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DIFFERENT MARKET TYPES

MARKETING
STRATEGIES FOR 

By Richard Bavlsík

Understanding and strategizing across B2C, B2B,
B2B2C and B2G,



STRATEGIC RELEVANCE

TARGETED COMMUNICATION

RESOURCE ALLOCATION

COMPETITIVE ADVANTAGE

Understanding market types helps tailor marketing strategies to
specific audience needs, leading to more effective campaigns and
better customer engagement.

Different market types require distinct communication
strategies, ensuring the right message reaches the right

audience.

Recognizing the unique challenges and opportunities of each
market type allows businesses to allocate resources more
efficiently and maximize ROI.

Businesses that adapt their strategies to fit different market
types can gain a significant edge over competitors who use a

one-size-fits-all approach.
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DIFFERENT MARKET
TYPES REQUIRE
DIFFERENT MARKETING
STRATEGIES
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B2C - BUSINESS TO
CONSUMER

EXAMPLE
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Direct selling to individual consumers.

Emphasizes emotional decision-making and
brand importance.

Characteristics: Smaller purchases, faster
decision processes, large audience.

Popular B2C companies include Amazon, Meta, Netflix,
The New York Times Co. and Uber.



B2B - BUSINESS TO
BUSINESS
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Transactions between businesses (e.g.,
service provider to business).

Longer sales cycles, multiple decision-
makers, importance of relationships.

Characteristics: Larger contracts, technical
specifications, smaller market.

Big B2B companies are IBM, Microsoft, Zoom, Adobe
and Oracle.

EXAMPLE
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B2B2C - BUSINESS TO
BUSINESS TO CONSUMER
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EXAMPLE

Hybrid model where a business sells to
another business, which then sells to the
consumer.

Managing relationships with both businesses
and consumers.

Characteristics: Complexity, need for
seamless integration, dual focus on business
functionality, and consumer appeal.

Examples of successful B2B2C companies are eBay,
DoorDash, App Store, and Shopify.

EXAMPLE



B2G - BUSINESS TO
GOVERNMENT

Businesses providing products/services to
government entities.

Emphasis on compliance with regulations,
tendering process, long procurement cycles.

Characteristics: Stable customer base,
higher prices, smaller market.

In B2G it is hard to give concrete examples so let’s see
types: construction of buildings, highways, and

infrastructure or installation of unified communications
solutions.

EXAMPLE
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COMPARING MARKET TYPES

Fast decisions,
emotional
purchases, broad
audience.

Slower,
relationship-
driven, smaller
market.

Complex,
balancing B2B

and B2C needs.

Compliance-
heavy, stable

pricing, political
considerations.
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LET’S SEE THE SPECIFIC APPROACHES



B2C COMMUNICATION
STRATEGIES
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Emphasize personal benefits and emotional
appeal.

Focus on brand image and lifestyle
aspirations.

Mass advertising, social media, and
influencer partnerships.



Focus on customization and technical
specifications.

Build credibility through thought leadership
and relationship management.
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Personal selling, trade shows, and content
marketing.

B2B COMMUNICATION
STRATEGIES
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Balance consumer appeal with business
functionality.

Ensure coherent branding and messaging
across layers.

Integrated marketing communications
targeting both partners and end consumers.

B2B2C COMMUNICATION
STRATEGIES



Tailor communication to meet public sector
requirements.
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Emphasize compliance, value for money, and
socio-economic benefits.

Utilize PR, public affairs, and government
procurement channels.

B2G COMMUNICATION
STRATEGIES



DIGITAL MARKETING
ACROSS MARKETS
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Focus on platforms like social media,
influencer marketing, and PPC campaigns
where consumers spend time.

Integrate B2C and B2B channels, ensuring
consistency in messaging across the consumer
and business touchpoints.
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CHANNEL OPTIMIZATION

Prioritize LinkedIn, webinars, and SEO to
reach decision-makers and industry
professionals.

Leverage government-specific platforms,
public sector forums, and digital PR channels.



Emphasize storytelling, user-generated
content, and emotional appeal to engage
customers.

Balance content that appeals to both
businesses and end consumers, maintaining
consistent brand messaging.

By Richard Bavlsík

CONTENT STRATEGY

Focus on thought leadership through
whitepapers, case studies, and detailed blog
posts.

Develop content that addresses regulatory
compliance, value propositions, and socio-
economic benefits.
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STILL HAVING SOME QUESTIONS?



SAVE THIS
POST!
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