
COMPANYS SEGMENTATION TARGET MARKET AND POSITIONING

Today, Segmentation, Targeting and Positioning (STP) is a familiar strategic In our poll asking about the most popular
marketing model it is the second Companies such as on and off-line magazine will target those with.

It also includes definitions of the product or service: what it comprises or consists of. The idea is that those
grouped together are likely to respond similarly to a marketing action because of their similar characteristics,
behaviors, or needs. Kokemuller has additional professional experience in marketing, retail and small
business. These are selected from the actual product and services on offer what is bought and from the options
presented by where it can be bought when it is bought and how". It is critical that segments are the correct size
for the companies' capabilities as segments that are too big or too little will most likely yield negative results.
Does this segment have the potential of being profitable? What are they likely to be chasing within this
segment? You can view both of the Pepsi TV commercials at the bottom of this page. It is important to
identify these trends and how they come into play within your market model. There are three types of
positioning that are key in positioning the brand to a competitive advantage; these are functional positioning,
symbolic positioning, and experiential positioning. The idea is to organize the total marketing into smaller
groups of customers with shared traits or interests to enable efficiency and effective advertising. This approach
will suit you if you need to focus on two or more well-defined market segments. Transactions made can offer
a lot of information about the consumer and it is important that this information is utilized in order to gain the
greatest knowledgeable advantage available to your organisation. Each segment will offer different
opportunities for growth and profit. Experiential positioning is based around the characteristics of the brands
that stimulate the sensory or emotional connection with the customers. Here, you focus on a single segment so
you can intimately understand its needs and wants. For example: Buyers are under more pressure to be
objective and rational about their decision, and may be almost as knowledgeable as you about the product or
service you are selling. As a result of this shift in target market selection, Pepsi positioned their product as the
main reason that Coca-Cola replaced their classic Coca-Cola with New Coke. This question is imperative to
selecting the right segment as the need of the customer is reflected in their Decisive Buying Criteria. There
was less expenditure, because there was less marketing return on investment, on focusing on the brand loyal
customers, as they were unlikely to switch their purchase preferences. By identifying these aspects of
consumers, consumers will be able to be placed into separate categories or groups which are easily identifiable
relative to the organisation. It offers many benefits but can be costly, owing to increases in management input,
market research and promotional strategies. Have they purchased before? Step 5: Segmenting[ edit ] Similar
micro segments can be grouped as bigger segments if they satisfy the same need, segments must comprise
only features that are the almost the same or extremely similar. By divulging where competitors are positioned
within the market map it is possible to see attractive segments of the market that may be worthwhile
occupying. By switching off the device using a controller instead of manually doing it, time is saved thus
resulting in a benefit. In practice, though, this strategy is far from easy to execute. Once the appropriate
markets have been analysed and compared, appropriate segments will be identifiable for the organisation to
pursue. He has been a college marketing professor since  Small businesses often find that this strategy enables
them to compete effectively against larger companies. Other Considerations The primary motive of market
segmentation is to achieve optimized efficiency with your ad budget. This is an outline of the way in which
your product or service uniquely meets the needs or desires of the particular target market. Once you have
grouped your customers into market segments, you need to evaluate each segment and decide which ones to
target. A focused campaign allows ad creatives to formulate a clear strategy aimed at attracting attention and
interest of a specific type of customer. There are many different ways to segment your target markets. For
effective positioning, you need to: have a good understanding of competing products and the benefits that your
target market seeks identify a differential advantage with which you will deliver the required benefits to the
market effectively against the competition. Selecting segments based on Attractiveness Identifying key
segments relevant to your organisation.


