GCSE Business studies
1.2.3 - Market segmentation - Knowledge Organiser
Key concepts 
How a market can be segmented:
1. Location- Sell to customers in a particular area or when your broad target audience has different preferences based on where they are located e.g. The British public might all like a cup of tea and a cake , but certain areas prefer a different type e.g. Yorkshire tea, Cornish Pasties, Welsh tea cakes etc.
2. [bookmark: _GoBack]Income-customers are segmented as per the annual or monthly income they are earning. It helps companies to understand the relation between the earning of a customer, the price being offered by the company and the number of potential customers that a company can have.
3. Lifestyle-practice which involves dividing the information of each and every customer into small sub-groups. 
4. Age-organisation can more precisely target its offerings to the needs and wants of each stage of life of interest to it
5. Gender – An important factor when deciding who to mainly target products at – e.g. – Make up, Fashion, Magazines etc
6. Race – An important factor as certain cultures enjoy some products more than others e.g. Marmite is popular amongst British but not amongst French. Different races prefer different types of restaurants 
7. Religion – An important factor for products such as food, clothes, toys as certain religions do not eat certain food types.


Key terms
1. Market segmentation - Dividing customers within a market into smaller groups with common needs or wants.
2. Demographics-the study of the statistical differences that exists within a population, both now and in the future.
3. Lifestyle-grouping people by common characteristics in how they live, from their participation in sports and leisure to their views on the environment, taste in music and even nerdier things such as a passion for trains. 
4. Location-the extent to which consumers identify with the place where they were born or grew up.
5. Market segments-the subsets within a market that have been identified as a result of market segmentation.






[image: C:\Users\15sbaillie\AppData\Local\Microsoft\Windows\Temporary Internet Files\Content.IE5\3HSCTG0J\Screen-Shot-2015-04-28-at-22.14.52[1].png]Why is it important to segment the market?
1. Careful segmentation allows a business to target a certain type of person.
2. A business can make specific advertising to appeal to the segment who buys their products.
3. The market can be divided into smaller groups of customers which makes it easier to communicate with them more efficiently. 
4. If the segment is identified correctly, the business can be very successful.
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Subgroup of people that share similarities which can't
be used for more efficient seller/buyer relationships

Target market
Subgroup of people that presents the greatest
opportunity for targeting





