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MARKETING MISTAKES AND HOW TO RECOVER
Some of the mistakes salespeople do are discussed below and corrective measures provided to improve sales of the company products.
Marketing without a strategy in place. This is when the sales department believes that their product does everything and that the target market is anyone who has money to spend. For marketing to succeed one must define a target market segment where his products have the best competitive advantage.
You are inconsistent with your brand. This happens when you change the company’s positioning depending on the audience, marketing vehicles used or the person delivering it. This has the effect of having a confused audience who are unsure of what your company does. This can be corrected by using positioning language that clearly defines who you are and what products you offer. 
Not integrating marketing with sales efforts. It happens when you develop marketing programs that fizzle out in the sales process and never get to be used by the sales team. A better way of rectifying this is by having the sales team participate in marketing planning; this way they will fell part of the plan and be willing to implement it. 
Marketing something you don't deliver. This is when you market a product that is not available. Can be corrected by performing gap analysis and what needs to happen to meet the business demands, from both marketing and operational perspective.
You are not using the marketing mix effectively. This happens when you fixate on only one marketing avenue to promote a company or its products. Recovery can be done by choosing a marketing matrix that caters specifically to your target market.
