
SEGMENTING BUSINESS MARKETS

Segmentation is the process of dividing a target market group into sub-sections that can then be communicated with
through specific communication channels.

And the numerous colleagues that get involved in a B2B buying decision, and the workplace norms
established over time, filter out many of the extremes of behaviour that may otherwise manifest themselves if
the decision were left to one person with no accountability to others. Marketers may choose to combine
segmentation to more narrowly identify their audience, such as businesses that need accounting software that
are located within a certain radius and are part of the energy utility industry. Get the Complete eBook. In small
companies, for example, this task will be much more straight-forward; in larger companies, it can be
challenging to identify the key decision-makers accurately. One American study, for example, suggested that
almost 60 percent of senior executives had used market segmentation in the past two years. Geographic
Segmentation Geographic segmentation means segmenting markets by region of the country, city or county
size, market density, or climate. Arbitron research has developed a portable people meter PPM about the size
of a cell phone that research participants clip to their belts or any article of clothing. Depending on company
philosophy, resources, product type or market characteristics, a business may develop an undifferentiated
approach or differentiated approach. First, while the degree of relationship focus may vary from one
segmentation to another, most segments in most b2b markets demand a level of personal service. Even goods
such as salt and sugar , which were once treated as commodities, are now highly differentiated. This is because
it is common for a B2B firm to have substantial investment costs and will often need to implement
labor-intensive promotional strategies. Both Ford and Chevrolet sell more pickup trucks and truck parts in the
middle of the country than on either coast. Technological advances are rapidly expanding the future of
observation research. In addition, the long-term products and services required by businesses are more likely
to require service back-up from the supplier than is the case in consumer markets. Define market
segmentation. Benefit Segmentation Benefit segmentation is based on what a product will do rather than on
consumer characteristics. There are three basic research methods used for gathering primary data: survey,
observation, and experiment. To a premium segment, it may consist of regular face-to-face visits, whilst to a
price-conscious segment a quarterly phone call may be adequate. Glossary benefit segmentation The
differentiation of markets based on what a product will do rather than on customer characteristics. On each
trip, they consistently spend more than their medium-shopping counterparts. Segmentation by Industry
Industry segmentation may be used by marketers who are selling products with specific appeal in certain
industry segments. This raises an issue at the core of b2b segmentation â€” everyone may want a personal
relationship, but who is willing to pay for it? Another solution, that came into vogue from the late sixteenth
century, was to invite favored customers into a back-room of the store, where goods were permanently on
display. The PPM will tell the marketing research company exactly which television programs the person
watched and for how long. Initially it was produced only in black. Thus, a firm might want to target its
marketing mix to the heavy-user segment. The five basic forms of segmentation are demographic population
statistics , geographic location , psychographic personality or lifestyle , benefit product features , and volume
amount purchased. Hyper-segmentation posts : a shift towards the definition of ever more narrow market
segments. For instance, the expensive and time-consuming process of personal selling is commonly used in
business markets. Vertical Industry Segmentation by vertical industry is an important strategy for companies
that develop products and expertise to meet the needs of customers in specific industries, such as financial
services, defense, government or manufacturing. The business historian, Richard S. Business Segmentation
Business Market Segmentation Many firms will have business target markets in addition to consumer target
markets. Sugars marketed to consumers appeal to different usage segments â€” refined sugar is primarily for
use on the table, while caster sugar and icing sugar are primarily designed for use in home-baked goods.
Companies also may concentrate their resources on geographic regions with a high concentration of customers
in their industry segment, such as Silicon Valley for information technology customers or Washington for
government customers. Horizontal Horizontal segmentation is suitable for companies that market products
that meet the needs of a number of different industry sectors.


