Marketing is a way of life

MYTH BUSTER V Pradeep Kumar dispels some common
misconceptions regarding a marketing career

ecently, at a leading

management insti-

tute, my lecture on

career opportunities

in marketing was the
last in the series. The hall was
full of students even though
many of them had already cho-
sen their specialisation for the
second year of management
course.

Interacting with the stu-
dents, I asked them why many
of them had already decided
not to opt for marketing. The
students were aware of the op-
portunities that a marketing ca-
reer offered, but had many ap-
prehensions:

B ‘A marketing career means
door-to-door selling’- Shru-
t1.

B ‘Cold calling customers,
has a high ratio of rejec-
tion, and is mentally dis-
turbing’ - Johnson. s
M ‘Nature of job is
door-to-door selling
which continues
through out

the career’ -
Raghav.

B ‘It’s impos-
sible to toler-
ate harsh climatic conditions
in a marketing job’ — Priya.
B ‘You have to be an extro-
vert to succeed in a market-
ing job and hence a market-
ing career is not suitable for
all’— Vijay.

Instead of dwelling more on
opportunities in marketing, I
focused on clearing their ap-
prehensions.

Apprehensions about a mar-
keting job
H Door-to-door selling:
This is indeed a common ap-
prehension. Firstly, not all
marketing jobs are door-to-
door. Secondly, most prod-
ucts and services sold today
use a backend support. This
means, the backend support
system is responsible for
many activities earlier done
by a marketing executive
such as identifying potential
customers, qualifying their
interest level and fixing
meetings. Hence, these sup-
port services make the mar-
keting process efficient,
while making an executive’s
life comfortable.

B Cold calling is stressful:
Marketing executives ap-
proach cold calling with a
different mental framework,
anticipating and preparing
for rejections. Experiences
of marketing several prod-
ucts and services indicate

that cold calling (meeting
without pre-fixed appoint-
ment) success is higher than
other methods. Strange as it
may seem, this is a reality
and explains the popularity
of cold calling.

B Adverse climatic condi-
tions: It’s true that as a mar-
keting executive, you work
despite harsh climatic condi-
tions. This doesn’t mean that
you continue to work
drenched in rain or walk in
hot and humid climate. How-
ever, this emphasises the im-
portance of planning your
daily schedule of appoint-
ments with a logical route
plan, which minimises your
exposure to adverse climatic
conditions, while maximis-
ing your productivity.

HYou have to be an extro-
vert: While being an extro-
vert helps, this is not a must.
Customers buy products and
services evaluating many
factors such as features, ad-
vantages and benefits. In
fact, these days, customers
are skeptical about aggres-
sive and pushy marketing ex-
ecutives and prefer to deal
with calm and composed ex-
ecutives. As we say in mar-
keting parlance, customers

prefer to buy rather than be-
ing sold to. This is a signifi-
cant change in the mindset of
customers, in the 21st century.
H Nature of job remains
the same: Nothing else can
be further from the truth. A
typical marketing job starts
with 70-80% fieldwork but
this progressively diminish-
es, as you rise in the hierar-
chy with other responsibili-
ties.

All marketing jobs includ-
ing those at the level of
CEOs have a certain level of
interaction with customers,
which is a corporate necessi-
ty. As you rise in the hierar-
chy, the objective of the cus-
tomer interaction is not
always to generate business;
it’s more often to sustain or
build a relationship.

As the lecture ended, stu-
dents were more than con-
vinced that their earlier opin-
ions were merely figments of
their imagination.

Your surroundings, the
character of the people with
whom you come in contact
with and other external fac-
tors, do influence you. How-
ever, do not accept things at
face value; develop an analyt-
ical mind to probe and un-

cover the truth.

Marketing is lucrative

A marketing career is still the
most lucrative career a young
graduate can take up, asit’s the
ideal combination of freedom
to work independently with
fixed and variable pay, which
depends only on your perform-
ance. Further, it doesn’t really
matter what you have spe-
cialised in — a basic degree in
arts, science or commerce, an
engineering degree or an MBA.
What’s more important is
whether you have an aptitude
and passion for a marketing ca-
reer. A significant and visible
benefit of a marketing career
is that it develops and trans-
forms you into a strong and
smartindividual, ready to take
on the world. Marketing there-
fore isn’t just a profession; it’s
also a way of life.

John Ruskin, British critic
and social thinker said, “When
love and skill work together,
expect amaster piece”. The se-
cret of success of most CEOs
is their marketing career,
which is a strong foundation,
and paves the way for ultimate
corporate success.

(The writer is a management
and career consultant)




