
editorial

Back to Basics

Pouring money down the drain, it certainly seems so to many
companies who are faced with ineffective sales and marketing pro-
grams. Marketing is demanding. It requires clear business objec-
tives, and yes, execution. Unfortunately, even then your efforts may
not deliver the desired results. 

It would be great if your customers could recognize the value of
a RO system or softener instantly without focusing on the price.
But due to pressure from the big boxes, there is always a dealer
willing to cut the price. 

It is not news that unlike buying a hammer, purchasing water
treatment equipment requires a qualified water specialist who can answer the customers’
questions and find the right solutions for their needs. That’s something the big box stores
don’t offer. 

You on the other hand, can offer a lot more. The question is, does your customer know
and see the value of your products and services? An effective sales and marketing program
can help you achieve that.

In a recent Water Quality Products Editorial Review Survey conducted by ABR Research,
Inc., Commack, N.Y., a full-service market and media research company, we asked WQP
readers what are some major issues facing their company today? More than half of you
(54.1%) identified sales and marketing as a top issue for your company. However, many
businesses choose to cut marketing programs at the first sign of budget trouble on the
horizon. It seems to be the obvious choice—sales and marketing are usually viewed as the
non-revenue generating areas of the business. 

While everything is going well, companies are generally less likely to track the non-per-
forming sides of their marketing programs. This is common and it occurs mainly because
the businesses can afford it. This attitude changes quickly as soon as recession hits. 

While experts agree that tough times require a close re-evaluation of expenses associated
with marketing, it is important not to disqualify programs that create new leads and con-
tinue to generate sales. 

If customers aren’t flocking to your doorstep, you need to bring them in. It’s easier said
than done, but sales and marketing efforts are not only expressed through various forms of
direct mail, PR campaigns and cutting prices. Quality customer service is a big part of
what your business can and should offer. For example, I would like to share a brief story
that addresses voice mail. 

I recently received a phone call from a reader who was looking for specific product
information. I did the best I could to point him in the right direction, but I couldn’t help
but wonder why he was calling me instead of the company. The answer was pretty surpris-
ing: “I can’t take dealing with voice mail messages anymore,” the caller said. 

It is truly amazing how many of us personally and professionally have begun “hiding”
behind our voice mails. In the meantime there is a customer on the other end of the line
in need of our service. 

So yes, it is not easy to identify and implement an effective sales and marketing pro-
gram, but following your basic business sense such as good customer service doesn’t cost
your budget a penny.

coming up next month
The 2005/2006 Water Quality Products Buyer’s Guide will feature a Sales & Management Solutions

section, Product/Services Guide section, Supplier Directory and Associations, State and Federal Agencies
listings. Make sure to visit our website at www.wqpmag.com for daily industry news updates.

Scranton Gillette Communications, Inc.
380 E. Northwest Hwy., #200, Des Plaines, IL 60016-2282

tel: 847.391.1000  fax: 847.390.0408

ed i t o r i a l  s t a f f
wqpeditor@sgcmail.com 

Editorial Director Tim Gregorski
tgregorski@sgcmail.com

Editor Neda Simeonova
nsimeonova@sgcmail.com

Associate Editor Jessica Moorman
jmoorman@sgcmail.com

Production Editor Melissa Rosenquist
mrosenquist@sgcmail.com

Editorial Intern Cari McLean
cmclean@sgcmail.com

managemen t
Group Publisher Dennis Martyka

dmartyka@sgcmail.com

Sales/Marketing Associate Adrienne Miller
amiller@sgcmail.com

adve r t i s i ng  s a l e s               National
Sales Office

Scranton Gillette Communications, Inc.
380 E. Northwest Hwy., #200, Des Plaines, IL 60016-2282

tel: 847.298.6622  fax: 847.390.0408

National Sales Manager Don Heidkamp
dheidkamp@sgcmail.com 847.391.1047

Classified Ad Sales Manager Donna Aly
daly@sgcmail.com 480.941.0510, ext.13

Internet Sales Representative Michael Mansour
mmansour@sgcmail.com 480.941.0510, ext.16

adve r t i s i ng  o rde r s
ads@sgcmail.com

Advertising Contract Manager Shirley Marcinko
smarcinko@sgcmail.com

magaz ine  p r oduc t i on
Production Manager Scott Figi

sfigi@sgcmail.com

Manager of Prepress Operations Dan Soltis
dsoltis@sgcmail.com

i n t e r a c t i ve  med i a              g r oup
– in t e r n e t

Group Publisher Hal Gillette
hgillette@sgcmail.com

Production Editor Loretta Manning
lmanning@sgcmail.com

co r po r a t e
Chairman Emeritus (1922-2003) H.S. Gillette

Chairman/CEO K.S. Gillette

Vice Chairman/COO S.G. Schultz

President E.S. Gillette

Director of Human Resources C. Peterson

Controller B. Clarke

Director of Circulation L.L. Lambdin, CCP

Director of Production Operation J. Schmueser

ed i t o r i a l
adv i s o r y boa rd

Rick Andrew NSF International

Dan Cammack TexSon Water, Ltd.

Guillermo Guzman H2O International

Alan Leff, Ph.D. National Testing Labs, Ltd.

Myron Lupal, BA, CWS VI R-Can Environmental, Inc.

Wes McGowan Wes Max Consulting, Ltd.

Jeff Roseman, CWS V Aqua Ion Plus+ Technologies

4 WATER QUALITY PRODUCTS

Neda Simeonova, Editor
nsimeonova@sgcmail.com


