RUNNING HEAD: A STUDY ON HEAD & SHOULDERS
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Head & Shoulders is an American brand for champagne against dandruff and anti-dandruff. In 1982, it was the first shampoo brand, and a hair color brand had several promotional dollars available, such as Twenty Years Brand Head & Shoulders, and no other brand for sale, 'although it is a "medicinal" shampoo. The target market for health and shoulders are the upper-middle-class people who are brand aware, adopt early adopters and care about the overall health of their hair. H&S targets middle-aged (early stage) people with scalp and dandruff issues. It introduced many other great features like menthol, volume boost, hair loss therapy for college kids, and hair-conscious young professionals Both men and women need to respond to hygiene, scalp health, social needs, and self-actualization (Head & shoulders, 1961).
Consumers choose H&S over other dandruff shampoos for the following reason: Product knowledge, effectiveness, the technology used, price, packaging, the popularity of endorsements, and credibility of the manufacturing company. Both men and women expect the following when using the head and shoulders. Dandruff removal revitalizes the scalp, removes itchy scalp, stops root, causes dandruff, prevents dandruff from coming back, Cools-and refreshes the scalp removes visible flakes and More confidence in interacting and socializing with other people (Reim et al., 2018). 
The available segments of health and safety can be found based on demographics, geography, psychography, or lifestyle. As an added benefit, it also emphasized the smooth hair. H&S shampoo is mainly segmented according to age and their cravings. It chooses men and women from twenty to thirty-five years old. Here, they targeted them with a different strategy like mind-set, social needs, and other factors. They handle customers effectively without losing their trust. They send emails and SMS regarding each offer and access, the benefits they get when they purchase and mention others. Creating a strong base and improving the number of loyal customers (GÜREL, 2017).
The brand is competing with other popular products and successful companies, like Pantene, Garnier, Sunsilk, clinic and many more Providing much better range with great packaging and for multipurpose uses. It is competing with all kinds of shampoo products, like anti-dandruff, anti-hair-fall, hair conditioner, and also other hair products.
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