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Market segmentation Iis a marketing
strategy that involves dividing a broad target
market into subsets of consumers who have
common needs, and then designing and




Methods of Market Segmentation
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grouping customers
based on defined
geographical
boundaries

- Region

- Country

- Climate

- Population

Demographic J Behavioural
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grouping customers
based on customer
personal attributes

grouping customers
based on actual
customer behavior
toward products

- age,

- family size, - user status

- occupation - occassions

- social class - usage rates

- income - brand loyalty

- religion - benefits sought
- gender - readiness to buy
- education

- nationality

- ethnicity

PsychographicJ
]

grouping customers
according to lifestyle

- lifestyle

- values

- personality
- interests
-attitudes

- opinions
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segments with a focus on those likely to

deliver best return

- Target appropriate-segments

- Position the product in minds of potential
customers

- Be prepared to reposition the product.




Four steps of Market Segmentation |

- Identifying market segments :
The first step of the market segmentation
process is to identify the segmented
markets. It is important to select the
segmenting strategy that most accurately
categorizes consumers according to your
product or service

- Analyze each segment :

Step two of the market segmentation process is to
analyze each segment. After identifying potential
market segments, it is important to research and
analyze the consumers that comprise each
segment. You must determine the similarities that
connect the members of each segment, and identify
the differences that separate one segment from
another.

- Select target Segments :

The fourth step of the market segmentation
process is to select the appropriate target
segments. The research, examination, and
evaluation of the market segments allow you to
evaluate the profit potential of each segment.
Once you select one or more target segments,
you can develop products and marketing
strategies to satisfy your customers' needs




