
MARKETING AND CONSUMER MARKET

Marketers usually define these consumer characteristics through market segmentation, the process of separating and
identifying key customer groups.

While consumer market buyers can be swayed by social or psychological motives, industrial market buyers
know exactly want they want and are often a part of a buying team while an individual may purchase a
product, the decision may be a highly scrutinized team decision. Continue Reading. Company marketing
departments usually try to distinguish between heavy, medium and light users, whom they can then target with
advertising. Industrial buyers are professionals. Unlike the business market, the consumer market makes
purchases for their own use, not for resale. For example, prenatal magazines target expectant mothers who are
interested in learning more about caring for a baby. Improve your marketing for free. Instead, they will want
you to point out the benefits to them clearly. Recognizing the differences between industrial and consumer
marketing makes the difference between high ROIs and complete lack of engagement. Companies identify
these characteristics through markets surveys. In consumer marketing, products are often simple and can be
mass marketed. The easiest way to explain this is that a B2B transaction often takes more consideration,
involves more people, and requires more decision makers. Business marketers need to be extremely careful
about their mode of communication. Mails with irrelevant subject line are generally not read by clients.
Business Marketing Vs Consumer Marketing Business Marketing Vs Consumer Marketing Business
Marketing: Business Marketing refers to the sale of either products or services or both by one organization to
other organizations that further resell the same or utilize to support their own system. The above definitions of
business marketing and consumer marketing highlight the difference between the two commonly used terms in
marketing B2B and B2C. Of course, the end goal is still the same: gain qualified leads that turn into quality
customers. B2C Marketing When you are marketing to a consumer , you want to focus on the benefits of the
product. There are less number of business buyers as compared to individuals who purchase for their own end
use. By understanding these four main characteristics of your consumer market, you can become more familiar
with what their needs are and how your business can meet them. As a small business owner herself, she is
well-versed in what it takes to run and market a small business. This includes their activities and interests,
their attitudes and their opinions. The consumer market pertains to buyers who purchase goods and services
for consumption rather than resale. However, not all consumers are alike in their tastes, preferences and
buying habits due to different characteristics that can distinguish certain consumers from others. With
consumers, your message must be simple and easy to understand. Use market research and focus groups to
ascertain the characteristics of your target consumer market. They must have a pleasing personality and good
convincing power. She has experience ghostwriting and editing business books, especially those in the "For
Dummies" series, in addition to writing and editing web content for the brand. Consumer Durables Goods that
a consumer uses for a considerable amount of time rather than consuming in one use are categorized under
Consumer Durables. Marketing in consumer markets depends a lot on type of consumers. He does not have to
interact with the entire organization. Behavioristic: This characteristic defines the way consumers behave
towards products. Eg shirts, clothes, shoes. Your most effective messages will focus on how your product or
service saves time, money, and resources. But the way to get those leads needs to be approached entirely
differently. When it comes to marketing, many industrial companies let it fall by the wayside. Business buyers
generally are educated and well informed.


