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B2C: Consumer market - purchasers who intend to
consume or benefit from the purchased products
and do not buy products to make a profit.

B2B: Business market - purchase a specific kind of
product for one of three purposes:

- resale

- direct use in producing other products

- use in general operations
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Step 4
Step 5 Evaluate Relevant
Select Specific Market Segments
Target Markets After analyzing the market segment profiles. a
markuter shoukd be able to rao his of her
Toeus b several promising segments that wasrant

further analyss. Marksters should sxamine:




Step 1:
Identify the
appropriate Targeting
Strategy

Target market:
consumers for whom a business

creates and maintains a
specifically desighed marketing
mix to satisfy the needs of the
members of the group
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Concentrated Targeting

Undifferentiated Strategy
Target Strategy

When a company designs a single marketing
mix and directs it at the entire market for a

particular product.

Assumes that all customers in the target market Concentrated

have sfn1ilar nleeds a‘nd that mos:t custf:rm?rs can Marketin

be satisfied with a single marketing mix with When ah organization directs itz marketing =Frarts
little or no variation. This situation is termed a toward a single market segment using one

marketing mix it is employing a concentrated

hom ogeneous market. targeting strategy.
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Differentiated

Strategy
An organization directs
its marketing efforts at
two or more segments
by developing a
marketing mix for each
segment.

Three basic
targeting strategies
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