[bookmark: _GoBack]Role of marketing versus those of sales or salesmanship. Discuss the differences in the context of a new venture.
Sales refer to the team whose job is to sell what is in stock. A new venture might come up with new products or services, and it is up to sales to sell those things. Sales create relationships with customers and other channel partners who help them with selling the products to the final consumer. The sales are focused on the short-term such as a week, a month, and also a quarter year. If sales are not focused on the short term, there could be no revenue within a short period. On the other hand, marketing is tasked with the role of understanding the marketplace from the perspective of the customer looking back towards the company and helping in steering the company towards where it should be in the future. Marketing directs the company to the segments and channels where it can profitably compete (Brush, 2010). Also, marketing helps the organization to see how it requires to change its products, pricing, and communication so that it meets the needs of the customers. 
An established corporation versus marketing in the context of an entrepreneur trying to get a new venture off the ground are the same since an established corporation has to be innovative or else it gets out of business. The same case applies to an entrepreneur who is trying to get a new venture off the ground. The new venture entrepreneur has to be innovative so that he or she can come up with ideas that will lead to the production of products that will place the company in a position that will make it competitive. An already established corporation and a new venture entrepreneur are the same since they have to come up with new products or services so that they can be profitable within the market.
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