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1. How is building a brand in a business-to-business context different from doing so in the consumer market?
Building a strong business brand requires business to consumer context or business-to-business. When the customers are consumers, it becomes a case of business to consumer context. In this case, the customer decides what to buy. Therefore, it is important for the business in this context to target the customers as individuals and build a brand that will attract them. For Cisco, its target B2C customers include the young people in love with technology and innovation. 
For B2B, the context is more complex with a client group composed of services and products whom make good decision before settling for a product or even a service. In this context the customers need time to know the product or service. The customers are professionals and corporate and they focus of a brand that will elevate their business to grow profits and provide efficient services. For example, Cisco’s B2B market context include the corporates such as sport companies.
Is Cisco’s plan to reach out to consumers a viable one? Why or why not? 
[bookmark: _GoBack]Cisco strategy is to reach the customer through innovative ways. It has ventures on a mission to merge with middle and small scale companies/businesses to grow and develop. It also intends to venture in the competitive markets. Cisco has also entered into partnership with great companies such as Sony and Matsushita in order to comb the market including the small ones. This is a viable strategy, which is going to create product development and market mix. It is one way to ensure that the company is highly competitive and able to compete with IBM and other larger and more developed companies in the industry. On the other hand, product development is one way to ensure that the clients/customers are satisfied and they get value for money.
		
