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Abstract: Business-to-business (B2B) marketing strategies are plans made by companies selling to other companies in 

an effort to influence those companies' prospective consumers and so increase sales. This is the long-term plan that will 

be executed in the next months to attain targets that are in line with the company's overall objectives. This research 

study serves as a survey with the overarching purpose of examining the branding requirements of business-to-business 

enterprises and evaluating the available solutions by way of stock performance. 
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I. Introduction 

Selling goods and services directly to other companies and organisations is known as "business-to-business marketing." 

Comparing it to consumer-focused B2C marketing, where the focus is on the end user, reveals some significant 

differences. In general, B2B marketing material is more informative and less flowery than its B2C counterpart. This is 

due to the fact that businesses, unlike individuals, focus their purchasing choices primarily on the effect on profits. 

While return on investment (ROI) may not be front of mind for the average individual, at least not monetarily, it is for 

business leaders. In today's business world, sales pitches are often made to multi-person "purchasing committees" 

comprised of different major stakeholders. Despite the complexity and difficulty of the environment, B2B marketers 

have seen significant improvements in their capacity to map out committees and approach buyers with relevant, targeted 

information as a result of the proliferation of reliable and accurate data sources. 

Product: Customers in B2B marketplaces often see product quality and durability as 'hygiene requirements,' meaning 

that suppliers must provide exceptional performance to be evaluated. Weak competitors in terms of quality don't last 

long, so the remaining significant market players may distinguish themselves via other aspects of their product (such as 

service, brand, and so on). In emerging countries, high quality is seldom valued beyond a hygienic need. In contrast to 

their Western counterparts, eighty to ninety percent of pump and instrumentation consumers in Russia and China are 

content to purchase items with a lifetime of just eighteen to twenty-four months. As a consequence, the emerging market 

is saturated with low-quality clients, and the few who value quality must compete on price. When entering a developing 

country, the optimum approach for a Western firm with a high-cost basis and high-quality product is to cream-skim the 

market by targeting the 10%-20% of quality-focused consumers. Suppliers looking to succeed in mature markets should 

concentrate on the calibre of their service, the depth of their expertise, and the expertise of their staff, while always 

adhering to the highest quality standards. 

 

Price: Customers in developed economies are used to paying a premium for what they perceive to be a better offer, one 

that includes elements outside the core product such as service, brand, advice, and so on. B2B buyers in emerging 

markets are far less likely to pay a premium for a better deal, instead putting a greater emphasis on quantity. In emerging 

countries, Western customers often pay a premium to convey high quality to a niche audience and reap substantial 

profits as a result. Companies with weak differentiators at home often find success with premium pricing in emerging 

markets. Pizza Hut and other fast-food chains have found tremendous success using this method. The situation is much 

murkier in developed economies, where buyers tend to be more picky and where high-quality competition is more 

common. Here, model-based methods like SIMALTO and conjoint analysis, as well as more specialised approaches like 

competitive pricing intelligence, really shine. 

 

Place: Western companies often fail to account for the complexities of entering new markets. While a company's home 

market's distribution channels may be well-established and predictable, those in a growing market may be foreign, 

disorganised, temporary, and reliant on personal connections and insider information. Shampoo and cosmetics 

manufacturers, for example, are reaping enormous profits in rural towns by selling to local distributors and merchants 

in new markets. Many industrial firms are still using stock import-export brokers and have a sales staff that is generic 

and poorly educated. Another typical mistake is underestimating the need for a consistent local presence and fluency in 

the language. 
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Promotion: Promotional messages in any b2b market should centre on customers' "hot buttons," such as product 

quality or price in developing markets and service, brand, consultancy, and other value-added messages in developed 

markets. The channels for promoting products will also be different. Even while direct mail is growing in popularity, it 

is still a seldom utilised and unsuccessful marketing medium in most emerging b2b markets. Since consumers lack faith 

in brands, it is essential to promote via personal connections, such as through trade exhibitions and on-site visits. 

 
II. Literature Review 

Kabir et al. (2012), The tourist industry is expanding fast all around the globe because to the widespread use of 

contemporary computer technology, notably the Internet. Today, e-tourism is a vital part of the global economy. Tourism 

information and goods are being disseminated to more people than ever before because to the advent of the Internet. In 

this study, we look at the several types of E-Tourism businesses that already exist (B2C, B2B, B2B2C, etc.) and offer a 

streamlined version of one called G2B2C. We also believe that this model has the potential to be a very effective 

commercial strategy for promoting tourism in the world's developing or underdeveloped nations. 

 

Sheth & Sinha (2015), There is a high concentration of B2B firms in places with high levels of social, economic, and 

environmental risk, particularly in developing markets. To help them improve their brand's image and bottom line, we 

provide a theoretical framework for how they might use sustainability. By shifting their focus to their stakeholders, 

firms can no longer be said to be only market-, customer-, or shareholder-driven. In order to prove this, we will be 

looking at seven case studies of specific industrial businesses operating in developing countries that have embraced the 

triple bottom line strategy. For this reason, we propose a study agenda for developing a sustainable marketing strategy 

for B2B brands in frontier markets. 

Tan & Ludwig (2016), B2B e-commerce adoption is a key factor in the economic growth of both developed and 

developing nations. However, the rate of adoption is far lower in underdeveloped nations. In order to explain why 

interorganizational power dependence, cooperativeness, and regional economic-cultural differences are so crucial to 

increasing Internet-based electronic data interchange (EDI) in China, this paper draws on the perceived e-readiness 

model and research on the influence of interorganizational relationships and economic-cultural contexts. Through the 

use of survey data, we are able to scientifically examine the impact of each of these variables separately and in concert. 

Managers and policymakers in developing nations who wish to encourage Internet-based EDI adoption should take into 

consideration the interorganizational linkages of enterprises as well as the economic and cultural conditions of the areas 

in which they operate, according to the results. 

Cawsey & Rowley (2016), This study aims to fill a gap in the literature by offering a comprehensive analysis of how 

B2B organisations are using social media to create their brands. There is already a large body of research on the topic 

of B2C social media usage, and this study adds to that. Since B2B social media marketing is still evolving, it is being 

approached from an inductive interpretivist perspective. Marketing experts in France, Ireland, the United Kingdom, and 

the United States who manage social media initiatives were interviewed using semi-structured interviews. According to 

the study's findings, summarised in the B2B Social Media Engagement Taxonomy, companies' levels of participation 

in social media marketing vary widely. Most social media campaigns aimed to improve brand perception, broaden brand 

exposure, and encourage consumer participation. Companies' lack of anticipation for the social media-induced brand 

management and control revolution that has been widely discussed and experienced in business-to-consumer (B2C) 

settings is not surprising. The B2B social media strategy framework is proposed, which identifies the following six 

components of a social media strategy: monitoring and listening; empowering and engaging employees; creating 

compelling content; stimulating electronic word of mouth; evaluating and selecting channels; and enhancing brand 

presence through integrating social media. The study's findings and methodology for summarising B2B social media 

strategy add to the existing body of social media marketing literature. 

Wang et al. (2016), The usage of social media applications (SMA) to enable one-on-one communication has gained 

widespread use. In business, they serve as a means of interaction between the firm and its clientele. However, there is a 

dearth of research that looks at how SMA has been used in the B2B setting (Social Media Benchmarking Report, 2014). 

We offer one of the first empirical studies examining the connection between the capabilities of SMA (transmission 

velocity, parallelism, symbol sets, rehearsability, and re-processability) and B2B communication and business success 

using a model based on Media Synchronicity Theory (MST). Five case studies were carried out, all of which relied on 

in-person interviews with the top executives of SMEs. The data was evaluated, and the results backed up the claims 

made by MST about the capabilities of the SMA medium. According to the results, the suggested model now includes 

the previously absent SMA capacity of information security and control, which might be a significant improvement over 

the standard MST. In order to confirm these results, further studies are needed. 

Chong et al. (2010), This paper's goal is to help readers gain an insightful comprehension of how B2B e-marketplaces 

fare in the context of international online marketing. The proposed framework is meant to serve as a guide for business-

to-business (B2B) companies, especially small and medium-sized enterprises (SMEs) that want to take the initiative in 
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using information and communication technology to improve operational efficiencies and gain a competitive edge, as 

well as for those that want to investigate the marketing possibilities presented by internet-based technologies. 

Mariadoss et al. (2011), Little is known about the specific marketing abilities that lead to sustainable consumption 

behaviour or whether implementing such strategies actually leads to firm competitive advantage, despite the fact that 

emerging literature on sustainability shows that environmentally responsible strategies can contribute to competitive 

advantage and enhanced financial performance. This research uses a case study technique to examine the sustainable 

marketing strategies and practises of successful sustainable businesses operating in a business-to-business setting. We 

analyse 47 case studies of B2B companies to identify core marketing competencies linked to innovation-based 

sustainability initiatives, sustainable purchasing habits, and company success. Based on our results, we propose an 

overarching paradigm for future research that connects marketing skills to innovation strategies for company 

sustainability, sustainable consumption behaviour, and firm competitive advantage. 

Lilien (2016), Despite the fact that B2B (Business to Business) and B2C (Business to Consumer) marketing generate 

roughly the same amount of revenue, B2B (Business to Business) marketing receives a fraction of the academic research 

attention. Some of the causes of the disparity are discussed in this article. He then zero in on three subfields within 

business-to-business interactions, B2B innovation, B2B purchasing, and B2B analytics that promise to produce high-

quality research that can be applied in the real world. He provides a brief overview of the current state of knowledge in 

each field and then list several open questions. After that, Author talks about several other B2B niches that have 

promising futures. After that, he offers some thoughts on why and how we, as a profession, can do better at encouraging 

high-quality academic research in the field of business-to-business marketing. Then, he provides some ideas for 

involving more practitioners in the B2B knowledge development procedure. 

Broekemier et al. (2015), For this study, we polled a representative cross-section of B2B companies throughout the 

country to learn more about their social media marketing strategies and practises. This descriptive research found that 

54% of small firms marketing to other businesses used social media. The four most common reasons given by B2B 

companies for adopting social media were:  

(1) enhancing the company's reputation;  

(2) attracting more consumers;  

(3) educating existing clients; and  

(4) attracting new clients.  

A sizable number (81%) of the 46% who were not social media users said they had no plans to start using them very 

soon. Almost a quarter of social media users also admit they have no idea how well their campaigns are doing. Clearly, 

there is still a need for small companies to learn how to best include social media marketing into their overall marketing 

strategies. 

Fauska et al. (2013), In order to maintain a competitive edge, business-to-business (B2B) organisations must embrace 

e-commerce. Not only can they reduce transactional costs and expand their variety of new services, but they can also 

work more effectively with their customers and vendors. The purpose of this paper is to investigate the role of B2B E-

Commerce in the operations of industrial firms, how it facilitates the delivery of services, and what the primary benefits 

are. The study takes on great theoretical and practical relevance for the corporate world in light of the ever-increasing 

importance of services in business-to-business marketplaces and the fast advancement of information technology. Since 

it provides a summary of the relevant theoretical literature and serves as a review of the issue at large, it might serve as 

a springboard for more studies on B2B market strategies and the impact of electronic commerce. With the information 

in this paper, businesses will have an easier time deciding how to allocate funds for E-Commerce initiatives. 

III. Market transactions, the market triangle and collaborative advantage 

Market transactions, the mechanism through which individuals, businesses, and other organisations trade goods and 

services in order to create mutual value, serve as marketing's fundamental analytical unit. In order to facilitate the buying 

and selling of goods and services for money, participants in a market transaction must interact with one another. The 

value of the exchange may be summed up in the form of a value equation, which takes into account the inputs and the 

outputs of both parties (Blois, 2004). Since the two parties involved in a transaction place different values on the inputs 

and the outputs, there is the potential for, and often the occurrence of, mutual gains. Organizations, made up of groups 

of people with different jobs and responsibilities and a preexisting official and informal hierarchy, are the main players 

in commercial marketplaces. Therefore, market transactions may need the participation of several individuals 

coordinating their efforts across and inside their respective organisations. For the sake of brevity, when I talk about 

"firms," I mean both traditional for-profit businesses and non-profits that participate in market transactions like 

http://www.jetir.org/


© 2017 JETIR September 2017, Volume 4, Issue 9                                                       www.jetir.org (ISSN-2349-5162) 

JETIR1709128 Journal of Emerging Technologies and Innovative Research (JETIR) www.jetir.org 870 
 

government agencies, educational institutions, and non-profits serving a variety of social causes. Deals in the market 

never happen in a vacuum. To begin, buying and selling groups, inter-departmental and inter-functional exchanges, and 

relations are all examples of intra-firm transactions that affect and are affected by market transactions between 

businesses. Second, current market transactions between enterprises are connected to previous market transactions 

between the same individuals and firms, as well as prospective future market transactions between the same people and 

firms (the "shadows of the past and future"). Over time, ties form between companies as a consequence of their dealings 

in the market and other forms of connection. Many sources, such as the Industrial Marketing and Purchasing (IMP) 

group's interaction approach to business markets, highlight the importance of this in understanding the evolution, 

governance, and operation of buyer-seller interactions in business markets and marketing channels (see www. 

impgroup.org). Third, networks of associated transactions and companies emerge as a result of market transactions 

between firms being linked, directly and indirectly, to other real and prospective transactions that have or might take 

place with other firms. 

IV. Business networks and business strategy 

Although certain companies may acquire dominant and leading roles, the fact that business interactions and networks 

are not under the authority of any one company creates difficulties for businesses when executing their operations. Even 

if there exist networks in which a single company exercises complete authority, that company would be hard-pressed to 

solve the complicated task of optimally building, deploying, and adjusting the network. The degree to which businesses 

in a network are reliant on one another determines the extent to which they may exert influence on one another. A 

company's challenge is to make the most of the information, skills, and assets it has at its disposal at any given moment 

in order to advance toward its present objectives while also preserving and improving those assets for use in the future. 

The issue represented by Ohmae's market triangle appears often in literature on commercial marketplaces. The challenge 

is framed in terms of determining which customer groups to focus on and how to devote resources to marketing activities 

(the marketing mix) so that the company may best accomplish its objectives in light of the level of competition present 

in a particular market and network structure. The IMP team took a different tack with its interaction method, which 

emphasised the customer's agency and moved the focus away from the traditional stimulus-response model of marketing. 

In this perspective, marketing is not something that is done just by suppliers for the benefit of their consumers. To begin, 

shoppers have the power to drive the economy by proactively seeking out and acquiring the goods and services they 

need. Additionally, market transactions occur within the framework of continuous relationships with a background of 

previous transactions and interactions. As a result of this background, the participants form a relationship environment 

that is comprised of activity linkages, resource ties, and schema couplings, as well as like, trust, power dependency, 

commitment, and understanding (Hakansson and Snehota, 1995; Welch and Wilkinson, 2002). The challenge of 

company marketing is to foster and sustain the connection as a quasi-organization. Neither party has exclusive authority 

over the governance of this quasi-organization; rather, it is co-produced via their interactions over time and develops in 

response to changing market circumstances, persons engaged, and transactions and linkages affecting other nodes in the 

network. There is a wealth of literature on the topic of interfirm relationship governance, including both the economic 

and behavioural components, but it is almost exclusively written from the vantage point of one player in the connection 

(Wilkinson, 2001). While this study has aided our knowledge, it has its limits since it overlooks the problems' basic 

interactive and dynamic aspect; each actor acts in the context of the actions and responses of others that it does not and 

cannot completely control. In a nutshell, co-regulatory and co-productive behaviour characterise interfirm relations and 

networks. 

V. Conclusions and research implications 

The inherent complexity of market interdependencies, dynamism, and development are challenged by an emphasis on 

commercial markets as complex adaptive self-organizing systems. But from what I've seen in the literature, both 

researchers and practitioners are starting to pay more attention to these problems. Relationships, alliances, partners, 

networks, and supply chains are all terms that are being bandied about increasingly among practitioners, albeit in a wide 

variety of contexts that don't always mesh with what I've been discussing here. Researchers in the fields of management, 

organisation science, economics, and economic sociology are increasingly focusing their attention on the significance 

of relationships and networks in the corporate world. 
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