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00O 0O OO O O Product quality and improvement are important parts of most marketing
strategies.However,focusing only on the companys products can also lead to marketing myopia.For example,some
manufacturers believe that if they can build a better mousetrap.the world will beatapathtotheirdoor.

" Buttheyareoftenrudelyshocked.Buyersmaybelookingforabet-ter solution to a mouse problem,but not necessarily
for a better mousetrap.The better sO1u.tion might be a chemical spraX an exterminating service[] or something else
that works even better than a mousetrap.Furthermore,a better mousetraD will not sell unless the manufacturer
designs[] packages[] and prices it attractively] places it in convenient distribution channelsC] brings it to the
attention ofpeople who need it(] and convinces buyers that it is a better product. The Selling Concept Many
companies follow the selling concept] which holds that consumers will not buv enough of the firms products
unless it undertakes a large-scale selling and promotion effort. The selling concept is typically practiced with
unsought goods——those that buyers do not normally think of buying,such as insurance.These industries must be
good at track.mg down prospects and selling them on product benefits.Such aggressive sellingl] however,carries
high risks.It focuses on creating sales trans.actions rather than on building tong- term profitable customer
relationships.The aim oftenis to sell what the company makes rather than making what the market wants.It
assumesthat customers who are coaxed into buying the product will like it.Or,if they don’ t like it0 they will
possibly forget their disappointment and buy it again later. These are usually poor assumptions.
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