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Aspect Branding Marketing Sales

Definitio
n

Creating a
reputation and
identity for
your business

Promoting
products or
services to build
awareness

Closing deals
and generating
revenue

Focus Reputation,
perception,
and emotional
connection

Awareness,
interest, and
engagement

Conversion,
transactions,
and customer
relationships

Goals Establishing a
strong,
positive brand
identity

Attracting and
retaining
potential
customers

Turning leads
into customers
and increasing
revenue



Core
Activitie
s

Developing
brand
purpose,
identity, and
values

Creating content,
running ads, and
engaging in
promotions

Conducting
sales calls,
meetings, and
negotiations

Measure
ment

Brand equity,
customer
perception,
and loyalty

Engagement
metrics, lead
generation, and
campaign
effectiveness

Sales volume,
conversion
rates, and
customer
retention

Example
s

Logo design,
brand
messaging,
and core
values

Social media
campaigns,
email marketing,
and SEO

Sales
presentations,
follow-ups, and
closing
strategies

Impact Long-term
influence on
customer trust
and loyalty

Immediate
impact on
customer
awareness and
interest

Direct impact
on revenue and
business
growth

This chart provides a clear comparison of the key aspects of
branding, marketing, and sales, helping readers understand
how each contributes to business success.




