CHAPTER THREE: KEY CONCEPTS


MARKETING Segmentation & Positioning
COMPETITIVE ADVANTAGE:  Firm having a marketing mix that the target market sees as better than a competitor’s mix. One or more of the 4 P’s

SWOT ANALYSIS: Analyzing and listing a firm’s Strengths and Weaknesses, and its Opportunities and Threats. P55

OPPORTUNITIES TO PURSUE… P55 - 56
· MARKET PENETRATION:  The process of increasing sales of a firm’s existing products in existing markets.  Lysol Air Deodorizer
· MARKET DEVELOPMENT:  The process of selling existing products in new markets.  Western Union in Cuba, Starbucks in England
· PRODUCT DEVELOPMENT: Increasing sales by offering new or improved products in existing markets.  Clorox Wipes, Yoplait Express 

· DIVERSIFICATION: Selling more products by moving into totally different lines of business.  Marlboro Apparel, Nike Watches, Swatch Cars 

MARKET:  Group of potential customers with similar needs willing to exchange something of value with sellers who offer ways of satisfying those needs. P58

Generic:  Market with widely similar needs, and sellers offering various/diverse ways to satisfy those needs. (i.e. People Needing Food) Product:  Market with very similar needs and sellers offering close substitute ways of satisfying those needs. (i.e., Cereals, Breads, Pasta & Rice for Feeding People) P59

Market Segmentation / 2 STEPS P61 - 63
Process of Naming (The Broad Product Market) & Segmenting (Clustering People with Similar Needs):  Good market segments should be the following:
· Homogeneous: Similar marketing mix responses within a segment

· Heterogeneous: Separate segments should be as different as possible 

· Substantial: Segment should be large enough to be profitable 

· Operational: Dimensions should help identify customers & marketing mix

Single Target Market Approach: Segmenting market and picking one homogeneous segment as a target Multiple Target Market Approach: Choosing two or more segments, treating each separately, and with a different marketing mix Combined Target Market Approach: Combining two or more sub-markets into one larger market as a basis for one strategy. P63
Positioning: How customers perceive a given product based on features. P73
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