Market Segmentation Assignment

An example of market segmentation from J. Crew Group, Inc., a clothing retailer, follows.  Pick a retail company of your own and explain its segmentation strategy for each of the following categories.
Demographic Segmentation

A company may separate its market into groups based on the characteristics of its consumer population.  A company will then market its product(s) based on the characteristics of those groups.

Age

J. Crew Group targets its clothing and apparel towards 18-35 year olds.

Income

Targeted income level tends to be upper-middle class and higher.

Race

Clothing and apparel is geared towards the white/Caucasian segment of the population.

Gender

Males and females are both targeted, with a slightly greater emphasis on the female consumer.

Family Life Cycle

Appeals to the bachelor, single woman, working mother/father, and the family with children.

Geographic Segmentation

A company may market its product based on the needs of the specific geographic location.  Markets are segmented for specialized efforts.

Region

Large populated areas and locations where income levels are high, such as New York, Los Angeles, San Francisco, Chicago, Dallas, and other metropolis’ are targeted because of the abundance of people (J. Crew, 2001).  Low populated, rural areas of the country are not targeted as part of the product market.  

Psychographic Segmentation

Products may be created or based on, and marketed in accordance to social class, lifestyles, attitude, and interests.

Lifestyle

An active, yet working lifestyle is targeted.

Attitude

A carefree attitude is targeted, yet maintaining a serious disposition.

Benefits Sought Segmentation

Companies may offer different attributes or characteristics within the same product line, based on consumer preference.

Comfort

J. Crew offers petite and tall sizes to accommodate its customers who need special sizes to maintain the look they are searching for (J. Crew, 2001).

Situation Segmentation

Situation Segmentation is conditions under which the consumer is going to purchase the product from the company.
Physical Surroundings

The sales people are pleasant and friendly, without being too pushy.  The stores are laid out to be appealing, as well as to be customer friendly. Lighting, music, and floor plans are designed to attractive and pleasant.  Most stores are located in shopping malls because of the malls’ controlled environment.
Temporal (time) Perspective

Customers at J. Crew are not haggled into purchasing products.  A potential customer is given all the time needed to look over the store before buying a product.  Specific products are offered at different times of the year, with regard to seasonal changes and special occasions (J. Crew, 2001).

Usage Segmentation

In order to create a product that is successful, the company may create a loyalty to that product or service.

Good Investment

High-quality clothing lines keep customers coming back again and again. “We guarantee everything we sell without reservation (J. Crew, 2001).”   Exchange or return, if necessary, at any time or any reason, is available.  These factories are what make “J. Crew Fans” out of their customers.

