
DISTINCTION BETWEEN SELLING AND MARKETING 

Introduction 

Selling and marketing are two important concepts in business management that are often used 
interchangeably, but they differ significantly in their approach, scope, and objectives. Selling 
focuses on transferring the product from the seller to the buyer, while marketing is a broader 
concept that begins much before the product is produced and continues even after the sale. 

Understanding the distinction between selling and marketing is essential for achieving long-term 
business success and customer satisfaction. 

 

Meaning of Selling 

Selling refers to the process of persuading customers to buy goods or services already 
produced by the firm. It emphasizes product promotion and sales volume. The main aim of 
selling is to convert products into cash. 

Selling starts after production and concentrates on the needs of the seller rather than the buyer. 

 

Meaning of Marketing 

Marketing is a comprehensive managerial process that involves identifying customer needs, 
developing suitable products, pricing them appropriately, promoting them effectively, and 
distributing them to the right place at the right time. 

Marketing starts before production with market research and ends with customer satisfaction 
and retention. 

 

Distinction Between Selling and Marketing 

Basis Selling Marketing 
1. Concept Product-oriented Customer-oriented 

2. Focus Needs of the seller Needs of the buyer 

3. Starting Point Factory or warehouse Market and customer needs 

4. Objective Increase sales volume Customer satisfaction and profit 

5. Scope Narrow Broad 

6. Approach Short-term Long-term 



Basis Selling Marketing 
7. Role of Customer Considered last Considered first 

8. Emphasis Persuasion and promotion Value creation and relationship 

9. Tools Used 
Personal selling, 
advertising 

Marketing mix (Product, Price, Place, 
Promotion) 

10. Profit Through sales volume Through customer satisfaction 

11. Planning 
Horizon 

Immediate sales Long-term growth 

12. Relationship One-time transaction Long-term relationship 

 

Selling Concept vs Marketing Concept 

 Selling Concept: 
“Products must be pushed aggressively to generate sales.” 

 Marketing Concept: 
“Customer needs should be identified and satisfied more effectively than competitors.” 

 

Examples to Clarify the Difference 

 A company that produces goods first and then tries to sell them through heavy advertising 
is following the selling concept. 

 A company that studies customer needs first and then designs products accordingly is 
following the marketing concept. 

 

Importance of Marketing Over Selling 

1. Builds long-term customer relationships 
2. Ensures customer satisfaction 
3. Encourages innovation and quality improvement 
4. Leads to sustainable business growth 
5. Reduces dependence on aggressive selling techniques 

 

Selling and marketing are related but fundamentally different concepts. Selling emphasizes 
selling what the company produces, whereas marketing focuses on producing what the 
customer wants. In today’s competitive business environment, marketing plays a more vital role 
than selling by ensuring customer satisfaction, loyalty, and long-term profitability. 


