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chapter strategy today, most companies moved from mass marketing to target marketing: identifying market segments
and selecting few to produce for. there are.

Business marketers also use some additional variables, such as customer operating characteristics, purchasing
approaches, situational factors, and personal characteristics. Differentiation involves actually differentiating
the firms market offering to create superior customer value. Market segmentation involves dividing a market
into smaller groups of buyers with distinct needs, characteristics, or behaviors that might require separate
marketing strategies or mixes. In some cases, manufacturers develop parallel products to appeal to each sex.
Marketers also use personality variables to segment markets. Actionable: Effective programs can be designed
for attracting and serving the segments. Segmenting Business Markets Consumer and business marketers use
many of the same variables to segment their markets. Loyalty Status means dividing buyers into groups
according to their degree of loyalty. Positioning consists of arranging for a market offering to occupy a clear,
distinctive, and desirable place relative to competing products in the minds of target consumers. Este Lauders
customer-driven strategy is working very well but the company understands that it cannot appeal to all buyers
and will not focus on promotional drives and discounts in order to do so. Evaluating Segments In evaluating
different market segments, a firm must look at three factors: Segment size and growth Segment structural
attractiveness, and Company objectives and resources. Is the market large enough to make a profit?
Accessible: The market segments can be effectively reached and served. Cultural factors: Grouping markets
according to common languages, religions, values and attitudes, customs, and behavioral patterns. Loyalty
Status is dividing buyers into groups according to their degree of loyalty. Summary chapter 7
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Customer-Driven Marketing Strategy: Creating Value for Target Customers Essay Chapter Overview This
chapter looks further into key customer-driven marketing strategy decisionsâ€”how to divide up markets into
meaningful customer groups segmentation , choose which customer groups to serve targeting , create market
offerings that best serve targeted customers differentiation , and position the offerings in the minds of
consumers positioning. Individual marketing has also been labeled one-to-one marketing, mass customization,
and markets-of-one marketing. Behavioral Segmentation Behavioral segmentation divides buyers into groups
based on their knowledge, attitudes, uses, or responses to a product. Choosing a Targeting Strategy Which
strategy is best depends on: Company resources. It includes local marketing and individual marketing. Local
marketing involves tailoring brands and promotions to the needs and wants of local customer groupsâ€”cities,
neighborhoods, and even specific stores.


