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Selling. Highlighting the distinctions between these two fundamental approaches is essential for
understanding how businesses interact with their customers and ultimately drive sales. Personal
selling is a versatile component of the broader marketing mix, and it can be executed primarily
through two distinct forms: order taking and order getting. While both methods aim to facilitate
sales, they differ significantly in their objectives, strategies, skills required, and the nature of
customer interaction. This article explores these differences in detail, providing insights that can
help sales professionals and business owners optimize their selling techniques.

Understanding Personal Selling
Personal selling is a personalized form of communication where a salesperson interacts directly with
potential or existing customers to persuade them to purchase a product or service. It is
characterized by its interactive nature, allowing for tailored messaging and immediate feedback.
Personal selling can be adapted to various sales situations, from transactional sales to complex,
consultative approaches.

Defining Order Taking and Order Getting
Both order taking and order getting are vital aspects of personal selling, but they serve different
purposes within the sales process.

Order Taking
Order taking involves handling routine transactions where the salesperson’s role is primarily to
accept and process customer orders. This form of selling is often associated with established
products, loyal customers, and high-volume sales environments such as retail stores, call centers, or
online platforms. The emphasis here is on accuracy, efficiency, and customer service rather than
persuasion or negotiation.

Order Getting
Order getting, on the other hand, is a proactive sales approach aimed at generating new business
and convincing prospective customers to purchase. It involves identifying potential clients,
understanding their needs, presenting tailored solutions, and persuading them to make a purchase.
This form of personal selling is common in industries with complex products, high-value sales, or
where customer education and relationship-building are critical.



Key Differences Between Order Taking and Order
Getting
Understanding the contrasting features of these two sales approaches can help organizations
allocate resources effectively and train their sales teams appropriately.

Objectives

Order Taking: The primary goal is to serve existing customers efficiently by fulfilling their
orders without much persuasion or additional selling effort.

Order Getting: The main aim is to acquire new customers and increase sales through active
persuasion, negotiations, and customized presentations.

Nature of Interaction

Order Taking: Interaction is generally routine and transactional. The salesperson responds to
customer inquiries or requests.

Order Getting: Interaction involves proactive engagement, consultative conversations, and
relationship-building with potential clients.

Skills Required

Order Taking: Requires good customer service skills, accuracy, patience, and knowledge of
products or services.

Order Getting: Demands strong communication, persuasion, negotiation skills, and the ability
to handle objections effectively.

Scope of Activities

Order Taking: Focuses on processing current orders, handling complaints, and providing
information.

Order Getting: Encompasses prospecting, presenting, demonstrating, and closing sales.



Customer Relationship

Order Taking: Usually involves existing customers with whom the business has an ongoing
relationship.

Order Getting: Often starts with new prospects, requiring the salesperson to develop trust
and rapport.

Examples of Each Form
Understanding real-world applications helps clarify the practical differences.

Examples of Order Taking

Cashiers in retail stores accepting payments and providing receipts.

Customer service representatives handling inquiries and processing orders over the phone.

Online shopping platforms where customers place orders through a website interface.

Examples of Order Getting

Insurance agents persuading clients to purchase policies tailored to their needs.

Real estate agents convincing prospective buyers about the benefits of a property.

Sales representatives demonstrating complex machinery to potential industrial clients and
closing deals.

Advantages and Disadvantages
Both approaches have their strengths and limitations, making them suitable for different contexts.

Advantages of Order Taking

High efficiency in processing large volumes of transactions.1.



Lower training costs due to routine nature.2.

Provides consistent customer service, enhancing customer satisfaction.3.

Minimizes the need for persuasive skills.4.

Disadvantages of Order Taking

Limited potential for increasing sales beyond existing orders.1.

Less opportunity for building long-term customer relationships.2.

Dependence on existing customer base.3.

Reactive rather than proactive approach.4.

Advantages of Order Getting

Effective in acquiring new customers and expanding market share.1.

Allows for high-value, complex sales with higher profit margins.2.

Builds long-term relationships and customer loyalty.3.

Provides opportunities for upselling and cross-selling.4.

Disadvantages of Order Getting

Requires skilled and trained salespeople, increasing costs.1.

Time-consuming process with uncertain outcomes.2.

Potentially high rejection rates.3.

Requires ongoing effort in prospecting and relationship management.4.



Strategic Implications for Business
Choosing between order taking and order getting depends on the company’s products, target
market, and overall sales strategy.

When to Emphasize Order Taking

In mature markets with established products.

For routine, low-margin products.

When customer loyalty and repeat orders are priorities.

In environments where speed and efficiency are critical, such as retail counters.

When to Focus on Order Getting

For high-value, complex, or customized products.

When entering new markets or segments.

To build relationships with prospective clients.

In industries where competitive differentiation relies on personalized service.

Conclusion
Understanding the fundamental differences between order taking and order getting is vital for
designing effective sales strategies. While order taking emphasizes efficiency, routine handling, and
existing customer satisfaction, order getting focuses on proactive engagement, relationship-building,
and expanding the customer base. Both forms are indispensable in the realm of personal selling, and
their effective integration can lead to sustainable business growth. Companies must assess their
products, market conditions, and long-term objectives to determine the appropriate mix of these
sales approaches, ensuring they deploy the right skills and resources at the right time for maximum
impact.

Frequently Asked Questions



What are the key differences between the order-taking and
order-getting forms of personal selling?
Order-taking involves accepting customer orders and processing sales, focusing on maintaining
existing customers. In contrast, order-getting involves actively seeking out new customers and
persuading them to purchase, emphasizing sales growth and new business development.

How does the approach of personal selling differ between
order-taking and order-getting methods?
Order-taking relies on routine interactions where the salesperson responds to customer needs, while
order-getting requires proactive efforts such as prospecting, presenting, and persuading to attract
new clients and generate sales.

What skills are more critical for salespeople engaged in order-
getting compared to those in order-taking?
Order-getting salespeople need strong persuasion, negotiation, and communication skills to attract
new customers, whereas order-takers should excel in listening, customer service, and order
processing for existing clients.

In terms of sales strategy, what are the main highlights of
focusing on order-taking versus order-getting?
Order-taking emphasizes maintaining steady sales through existing customers, often involving
routine interactions. Order-getting focuses on expanding the customer base and increasing sales
volume through targeted efforts and personal persuasion.

Why is it important for a company to understand the
difference between order-taking and order-getting in personal
selling?
Understanding the difference helps a company allocate resources effectively, train sales staff
appropriately, and develop strategies that balance maintaining current clients with acquiring new
ones for sustainable growth.

Additional Resources
Order Taking and Order Getting Forms of Personal Selling are fundamental concepts in the realm of
salesmanship, representing two distinct approaches to engaging with customers and facilitating
transactions. Understanding the differences between these two forms is crucial for sales
professionals, marketers, and business owners aiming to optimize their sales strategies. While both
methods fall under the umbrella of personal selling, each serves different purposes, employs
different techniques, and caters to different types of customer interactions. This article explores the
nuances between order taking and order getting, highlighting their features, advantages,
disadvantages, and strategic implications.



---

Introduction to Personal Selling

Personal selling is a direct, face-to-face communication process between a salesperson and a
potential customer with the goal of influencing the purchase decision. It is a highly personalized
form of marketing that allows for tailored messaging, immediate feedback, and relationship building.
Personal selling can be broadly classified into two categories:

- Order Taking: A reactive approach where the salesperson responds to customer inquiries and
processes orders.
- Order Getting: A proactive approach involving actively seeking new clients and persuading
customers to make a purchase.

Both forms are integral to a comprehensive sales strategy but serve different functions within the
sales cycle.

---

Order Taking: Definition and Features

Order taking refers to the routine process where salespeople assist customers in selecting products
or services they already intend to purchase. This approach is primarily transactional and involves
responding to customer-initiated requests.

Features of Order Taking:

- Reactive Nature: Salespeople wait for customers to express their needs.
- Routine Process: Often involves handling repeat orders or inquiries about existing products.
- Limited Persuasion: Focuses on processing orders rather than convincing customers.
- Transactional Relationship: Usually short-term and based on immediate needs.
- Standardized Interaction: Interactions are often scripted or follow a routine.

Examples:
- Cashiers at a supermarket.
- Customer service representatives taking phone orders.
- Retail sales associates assisting customers at a clothing store.

---

Advantages of Order Taking

- Efficiency and Speed: Transactions are quick since the customer knows what they want.
- Cost-Effective: Lower training and operational costs due to routine procedures.
- Customer Convenience: Provides a seamless buying experience for customers who are already



convinced.
- High Volume Sales: Suitable for businesses with a high turnover of standard products.

Disadvantages of Order Taking

- Limited Revenue Growth: Less opportunity for upselling or cross-selling.
- Dependence on Customer Initiative: Sales depend heavily on customers' willingness to initiate
contact.
- Less Customer Engagement: Minimal relationship building or brand loyalty development.
- Vulnerability to Competition: If competitors offer better prices or convenience, sales may decline.

---

Order Getting: Definition and Features

Order getting involves proactive sales efforts aimed at generating new business and persuading
potential customers to buy. It requires salespeople to identify prospects, approach them, and employ
persuasive techniques to close sales.

Features of Order Getting:

- Proactive Approach: Salespeople seek out potential clients.
- Consultative Selling: Emphasis on understanding customer needs and offering tailored solutions.
- Relationship Building: Focus on establishing long-term customer relationships.
- Personalized Interaction: More customized and persuasive communication.
- Complex Process: Often involves negotiation, demonstrations, and presentations.

Examples:
- A real estate agent convincing a client to buy property.
- A salesperson pitching a new software solution to a business.
- A car dealer persuading a customer to choose a particular model.

---

Advantages of Order Getting

- Potential for Higher Sales: Opportunities to upsell and cross-sell.
- Customer Relationship Development: Builds loyalty and trust over time.
- Market Expansion: Helps penetrate new markets and attract new customers.
- Differentiation: Allows for personalized service that distinguishes the business.

Disadvantages of Order Getting

- Time-Intensive: Requires significant effort and resources.
- Higher Costs: Training, travel, and promotional expenses are higher.
- Uncertain Outcomes: Not every prospect converts into a sale.
- Requires Skilled Personnel: Needs experienced and persuasive salespeople.



---

Key Differences Between Order Taking and Order
Getting

| Aspect | Order Taking | Order Getting |
|---------|----------------|---------------|
| Approach | Reactive | Proactive |
| Customer Interaction | Responds to customer inquiries | Actively seeks out prospects |
| Nature of Selling | Routine and transactional | Persuasive and consultative |
| Relationship Focus | Short-term, transaction-based | Long-term, relationship-oriented |
| Sales Cycle | Short | Longer and more complex |
| Training Required | Basic selling skills | Advanced selling and negotiation skills |
| Risk | Lower | Higher |
| Revenue Potential | Limited | Greater potential for growth |

---

Strategic Implications

Businesses must decide how to balance order taking and order getting based on their industry,
product type, target market, and growth objectives.

- Industries Relying on Order Taking:
- Retail outlets with standardized products.
- Service providers with established customer bases.
- Businesses with high repeat orders and low customization.

- Industries Focusing on Order Getting:
- B2B sectors like machinery, software, and real estate.
- Innovative or customized products requiring explanation.
- Markets with high competition and differentiation needs.

A balanced sales approach often combines both methods—using order taking to handle routine
inquiries and order getting to expand market reach.

---

Strategic Advantages and Disadvantages in Detail

Order Taking

Pros:
- Simplifies sales process, enabling quick turnover.



- Suitable for high-volume, low-margin products.
- Requires less skilled sales personnel, reducing training costs.

Cons:
- Limited scope for growth.
- Less engagement, leading to weaker customer relationships.
- Vulnerable to commoditization and price competition.

Order Getting

Pros:
- Opens avenues for higher-value sales.
- Builds long-term customer loyalty.
- Differentiates the business through personalized service.

Cons:
- High training and operational costs.
- Potentially slow sales cycle.
- Higher risk due to dependence on persuasive skills.

---

Conclusion

Understanding the fundamental differences between order taking and order getting is essential for
crafting effective sales strategies. While order taking focuses on efficiency, routine, and
transactional interactions, order getting emphasizes persuasion, relationship building, and long-term
growth. Both forms have their place in a successful business model, and the optimal approach often
involves integrating elements of both to suit specific market conditions and business objectives.
Sales managers should evaluate their industry dynamics, customer preferences, and resource
capabilities to determine the right balance, ensuring they maximize revenue while maintaining
customer satisfaction and loyalty.

In summary, mastering the distinctions and strategic applications of order taking and order getting
allows businesses to optimize their sales processes, improve customer interactions, and achieve
sustainable growth in competitive markets.
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