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Segmentation & Positioning
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Analysis
Planning
Objectives
Budget
KPI

Insights
Primary data 
Secondary data

Need
Demand
Segment
Consumer

Price
Product
Promotion
Place/Distribution

Market research

Organization Market

Mix marketing

- Organizational vision & strategy
- Capabilities & resources

- Competitive landscape
- Industry dynamic
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Segmentation is the process of 
bringing together consumers
who share the same preferences
or who react in similar ways to  
marketing variables. 
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Market Segmentation

Target Market Selection

Prositioning

Identifying segmentation variables based on:
Behaviors, needs, location, profitability, etc. 

Ensure that segments are measurable, stable in time, react 
homogenously on marketing stimulus

Evaluating potential target markets based on selected 
segments

Selecting the target market based on its size, profitability, 
competition, compatibility with the organization vision, 

accessibility

Develop the positioning for each target market

Create a marketing mix for each target market

Segmentation & Positioning > Process
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Our points of 
differentiation

Parity
points

Competitors’ 
points of 

differentiation

Opportunities
for growth

Value 
propositions  

not 
corresponding
to the needs of 

the market

Source: Urbany & Davis (2007)
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“To [Target audience], [organization/brand] is the [category frame of reference] that [point 
of differentiation] that is because [competitive advantage].”

[point of differentiation]
Establish the rational/emotional benefit that the target audience expects to meet.

[competitive advantage].
Help the brand to distinguish and stand out from its competitors by leveraging its 
competitive advantage and listing the reasons to believe.
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Thank you
Richard Saad
rsaad@become-remarkable.com
514-690-7178


