	and	requirements	of	your	business	sales.	As	it	is	said	that	learn	the	rules	like	a	pro	so	you	can	break	them	like	an	artist.	Once	you	have	successfully	learned	the	process	of
the	sale,	then	youd	be	able	to	apply	it	in	every	field	by	molding,	breaking	and	creating	those	steps	to	get	the	job	done.	Also	Read:	What	is	Sales	Process?	Theseseven	7	steps	would	help	you	to	find	and	locate	your	potential	customers;	closethe	sales	deal,	and	most	importantly	ask	for	the	reviews	and	follow-ups.	Sothat	they	would	refer	your	product	in
their	circles,	here	they	are;	Prospectingis	the	process	of	finding	a	lead	or	generating	a	lead,	but	it	begins	with	alead.	Companies	and	businesses	use	various	marketing	methods	of	prospectingyour	lead.	It	can	be	through	social	networking,	live	streaming	on	some	event,trade	shows,	referrals,	cold	calling,	and	shout	outs.	In	simple	words,	prospecting
involving	finding	and	recognizing	your	customers	whom	you	perceive	that	they	have	shown	interest	in	your	product	and	service.	Your	offer	would	probably	interest	them	based	on	their	industry,	demographic	and	other	characteristics.	It	doesnt	matter	whether	you	have	the	right	lead	or	not,	your	salesperson	would	have	to	take	the	first	step	of	breaking
the	ice.	It	can	be	through	email,	phone	calls,	or	social	media.	The	purpose	of	the	contact	is	to	find	out	relevant	information	that	whether	your	prospected	lead	is	the	right	match	of	your	product	or	service.	Thematching	criteria	of	your	lead	could	be	their	need,	budget	or	timeline.	If	thelead	qualifies	and	falls	within	the	criteria,	the	next	thing	your
salespersonshould	do	is	to	find	out	the	needs.	It	doesnt	mean	that	you	have	to	do	itright	now;	you	can	have	another	phone	call,	or	live	meeting	focusing	on	theirneeds	and	requirements.	Now,you	approach	potential	customers	of	your	target	market	with	a	series	ofpre-decided	questions.	Questioning	them	would	serve	two	purposes;	first,	itwould	make
them	look,	professionals.	Secondly,	it	would	help	you	to	know	theimportant	details	of	their	needs.	Its	better	if	you	have	open-ended	questions	because	it	would	lead	them	to	talk.	The	focus	of	the	sales	staff	should	be	on	listening	to	their	needs	and	requirements	rather	than	talking	about	the	product.	Onceyou	know	and	understand	your	customers
position,	and	where	they	are	standing.Then	this	information	would	you	in	the	marketing	stage	of	creating	yourmarketing	and	sales	pitch.	Dont	forget	to	ask	the	objectionable	questionslike;	What	problem	they	expect	from	our	product	orservices.The	thing	the	like	or	dislike	about	previousservice	providers.Their	current	situationIf	the	new	product
would	solve	their	issues,then	how	it	would	be	like.	The	sales	staff	should	rephrase	the	answers	to	make	sure	that	what	they	heard	is	right.	If	they	have	to	ask	some	other	questions	to	clear	the	gap,	then	they	should.	Also	Read:	What	is	Cross-selling?	Cross-Selling	Vs	Up-selling	Whenyoure	going	to	present	your	product	or	service	to	your	target	market;
then	youshould	communicate	the	effectiveness	of	your	product	that	how	itll	add	valuein	their	lives.	The	easiest	way	to	do	that	is	to	create	a	bridge	betweencustomers	needs	with	the	features	of	the	product	or	service.	Thatswhy	the	sales	staff	needs	to	be	very	careful	in	the	need	assessment	stage	whileapproaching	and	talking	to	the	customers.	Make
sure	that	your	sales	pitchincludes	all	those	features	that	were	the	needs	of	the	customers	of	your	targetmarket.	At	the	end	of	the	presentation,	you	should	announce	the	launching	datemutually	decided	by	you	and	the	customers.	Itwould	be	ideal	that	you	present	your	product	or	service	to	your	targetedaudience,	and	they	dont	have	any	questions	or
objections.	Its	because	youbase	your	product	or	service	by	the	need	assessment	of	your	sales	staff,	andsales	reps	focus	on	delivering	the	best	possible	product.	But	sometimes	theresa	difference	of	definition	between	your	version	of	best,	and	their	version	ofbest.	Ifthere	are	any	objections	and	there	will	be	some,	then	note	down	all	of	thosereactions,
thoughts,	and	objections.	Answer	their	objection	carefully,	andshare	this	information	with	your	team	that	how	they	should	handle	suchquestions.	Ifyour	lead	prospect	is	convinced	with	your	presentation,	then	hed	buy	yourproduct.	Otherwise,	he	wont.	Its	the	final	and	most	important	step	in	thesale	process.	It	would	be	successful	if	you	have	completed
all	the	previoussteps	with	caution.	Thereare	many	key	points	to	remember	to	close	the	deal	like;	handling	objections,discounts	and	agreeing	on	the	price,	and	presenting	the	products	descriptionwell.	When	everything	goes	well,	youll	close	the	deal.	Afterclosing	the	deal,	it	doesnt	mean	your	job	is	done.	You	should	be	in	contactwith	the	customers	to
talk	about	their	experience.	If	the	customer	is	happy,then	he	would	share	his	experiences	with	his	friends.	Such	referrals	wouldincrease	your	sales.	You	should	also	keep	them	informed	about	the	latestupdates,	products,	and	services.	Ifyou	are	not	getting	the	desired	results,	then	repeat	the	above	sales	process	steps.	Different	businesses	are
manufacturing	different	products	and	services.	Therefore,	sales	process	steps	may	vary	from	business	to	business.	Sometimes,	they	would	be	short,	skipped	or	lengthen	out	depending	upon	the	situation.	Photo	by	Lukas	
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