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Introduction
General Electric Company (GE) is based in America, and it serves as a global industrial company beginning from 1892. It focuses on services and products that range from gas and oil production, power generation, aircraft engines, and medical imaging equipment, industrial and financing products (Wang & Nie, 2019). On the same note, the company has essential segments such as transportation, healthcare, aviation, oil and gas, renewable energy and capital, among others. GE has been thriving since it was ranked position 18 as far a gross revenue is concerned in the United States, and as such, this shows that the company is recognized in terms of quality and efficiency. Also, the company was keen on serving customers from more than 180 countries from 2016. B2B and B2C approaches in the markets, the corporate mission, latest development, and analysis of General Electric’s International Marketing will be examined. 
B2B and B2C Markets
General Electric Company expands to both B2B and B2C world-wide. B2B means business to business, which means that a company mostly sells its products and services to other businesses. GE is a perfect example of a B2B company, and it offers basic things such as raw materials, services and finished parts that other companies require for them to grow and expand (Berthelot, Lasensky & Somers, 2019). For example, GE prices aircraft engines and spare parts after the introduction of the ‘‘Power by The Hour’’. As such, this has become a multimillion expenditure for many years since fixed charges are paid after engines are turned on while GE handles the maintenance. Thus, GE has been able to develop and expand hence accumulating more income and revenue. B2C means business to consumers, especially those who buy goods in bulk (Dong et al., 2019). GE accommodates considers this approach through the production of products and equipment in areas such as healthcare, transport, capital and communication, among others. This is done with the use of shops and agents, in which consumers can purchase goods for use or in bulk to sell them to other users. 
GE’s Corporate Mission
GE’s corporate mission signifies the importance of leadership as a primary digital industrial company (D’Andrea et al., 2019). On the same note, the company believes that digitalizing its operations is a critical move considering that many companies have recognized the importance of advanced technology in business. For that reason, the success and expansion of GE have been attributed to its flexible corporate mission. 
General Electric’s Target Segments for B2B and B2C
General Electric has benefited as a result of using both B2B and B2C in the market as it aims at meeting segments in the market. For the case of B2B, GE has recognized the rise of many businesses that deal with energy connections and lightning to automate, convert, transport as well as optimizing energy to electric power. Notably, General electric sells power electronics, mining services, software solutions and circuit breakers, among others. Also, GE aims at meeting marketing segments primarily in China, Mexico and Africa (Park & Hong, 2019). For the B2C approach, GE has also benefited hence the need to strive meeting marketing segments. Consumers vary based on demographics, age groups as well as income levels. In the United States, healthcare has been on demand considering the population is rising at significant rates. This has encouraged GE to strive for meeting the market needs for consumers willing to sell to consumer’s essential equipment that may detect diseases, screening and patient monitoring equipment. Consumers buy goods, and they decide to sell the same to satisfy the needs of other consumers to gain more profits. 

General Electric’ Latest Development
One of GE’s latest development is the Artistry series, which was created by a 27-year old industrial and software designer in Louisville. According to (Berthelot et al., 2019). The main aim of the industrial designer was to expand growth for the company compared to its significant rates of growth. The company records that this initiative accommodates different appliances that gear towards people in the 20’ and ’30s. Majority of the appliances are developed at GE’s Appliance Park. Also, the company says it has significantly increased design resources in the past year, especially on equipment such as ranges, refrigerators and microwaves, among others, which suits the need for all ages.
Analysis of General Electric’s International Marketing
General Electric blends demographic, psychographic strategies in international marketing. For the case of demographics, GE put factors such as gender and income into consideration. Many youths fancy using luxurious technological devices such as phones and laptops and accessories. As such, GE is determined to produce more goods in the international market to meet the need of youths (Wang & Nie, 2019). For the case of income, owners of vehicles such as Ferrari, BMW and Mercedes are more luxurious and quality than others, and as such, GE aims at embracing a B2B approach for the production companies that are based internationally. For the case of psychographic strategies, GE considers aspects such as social class, values and attitudes of its customers. For example, GE has continued to invest and brand companies such as Gucci, Polo, HP, and Lenovo since they are usually associated with specific populations (Park & Hong, 2019). Besides, GE embraces a corporate mix marketing through embracing competitive advantage. In this case, the company is keen on digitalizing operations to become a dominant player in the market. For example, it has integrated more than 200 machines globally in engineering, commercial, sourcing, and processing. 
Conclusion
In summation, General Electric Company remains to be successful in the competitive market as a result of its flexibility and effective strategies. The segments such as technology, capital, finance, energy, healthcare and infrastructure have enabled it remains as the sixth largest company in the United States. In other words, its diversity has allowed it to become a successful company, and as such, this signifies that the company is stable financially. It is vital that the company’s management to continue expanding the B2B and B2C approaches to guarantee more accumulation of revenue and income. Therefore, such an approach will ensure that GE survives in the competitive market.
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