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Is there really a difference between business-to-business marketing and consumer
marketing?

This book helps students answer this question by examining views that argue
B2B marketing is simply a variant of consumer marketing or is only concerned
with inter-organizational relationship management.

Written from an European perspective and recognizing that organizational
markets can be very different, the ideas and examples used in this book are based
on the latest research and scholarship. Chapters include learning outcomes and
objectives, discussion questions and small cases to help readers consolidate their
learning.
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Editorial Review

About the Author

Dr Ross Brennan is Professor of Industrial Marketing at the Hertfordshire Business School, University of
Hertfordshire. His research interests are in business-to-business marketing strategy, macromarketing, cross-
cultural marketing and marketing pedagogy. Ross Brennan’s research has been published in a wide range of
academic journals including the European Journal of Marketing, Industrial Marketing Management, the
Journal of Macromarketing, the Journal of Marketing Education, the Journal of Marketing Management,
and the Journal of Business & Industrial Marketing.  Dr Brennan is active within the UK Academy of
Marketing and the International Marketing & Purchasing Group (IMP) research networks, and is a member
of the editorial board at five international academic journals, including Industrial Marketing Management
and the Journal of Business to Business Marketing. Having formerly worked in business-to-business
marketing and strategic management roles with BT plc, Dr Brennan’s professional interest in B2B
relationships was further developed through a PhD investigating inter-firm buyer-seller relationships
undertaken at the University of Manchester Institute of Science & Technology. His most recently published
research addresses the implications of social media for B2B relationships.

Dr Louise Canning held international sales and marketing posts in the steel and engineering industries before
moving into higher education as an ESCRC teaching fellow at UWE Bristol and completing her doctoral
investigation of environmental adaptation in buyer-supplier relationships. Louise’s continued interest in
sustainability and the interface between business and consumer markets has most recently included the
examination of human disposition. Besides sustainability, Louise’s other research interests include business
market communication and small business development, her work having been published in leading journals
such as European Journal of Marketing, Journal of Business and Industrial Marketing, Journal of Marketing
Management, and Journal of Services Marketing. Louise is an active member of the International Marketing
and Purchasing (IMP) research group and regular reviewer for various publications, including Industrial
Marketing Management. Louise was appointed Associate Professor at Kedge Business School, France in
September 2013 having previously worked at the University of Birmingham, UK.

Ray McDowell is the Head of Department for Business and Management at the University of the West of
England in the UK.  The Department numbers about 100 permanent staff across the range of management
disciplines and means that Ray is managing business-to-business relationships pretty much every day of the
week.  This comes as no surprise to him; all business is about managing relationships and he learnt that very
early in his professional life.  That professional life began in the private sector and before pursuing an
academic career he occupied positions at GEC-Marconi leading the company’s involvement in a collection
of international research collaborations.  Those professional experiences fostered a particular interest in
business-to-business marketing and relationships in particular that he has pursued ever since and which was
magnified ten-fold as a consequence of his involvement with the work of the IMP Group of researchers. 

Despite a role at the university that precludes as active an engagement with students as he used to have and
that allows for as much involvement in business to business research as he’d probably prefer, he still gets a
tremendous buzz from talking to companies about the sorts of business to business relationships they have. 



He is constantly amazed at the number of times he hears company directors describe the relationship they
would like to have (rather than recognising the relationship they actually have) and bemoan the fact that
counterparts don’t seem to treat them as they’d prefer.  If only they all read business-to-business marketing
books like this one.

Users Review

From reader reviews:

Dorothy Wright:

The knowledge that you get from Business-to-Business Marketing (SAGE Advanced Marketing Series) is a
more deep you digging the information that hide within the words the more you get serious about reading it.
It doesn't mean that this book is hard to comprehend but Business-to-Business Marketing (SAGE Advanced
Marketing Series) giving you excitement feeling of reading. The writer conveys their point in selected way
that can be understood through anyone who read that because the author of this reserve is well-known
enough. This book also makes your own personal vocabulary increase well. That makes it easy to understand
then can go to you, both in printed or e-book style are available. We highly recommend you for having this
particular Business-to-Business Marketing (SAGE Advanced Marketing Series) instantly.

Edward Gilbert:

The reason why? Because this Business-to-Business Marketing (SAGE Advanced Marketing Series) is an
unordinary book that the inside of the book waiting for you to snap it but latter it will surprise you with the
secret that inside. Reading this book next to it was fantastic author who have write the book in such
incredible way makes the content inside easier to understand, entertaining approach but still convey the
meaning completely. So , it is good for you for not hesitating having this ever again or you going to regret it.
This book will give you a lot of benefits than the other book have got such as help improving your ability
and your critical thinking means. So , still want to hesitate having that book? If I ended up you I will go to
the e-book store hurriedly.

Jeffery Hall:

Business-to-Business Marketing (SAGE Advanced Marketing Series) can be one of your nice books that are
good idea. We recommend that straight away because this reserve has good vocabulary that may increase
your knowledge in vocabulary, easy to understand, bit entertaining but nevertheless delivering the
information. The article writer giving his/her effort to place every word into joy arrangement in writing
Business-to-Business Marketing (SAGE Advanced Marketing Series) but doesn't forget the main place,
giving the reader the hottest as well as based confirm resource info that maybe you can be certainly one of it.
This great information could drawn you into fresh stage of crucial thinking.

Carl Brinkley:

Some individuals said that they feel bored when they reading a publication. They are directly felt the item
when they get a half areas of the book. You can choose the particular book Business-to-Business Marketing



(SAGE Advanced Marketing Series) to make your current reading is interesting. Your skill of reading talent
is developing when you including reading. Try to choose basic book to make you enjoy to read it and mingle
the sensation about book and studying especially. It is to be very first opinion for you to like to open a book
and read it. Beside that the guide Business-to-Business Marketing (SAGE Advanced Marketing Series) can
to be a newly purchased friend when you're experience alone and confuse in doing what must you're doing of
their time.
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