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Market size is one of the huge grown marketing differences in B2B and B2C. Consumer markets typically portray bigger size when compared with the business markets to which are prone to bunch marketing procedures. However, the market size is associated with the product consumption as the consumer markets may be smaller compared with B2B markets in accordance with the product. Overall view highlights general small B2B target markets while the B2C target markets are identically large. The B2B distribution channels are more direct and shorter in attaining the target audience compared to the B2C processes (Information Resources Management Association, 2018). Exceptions occur at the elevated ends where consumer products tend to plead regarding the diminished segment of the general population. The aspect of the audience regarding a particular service or product lifestyle or income is presented.  Variable difference emerges in both B2B and B2C sales prospects. B2B sales vision is based on vertical small markets that take delayed sale and also need consultative selling. The sales in B2B require the development of personal relationships in the embrace of rational sales enhanced by higher ticket. 
Repetitive and imagery in marketing or advertising creates a brand identity that primarily the B2C implements hence brand value. On the other hand, brand recognition or identity for B2B markets is built via consultative selling and individual relationships. Selling process for the B2B involves sales consultation which is based on client understanding and needs hence making a trustworthy relationship. Direct dealing with consumers or involvement of retailers is sales aspect B2C engage in its sales process. The buying process of B2B tends to appear with complication as it entitles various individuals. In addition, naturally, the process is complicated through the service purchased or product. For example, some B2B involves not only the big number of people but various departments, groups or divisions that may include finance and engineering(Information Resources Management Association, 2018). The local restaurants such as La Snobbery restaurant (business consumer) buys fish from the Charter Fishing Company (business seller). In course of the business, difficulties emerge from individuals in the buying center (La Snobbery). The Fishing selling company should be alert of such and converse within the course of a sales process.
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