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B2C vs B2B marketing
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B2B Marketing B2C Marketing

Tend to be smaller, more
specialized target markets
Complex solution- more
“consultative” selling

Generally smaller above the line
advertising/marketing budgets =
Less well known brands

Longer sales cycle

Can be very relationship oriented-
longstanding sales relationships

Less personal, more “value driven”

Tend to be larger target markets

More product oriented, less
“consultative”

Larger “above the line” advertising
budgets = more well known brands

Shortersales cycle

Relationship tends to be with the
product-not sales person!

Very personal, ties into personal
ideas of status, self image, peer
group etc.
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Differences Between B2B and B2C Marketing
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Inspirod by Kent Hufiman, Social CMO Blog.© Mark Smicikias, Digial Skategis! nfersectonConsuling.com/blog.





image9.jpeg
Derived Demand ¢ :

The demand for a good is derived from
the demand for the good it produces.
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B2B And Demand

© DERIVED DEMAND

© The demand for a company’s products comes from (derived)
the demand for their customer’s products.

© Most demand comes from consumers.

© JOINT DEMAND

© Two products are used together and demanded together —
Both products are consumed at the same time

Demand
/\

Inelastic Volatile
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B2B versus B2C Marketing

-
-
-
-
= g
-
-
-
-
-
-
-
S
->
-
= D
-
-
-
-
-
-
= -
-
-
-

B2C=Business-to-Consumer Market=
businesses sell products and services to
consumers for household or personal use

B2B=Business-to-Business Market=
businesses sell products and services to
other businesses for use in their daily

operations or for making other products
and services





