Z RS AND BUYERS

Selling in B2C versus B2B Markets @

In terms of sheer numbers, most salespeople are employed in various kinds of retail selling. These jobs m‘vol\{;
selling goods and services to end-user consumers for their own personal use. These salespeople Qi 5611‘1?8;1
the business-to-consumer (B2C) market. Examples are direct sellers (Avon, -Tupperwar.e, e.tc.), res1d§nt1? T =
estate brokers, and retail store salespeople. However, much more contemporary sel}}ng 1§ ?c?oumﬁd o;‘e Zf
the business-to-business (B2B) n ' be commonly called industrial gﬂm@-:h e sat i
goods and services to buyers w ; iness-to-business markets involve three typ
of customers: o




L~n it many sellers work in bogh - BQ waow uote on the B2B side of contemporary selling,

: e and i
automobile policies to batk, ingid ke - B2B markets. An insurance agent, for example, sells

d company fleet managers.

Types of B2B Sales Jobs

Even within B2B selling, many different ¢
useful classification systems for sales
industries.!*

3

ypes of jobs exist that require different skills. One of the most
jobs identifies four types of B2B selling found across a variety of

Trade servicer. The sales force’s primary responsibility is to increase business from current and potential
customers by providing them with merchandising and promotional assistance. The “trade” referred to
in the label is the group of resellers, such as retailers or distributors, with whom this sales force does
business. A Procter & Gamble rep selling soap and laundry products to chain-store personnel is an
example of trade selling. :
Missionary seller: The sales force’s primary job is to increase business from curr(f,nt- and potential custon;ers
by providing product information and other personal selling assistance. Mlss1or.1ary sa}espe(()iple c;ten
do not take orders from customers directly but persuade customeis to buy t}}e1r ﬁrms.pro 1uct ezorlr;
distributors or other wholesale suppliers. Anheuser-Busch does missionary selling when its salespeop







