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Learning Objectives

6-1 Define the business market and explain how business markets differ from
consumer markets.

6-2 ldentify the major factors that influence business buyer behavior.
6-3 List and define the steps in the business buying decision process.

6-4 Discuss how new information technologies and online, mobile, and social
media have changed business-to-business marketing.

6-5 Compare the institutional and government markets and explain how
Institutional and government buyers make their buying decisions.
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Business Markets and Buyer Behavior

Business buyer behavior refers to the buying
behavior of the organizations that buy goods
and services for use in the production of Business
other products and services that are sold,
rented, or supplied to others.

Marketing Raw Materials

The business buying process is the process
where business buyers determine which

products and services are needed to purchase,
and then find, evaluate, and choose amongst Tieiaction Sub Components
alternative brands.
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Business Markets

What examples can you share
of businesses that sell to other
businesses ?
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Business Markets

B2C

Business to Consumer

Mg

B2C & B2B

’
"NESPRESSO '
SEBASTIAN

[

B2B

Business to Business

eldOra FHrmenich

for good, naturally
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Example: Nespresso

How does Nespresso’s marketing differ from addressing businesses vs
consumers?

'NESPRESSO @ searci @ sonn  l easki©) R

oa® = e o 3 x o NEN . s Product offer
Customer support
Price

NESPRESSO.

ppppp SSIONAL

SPECIAL OFFER
FOR NEW CUSTOMERS

20% discount on your first

SOLUTIONS ADAPTED
TO YOUR BUSINESS &

Nespresso coffee solutions for professionals are tailored to your
specific business needs.
Discover our Business Solutions to find out more.

PROMO CODE: WELCOME20

+ Conditions

8605 8868
6668 8 &



Example: Sebastian Professional

What challenges do brands face when selling both B2B and B2C?

& SEBASTIAN
Sebastian Professional Dark Oil
Lightweight Shampoo &
Conditioner Set, Infused With
Jojoba & Argan Oil
4.8 ek ik

w# v 218ratings | 4 answered questions

Amazon's Choice
in Shampoo & Conditioner Sets by Sebastian

Price
Advocacy
Grey market

Bundle Price: $41.00




Example: Nioxin

How can brands benefit from selling both B2C and B2B ?

Credibility

“]_maaa;:mrm - Endorsement
= NOuN s & [ Awareness
¢
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“DERMATOLOGICALLY TESTED
CLINICALLY PROVEN?”
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Business Markets

Creating customer value remains the objective =>
Brand positioning remains key !

Brand Positioning m

Importance of:

EMPHASIZE
WHAT MAKES YOUR
BRAND UNIQUE

PURPOSE (Why) IDENTIFY YOUR

TARGET AUDIENCE

DIFFERENTIATION (What)

CURATE ABRAND
POSITIONING
STATEMENT

TEST YOUR
STATEMENT
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Example: Purpose

ALST@'M Company Solutions Newsroom Finance Careers | am ~ En v @ Q

-mobility by nature

A LST@’ V] Company Solutions News

Leading the way to greener and smarter
mobility, worldwide.

Our ambition is to accompany all transportation
stakeholders in meeting tomorrow’s mobility challenges.
We strive to provide them with the most efficient and
digital mobility systems, while further improving the
environmental friendliness of our solutions.

Alstom: Leading societies to a
low carbon future

We make it green. And you?
What would you do for

Read more » mobility?

Smart innovation for sustainable mobility >

NMautltc TLUIT UT yooLlull Ut JTHITVT — HHciiiauuvlial DusIicos vialiaycllicl it


https://www.alstom.com/

ALSTOM

- mobility by nature -







Example: Differentiation

Differentiation in positioning between different consulting firms who offer similar
services:

Quantés i

Sustainability strategy PWC

Risk management
BOSTON

m gggagume I:(ANTAR BAIN & COMPANY (O

Growth strategies Brand purpose Organisational design

Haute école de gestion de Genéve — International Business Management



Learning Objective 1

Define the business market and
explain how business
markets differ from
consumer markets.
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Business Markets

What do you think the key
differences are when you
market a B2B brand ?
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Business Markets

The main diifferences between consumer and business markets
are in:

 Market Structure and Demand

* The Nature of the Buying Unit

* The Types of Decisions and the Decision Process involved
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Business Markets

Market Structure and Demand

Fewer but larger buyers

Derived demand

Inelastic demand

Fluctuating demand

Haute école de gestion de Genéve — International Business Management

Fewer but larger buyers:
Client loyalty and satisfaction
IS even more important than

for consumer markets as a
few buyers account for most

of the sales!



Business Markets

Market Structure and Demand

Fewer but larger buyers

Derived demand

Inelastic demand
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Derived Demand:
Demand comes from (is derived
from) consumer markets (eg.
Intel processors are only bought
when consumers buy from other
brands such as HP, Dell...).




Example GORE TEX

Advertise to final consumers

I

GUARAMNTEED

TO KEEP YOU DRY THE
GORETEX NORTH
X FACE

Final
consumer

)
H—

UNDER ARMOUR Advertise to final consumers

Columbia

DEMAND CREATION FOR GORETEX PRODUCTS



Business Markets

Market Structure and Demand

Fewer but larger buyers Inelastic Demand:
Demand for many business
Derived demand products is not affected much
by price changes, especially In
Inelastic demand the short run (eg. unique raw

: materials, special machinery,
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Business Markets

Market Structure and Demand

Fewer but larger buyers
Derived demand

Inelastic demand

Fluctuating demand
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Fluctuating Demand.:
Demand for many business goods
and services tends to change
more, and more quickly, than does
the demand for consumer goods
and services (eg. changing
technology, energy, specific fabrics
for the apparel industry...) .



Business Markets

The main diifferences between consumer and business markets
are in:

 Market Structure and Demand

* The Nature of the Buying Unit

- The Types of Decisions and the Decision Process involved
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Business Markets
The Nature of the Buying Unit

Business buyers usually face
more complex buying
decisions than do consumer
buyers.
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Business Markets

The Nature of the Buying Unit

Compared with consumer purchases, a business
purchase usually involves:

« More decision participants & interactions

- Larger sums of money

« Technical considerations

* Longer-term relationships and dependency
* More formal agreements

Haute école de gestion de Genéve — International Business Management
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Business Markets

The main diifferences between consumer and business markets
are in:

 Market Structure and Demand

- The Nature of the Buying Unit

* The Types of Decisions and the Decision Process involved
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Business Markets

The Decision Process

More complex buying decisions than consumer buyers:
* Longer

*  More formalized

*  More dependent on each other
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Business Markets

The Decision Process

Supplier development is the
systematic development of networks
of supplier-partners to ensure an
appropriate and dependable supply
of products and materials for use Iin
making products or reselling them to
others.
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Business Markets

Decision Process — Example

« Walmart doesn’t have a “Purchasing
Department”; it has a “Supplier
Development Department.”

* The giant retailer knows that it can't
just rely on spot suppliers who might
be available when needed.

 Instead, Walmart manages a robust
network of supplier-partners =>
provide the hundreds of billions of $ of
goods sold to its customers each year.
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Learning Objective 2

|dentify the major factors that
Influence business buyer
behavior.
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Business Buyer Behavior

The main diifferences between consumer and business buying
behavior are the:

» Major Types of Buying Situations

 Participants in the Buying Business Process

» Major Influences on Business Buyers
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Business Buyer Behavior

® FIGURE | 6.1
A Model of Business Buyer
Behavior The environment The buying organization Buyer responses
Marketing Other ] Product or
stimuli stimuli The buylng center service choice
- N Product Economic Supplier choice
In some ways, business markets _ _ Buying
are similar to consumer Price Technological

behavior presented in Figure 5.1. Delivery terms

ision i
markets—this model looks a lot * decisio * Order quantities
like the model of consumer buyer Place Political process

But there are some major Promotion Cultural and times
differences, especially in the nature (Interpersonal and

of the buying unit, the types of Competitive individual influences) Service terms
decisions made, and the decision

process.

(Organizational influences)

Payment
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Business Buyer Behavior

In the buying organization, activity consists of 2 main parts:

Buying center (all Buying decision
people involved in the process
buying decision)

Influenced by internal and external factors
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Business Buyer Behavior

4 Major Types of Buying Situations

Straight rebuy is a buying situation in which the buyer routinely reorders
something without any modifications.

Modified rebuy Is a buying situation in which the buyer wants to modify product
specifications, prices, terms, or suppliers.

RISK

New task is a buying situation in which the buyer purchases a product or service
for the first time.

v Systems selling is buying a complete solution to a problem from a single seller.

Haute école de gestion de Genéve — International Business Management



Business Buyer Behavior
Straight Rebuy

Restaurants re-ordering the
same products for their
menu, especially the basics
such as milk, flour, salt,
sugar, pepper, eggs, etc.
which are essential.
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Business Buyer Behavior

4 Major Types of Buying Situations

Straight rebuy is a buying situation in which the buyer routinely reorders
something without any modifications.

Modified rebuy Is a buying situation in which the buyer wants to modify product
specifications, prices, terms, or suppliers.

RISK

New task is a buying situation in which the buyer purchases a product or service
for the first time.

v Systems selling is buying a complete solution to a problem from a single seller.
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Business Buyer Behavior
Modified Rebuy

Restaurants can also
modify their rebuy: they can
change the supply of their
fresh food depending on
changes in the menu.
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Business Buyer Behavior

4 Major Types of Buying Situations

Straight rebuy is a buying situation in which the buyer routinely reorders
something without any modifications.

Modified rebuy Is a buying situation in which the buyer wants to modify product
specifications, prices, terms, or suppliers.

RISK

New task is a buying situation in which the buyer purchases a product or service
for the first time.

v Systems selling is buying a complete solution to a problem from a single seller.
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Business Buyer Behavior

New Task

Xme

Haute école de gestion de Genéve — International Business Management

Example: SEB MAN new bottle

* Considered stock bottle from new

supplier but risk of solvency was
deemed too high.

 Instead we developed a new bottle

design and worked with existing
suppliers on new tooling.



Business Buyer Behavior

4 Major Types of Buying Situations

Straight rebuy is a buying situation in which the buyer routinely reorders
something without any modifications.

Modified rebuy Is a buying situation in which the buyer wants to modify product
specifications, prices, terms, or suppliers.

RISK

New task is a buying situation in which the buyer purchases a product or service
for the first time.

v| Systems selling is buying a complete solution to a problem from a single seller.
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Business Buyer Behavior

===2= Management of thousands of assets
===T=, across 19 theme parks

< il y.. “ ;w.
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Sytems Selling

Systems selling is buying a
complete solution to a problem
from a single seller vs. buying
different parts from different
suppliers

@ Solutions selling: Delivering a fun and safe experience for Six Flags guests
requires careful and effective management of thousands of park assets across
its 19 regional theme parks. IBM works hand in hand with Six Flags to provide
not just software but a complete solution.

UPS doesn'’t just deliver packages, but partners with its
business customers to provide a full range of logistics
solutions that help sharpen their logistics strategies, cut
costs and serve customers better.
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https://www.ibm.com/uk-en/?lnk=fcc

Business Buyer Behaviour

The main diifferences between consumer and business buyer
behavior are the:

* Major Types of Buying Situations
 Participants in the Buying Business Process

- Major Influences on Business Buyers
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Business Buyer Behavior
Participants in the Business Buying Process

Buying center consists of all the individuals
and units that play a role in the business
purchase decision-making process:

Buying center (all

. Users people involved in the
- Influencers buying decision)

- Deciders

* Purchasers

Gatekeepers
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Business Buyer Behavior

Participants in the Business Buying Process

Users are those that will use the product or service.

Influencers help define specifications and provide information for evaluating
alternatives (eg. technical personnel, R&D).

Buyers have formal authority to select the supplier and arrange terms of
purchase (cf. procurement).

Deciders have formal or informal power to select and approve final
suppliers (eg. marketing).

Gatekeepers control the flow of information (eg. supply).
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Business Buyer Behavior

Participants in the Business Buying Process

The buying center concept presents a major marketing challenge given the
varied groups involved in the decision.

=> \Who should the marketing address?

Who participates in the decision?
* Relative influence on decision by various participants
- Evaluation criteria used by various participants
« Informal participants involved in decision
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Business Buyer Behaviour

The main diifferences between consumer and business buyer
behavior are the:

» Major Types of Buying Situations

 Participants in the Buying Business Process

» Major Influences on Business Buyers
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Business Buyer Behavior

Key Influences on the Buying Behavior

Business Buyers are 'NFLUENCE i

subject to many
Influences when they
make their buying
decisions.
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Business Buyer Behavior

Key Influences on the Buying Behavior

So_m_e marketers assume thgt But business buyers also
main influences are economic, respond to personal factors
driven by lowest price, best and emotions play an
product or service. important role

N2




Business Buyer Behavior

Business buying decisions are affected by an incredibly complex combination of
influences, but with an extra layer of organizational & interpersonal factors thrown

into the mix.

A Model of Business Buyer

Eehavior
Environmental —
IJhE COMEUTES I:l.|3_|'in|;| da:igmrﬁ The economy Organizational
in Figure 5.2, business buying Objectives Interpersonal Individual
deciskons are affected by an Supply conditions Influence
I::r;:ra:i!hl',' n:::nr'llgiz:-: nn::gﬂl:manrnﬂjn | Strategies Age/education
erwironmental, interpersonal, Jolb ition
and indivicual influences, but with Technology Structure Expertise M;ﬁaﬁ
an extra layer of onganizational
: : Paolitics/regulation Personality
factors thrown into the mix. Authority
Systems Preferences
Competition Dynamics Buying style
Procedures
Culture and customs

Haute éc



Business Buyer Behavior

Major Influences on Business Buyers

Environmental Factors

Demand for Economic Cost of
product outlook money

Supply of

Materials Technology Culture

Politics Competition
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Business Buyer Behavior

A Model of Business Buyer
Behavior

. Like corsumer buying decizions
in Figure 5.2, business buying
decizionz are affectad by an

incredibly complex combination
of erwironmental, imerperzonal,

and individual influences, but with
an extra laver of onganizational
_ factors thrown into the mix.

Environmental

The economy
Supply conditio

Technology
Palitics/regulation

Competition
Culture and custo

Organizational

Objectives
Strategies
Structure

Systems

Procedures

Interpersonal

Influence

Expertise

Individual

Agefeducation
Job position
Matives
Personality
Preferences

Buying style




Business Buyer Behavior

Major Influences on Business Buyers

How many people are
iInvolved in the buying
decision?

Who are they?

Organizational Factors

A

Objectives

N
J

Strategies

N\~
AN

Structure

Systems

Procedures
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What are their evaluative
criteria?

What are the company’s
policies and limits on its
buyers?



Business Buyer Behavior

A Model of Business Buyer

Eehavior
p \ Environmental —
Like consumer buying decizions CONOMY Organizational
in Figure 5.2, business buying Thee Objectives Interpersonal Individual
decisiong are affected by an Supply conditions Influence
incredibly complex combinaton Strategi Age/education
of emvironmental, interpersonal, 1 Technology es Job position
and individual influences, but with Structure Expertise Motives
an axtra layer of organizational Pars
factors thrown into the mis. Politics/regulation Syt men,g?cﬁ
. J ams
Competition Buying style
Procedures
Culture and customs




Business Buyer Behavior

Major Influences on Business Buyers

Interpersonal Factors

Influence Expertise

Authority Dynamics

Haute école de gestion de Genéve — International Business Management

Interpersonal factors are
often very subtle.

Buying center
participants with the
highest rank don’t
always have the most
iInfluence!



Business Buyer Behavior

A Model of Business Buyer
Behavior

Like corsumer buying decizions
in Figure 5.2, business buying
decisionz are affectad by an
incredibly complex combination
of erwironmental, imerperzoral,
and individual influences, but with
an extra layer of onganizational
factors thrown into the mix.

Haute école de gestion de Genéve — International Business Management

Environmental

The economy
Supply conditions
Technology
Falitics/regulation

Competition

Culture and customs

Organizational

As for any person, the same
individual influences as we
saw with consumer buyer

behaviour affect people in the

business world.

Objectives
Strategies
Structure

Systems

Procedures

Interpersonal

Individual
Influence Age/education
Expertise hﬂ Sﬁﬂiﬁ on
Authority ;';;Eaﬂgggﬂ
Dynamics Buying style




Business Buyer Behavior

Major Influences on Business Buyers

Individual Factors

Motives Perceptions | Preferences

Attitude

Income Education toward risk
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Learning Objective 3

List and define the steps in
the business buying decision
process.
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The Business Buying Process

® FIGURE | 6.3

stages of the Business Buyer Decision Process

* Buyers facing new, complex
buying decisions usually go
through al of these stages.

Thees making rebuys often

sKip some of the stages. Either |
way, the business buyer
decizion process iz usually

much mare complicated than

this @imple flow diagram

SUQESTE.

Haute école de gestion de Genéve —
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The Business Buying Process

Problem recognition occurs when someone in the company recognizes a
problem or need.

* Internal stimuli - Need for new product or production equipment
 External stimuli - Idea from a trade show or advertising

Prablam General nead Product sSupplier
recognition # description ’ specification ; search
Proposal Supplier Order-routine Performance
o solicitation ’ selection ’ specification 4 review
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The Business Buying Process

General need description describes the characteristics and quantity of the
needed item.

Product specification describes the technical criteria.

Value analysis is an approach to cost reduction where components are studied to determine if
they can be redesigned, standardized, or made with less costly methods of production.

Problem General need Product Supplier
recognition description specification search
Proposal Supplier Order-routine Performance
o solicitation selection specification review
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The Business Buying Process

Supplier search involves compiling a list of qualified suppliers to find the best
vendors.

Proposal solicitation is the process of requesting proposals from gualified
suppliers.

Supplier selection is when the buying center creates a list of desired supplier
attributes and negotiates with preferred suppliers for favorable terms and

conditions.
Problem General nead Product Supplier
recognition description specification szarch
Proposal Supplier Order-routine Performance
r# solicitation selection specification review




The Business Buying Process

Order-routine specifications includes the final order with the chosen supplier
and lists all the specifications and terms of the purchase.

Performance review involves a critique of supplier performance to the order-
routine specifications.

Problem General need Product Supplier
recognition description specification search
Proposal Supplier Order-routine Performance
o solicitation selection specification review
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Learning Objective 4

Discuss how new information
technologies and online,
mobile, and social media have
changed business-to-business
marketing.
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New Information Technologies

As In every other area, the explosion of information technologies

and social media has changed the face of B2B buying and
marketing:

« B2B Social Media

* E-Procurement and Online Purchasing
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Example: Maersk

MAERSK Prices Book v Tracking  Schedules  Logistics solutions

See how truly integrated

logistics delivers

With truly integrated logistics there's always a new way to keep your
goods moving and your business growing.

Discover new paths
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Example: Maersk

3 YouTube

104K followers

Informational &
= educational videos

detailing activities,
Maersk° services and

@maersk . 104K subscribers - 1.1K videos peo p I e.

A.P. Moller - Maersk is an integrated transport and logistics company with multiple brands ... >

e

maersk.com and 6 more links

Haute école de gestion de Genéve — International Business Management






Example: Maersk

. fl Maersk

E Mark  Home  Find Friends  Create

Maersk @
@Maersk

Home
Photos
Videos
Posts
Events
About

Community

Videos

\.

wbLike X\ Follow s Share =+ Watch Video @ Send Message

Create post Community See all
Q 2L Invite your friends to like this Page
b 3,078,459 people like this
3\ 3,065,574 people follow this
BB photojvideo X Tagfriends @ Checkin e © 10,051 check-ins
Photos About See all

@, +4533633363

(~) Typically replies within a day
Send message

@ maersk.com

(31 cargo and freight company

/ Suggest Edits

o Page transparency See more
Facebook is showing information to help you better
understand the purpose of a Page. See actions taken
by the people who manage and post content.

{2 Page created - 8 April 2011

Pages liked by this Page >
[1uasmex Maersk Drilling e Like
@ Safmarine 1 Like

See all

~ & Maersk® 1l Like

117AVERQT 1ourl 7730 InOh

AV N
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3M followers

Used for
engaging a
broad audience
of customers
and other
stakeholders.



Example: Maersk

| q"btag’lﬂm 2 Search @ O

Jo

maersk_official ¢ RN K -

964 posts 152k followers 225 following
Maersk

This is the official Instagram account for Maersk. By tagging us in your pictures or
videos or using #maersk you give your consent for us to use them.
www.maersk.com/all-the-way

“ ‘;7 ;

#IAmOnBo... #Maerska4...

& POSTS @ 16TV (@ TAGGED

800 million

] people are suffering from food scarcity

Haute école de gestion de Genéve — International Business Management

Share customer
and employee
Images and
stories to help
visualise the
brand.



Example: Maersk

wv

Maersk
@Maersk

The official account for A.P. Moller -
Maersk. An integrated transport and
logistics company with multiple brands
and global leader in container shipping.
© Worldwide

(§’ maersk.com

Joined September 2011

@ 2,698 Photos and videos

Tweets
6,181

Following Followers Likes Lists Moments

2,004 823K 4,337 8 2

Tweets Tweets & replies Media

3

Pinned Tweet

Maersk @Maersk - Oct 29 v
Together with @WWL_ASA, @uni_copenhagen, @MW, @hm, @LEVIS, &
@marksandspencer we have formed the LEO Coalition. The purpose is to
explore the potential of the new fuel LEO as a commercially viable fuel for
shipping. bit.ly/349axOT #roadto2030 #decarbonisingshipping

Vs
Shipping accounts for 2 _3 (0)

of global CO, emissions

Q 2 Q13 Q s6

Maersk @Maersk - Oct 29 v
Alcohol, Biomethane or Ammonia, which of them will become the best net zero
fuel for shipping? bddy.me/2JyhMrQ @lloydregister #roadto2030 #maersk
#DecarbonisingLogistics

Bloomberg | Quint

Maersk Bets on Alcohol Over Batteries to Cut Shipping Emissions
Maersk Bets on Alcohol Over Batteries to Cut Shipping Emissions
bloombergquint.com

Q 0 4 Q a

You may also like - i=

APM Terminals
/’ @APMTerminals

Follow

Want to take advantage of all

the new Twitter features?
It's simple - just log in.

Sign up

o CMA CGM Group

CMACGM
ACGM @cmacgm

Lloyd's List @
@LloydsList

IMO &
@IMOHQ

Maersk North America
@MaerskNAM

Worldwide trends
Happy Halloween
1.36M Tweets

Wonho

1.23M Tweets
#2SHEI)

1.24M Tweets

#WorldCitlesDay
10.6K Tweets

#innovation
13.8K Tweets

Labour
296K Tweets

Kunden
1,366 Tweets
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01K followers

Latest news &
events creating
conversation and
buzz amongst its
followers.




Example: Maersk

POV: When you always
thought Maerskiwas solely a

shipping company...

Haute école de gestion de Genéve — International Business Management

115K followers

From captains & deck
hands to truck drivers,
employees post fun
and engaging behind-
the-scenes.



Example: Maersk

EW

== 2M followers

Engage customers,
opinion leaders and
Industry influencers
who share information
and discuss industry
challenges.

A.P. Moller - Maersk

Transportation, Logistics, Supply Chain and Storage - Copenhagen - 1,711,536 followers - 10,001+ employees

0 Samira & 10 other connections follow this page
+ Follow (Visit website L’.') CMore>

Home About Posts Jobs Life People Insights

About

A.P. Moller - Maersk is an integrated transport and logistics company; going all the way, together, for our
customers and society. ALL THE WAY is our commitment to connect the world so that everyone has
both the possibility and the ability to trade, grow and thrive. The company employs roughly 1... see
more
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Why do B2B brands
such as Maersk
use social media?
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Business Markets

Behind any business lie people.

B2B brands still need to create an
emotional connection with their
clients.

By reaching their clients where they
are, as individuals, they can create
that connection.
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Business Buyer Behavior

Key Influences on the Buying Behavior

So_m_e marketers assume thgt But business buyers also
main influences are economic, respond to personal factors
driven by lowest price, best and emotions play an
product or service. important role

N2




Business Markets

o5 ¥ Dictionary.com

Richard Branson - 3rd ;
Founder at Virgin Group "r I

fi8 Top voice

- Contact info

82 Followed by Alison § Davis, Christina Zwingmann, and 493 others V|rg|n @
Venture Capital and Private Equity Principals - Londor] - 299K followers - |OK+ employees
[ ]
Q.)r ConneCt> <More> @ 1 school alum works here
+ Follow <Visit website L."> @
Home About Posts Jobs People Insights
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Business Markets

advertisement

Sara Blakely - 3rd

Founder of Spanx and now... Sneex!

fi8 Top Voice

Atlanta, Georgia, United States - Contact info
2,239,033 followers

Spanx @

2: Followed by Shann|>n Goldberg-Cruz, Sally Rogers, and 15! A revolution in dressing - fashion th U: #Spanx
Retail Apparel and Fashion - Atlanta, GA | 105K followers - 401-500 employees

(J FoIIowing> <=+ Connect) (More) ( 7 Message ) U

Home About Posts Jobs People Insights
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Business Markets

THE POWER OF MARKETING TO
TRANSFORM THE WORLD

GVAGrad

="\ Building Brands for 77%@ %fwz»

/\\ v 4 Guiding Students, Start-Ups & Organisations

Christina Bouglass @ (she/+en)
Brand Building Expert | Supporting Purpose-Led Brands to Grow Brands B NEWSLETTER
Their Positive Impact | Lecturer in Marketing at HEG | TEDx Speaker | E
orA

Trained by CISL in Sustainable Marketing & B Lab | Founder of The N World BI"a I"IdS FOI" A NeW WOI"|d

0% ew Wwor
Buttertly Movements W . Subscribe for advice and inspiration on how to build and
iGrens; Vaug, Swizerens sEanantia \ market powerful brands that drive positive impact.

2,409 followers - 500+ connections

By Christina Bouglass Published monthly
Brand Building Expert | Supporting Purpose-Led Br... 542 subscribers




New Information Technologies

As In every other area, the explosion of information technologies

and social media has changed the face of B2B buying and
marketing:

« B2B Social Media

* E-Procurement and Online Purchasing
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New Information Technologies

E-Procurement and Online Purchasing

STAPLES
Business Advaniage

See everything Staples

Business Advantage®

* Online purchasing
- Company-buying sites S—
* Extranets

Sxplks Susiness
Avacinge wan
Sapport o Busiiuss
Wit copplas aduco
wret napwrt snmos

@ Online buying: Staples operates a business-to-business
procurement division called Staples Business Advantage, which
serves the office supplies and services buying needs of business

customers of any size.
Staples
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New Information Technologies

E-Procurement and Online Purchasing

%dvantages x Disadvantages

« Access to new suppliers * Erodes relationships as
« Lowers costs buyers search for new
- Speeds order processing and suppliers
delivery  Risk of over-simplification
« Enhances information
sharing

* Improves sales

* Facilitates service and
support
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Example: Wella App

Learn Anywhere, Anytime

Online orders make the
process easy for stylists

to re-order but reduce
the need for personal
Interaction with the sales
rep =>

Impacts relationship
building, new product
presentation, education
efc...
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Learning Objective 4

Compare the institutional and
government markets and
explain how institutional and
government buyers make their
buying decisions.
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Institutional and Government Markets

Institutional markets consist of schools, hospitals, nursing homes, and
prisons that provide goods and services to people in their care.

Characteristics:
* Low budgets
« Specific needs (eg. food, sanitary...)
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Institutional and Government Markets

Often suppliers have
separate divisions to
serve these institutional
markets (eg. General
Mills, P&G).

Professional’
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Institutional and Government Markets

Government markets tend to favor domestic suppliers, require them to submit
bids, and normally award the contract to the lowest bidder.

They are carefully watched by outside publics, ranging from Congress to a
variety of private groups interested in how the government spends taxpayers’
money.

Characteristics:

- Affected by environmental factors

« Non-economic factors considered:
*  Minority firms or small businesses
* Depressed firms

* Transparent

*  Moving on-line
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Key Take-Aways

« Similar to consumer buyer behavior except the buying
organization and buyer responses are different.

* Importance of emotion, purpose & differentiation remain true.

« Some B2B brands are great at using social media to connect
and create emotion.

* Know the participants: users, influencers, deciders,
purchasers and gatekeepers.

*  Know what can influence buyers’ decisions.

* Impact of new technologies (social media, e-procurement) on
B2B.

* [Institutional and Government markets have different
characteristics. Make sure you understand some key
differences.




ﬂ:s FNTH , 4
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