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Sales and Marketing Strategies
Generally, organizations develop sales and marketing strategies to act as plans that define strategies for reaching, engaging with, and converting target audiences into viable customers for facilitating revenue generation. Developing a sales and marketing strategy is a step-by-step process that is centralized within an organization's features, aligned with the target market's characteristic features or community within which the organization operates (Strahle et al., 2016). The process is usually based on the principle of alignment, which entails focusing the organization's promising prospects on being consistent with the ideal target consumer's needs. For an organization operating in Concord, N.C., alignment can be an effective tool for guiding the sales and marketing strategies. Concord, N.C. is a city in North Carolina with a highly heterogeneous population amounting to approximately ninety thousand residents, making it the largest in Cabarrus County (Heinz Marketing, 2018). Therefore, when operating in an area with a heterogeneous population such as Concord, organizations need to address certain factors when developing sales and marketing strategies. 
· Personnel Costs for Sales and Marketing
The general perception maintained by individuals within the business environment is that resources are limited, and these limited resources dictate all processes conducted within the environment. Based on that perception, one of the main factors dictating the development of sales and marketing strategies is budgetary limitations (Heinz Marketing, 2018). From the initial step of appropriate staffing for the sales and marketing departments to the training process, organizations must constantly use resources to achieve the desired outcome (Adams, 2017). In most situations, sales and marketing strategies fail due to the inconsistencies between the sales and marketing departments, especially in organization sunder different leadership. Therefore, the organization is usually required to employ resources to facilitate coordination and collaboration through training and mentoring personnel working in the two departments(Adams, 2017). Acquiring the right personnel with the relevant skills, knowledge, and experience to develop effective sales and marketing strategies and implement them may be expensive.
· The Current Competition
The competitive environment is the other essential factor to consider when developing an effective sales and marketing strategy since it determines how the strategies will be developed and implemented to create a competitive advantage (Wierenga & Van der Lans, 2017). One of the most competitive industries in Concord N. C. is the clothing and apparel industry, where major players like Anne’s dress shop and Papaya clothing are among the major players. Creating a competitive advantage within the clothing and apparel industry may require the sales and marketing team to consider two main factors, understanding the market and competitors and identifying with the target customer personas(Heinz Marketing, 2018). The information obtained from understanding the two factors is used in market positioning and messaging to create an appealing perception within the customers since appearance and perception are essential factors determining success within the apparel market.
· The Target Market
The target market constitutes the group of potential customers within a business’s serviceable environment, and towards which the business aims its sales and marketing resources and efforts(Wierenga & Van der Lans, 2017). An effective sales and marketing strategy helps map out the most effective strategies for engaging with prospective and current customers, identifying strategies for acquiring and retaining these customers. Furthermore, the strategy identifies the most effective channels for reaching out to potential customers, including identifying vital leads for the sales team to follow and effective follow up strategies (Adams, 2017). For instance, statistics show that approximately 90% of the residents in Concord city have access to internet services, including mobile networks (United States Census Bureau, 2019). Therefore, social media advertisements and internet marketing are viable strategies applied to this population group.
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