Running head: MARKETING STRATEGY			 1

MARKETING STRATEGY			 4








Segmentation, Targeting, and Positioning Goals
Student’s Name
Institutional Affiliation










Segmentation, Targeting, and Positioning Goals
Segmentation
	The new venture will deal with mobile phones and accessories, and it is targeting the American market. The new venture will carry out its segmentation to ensure that the products appeal to the customers since consumer satisfaction is our primary goal. In this regard, the business will segment based on consumer attitudes to ensure that we are competitively ahead of our rival firms. Our segmentation variable will focus on the criteria that our product delivers better than our competitors. The demographic that the business is targeting all Americans since we will stock a variety of phones such as iPhones, BlackBerries, Samsung, and Nokia as well as generic phones from China. The phones will be distributed to our chain stores all over the country and persons of different ages, gender, and socio-economic statuses can access them. Geographically, the venture is aiming at having one chain store in all the states in the country. The chain stores will have front displays to publicize the products to the general public.
	Moreover, there are divergent behaviors among the American population. Some people tend to purchase new phones when new brands are released. Other people purchase new phones when their old ones have worn and torn. Others make impulse purchases based on the appeal of the phones on display shelves. From a psychographic standpoint, the business has carried out market analysis and gathered empirical evidence that a portion of the American market has preferences for phones based on the brand name regardless of the price. In this regard, some people do not mind forking out a lot of money to get an iPhone since the brand is socially-perceived as prestigious. Conversely, some persons make purchases based on the quality and novel technologies that come with the phones regardless of the brand. Therefore, they look for memory space, camera pixels, screen size, and durability when making purchases. Lastly, some persons are critical about exorbitant prices and go for cheap phones so long as they can perform basic tasks of calling and texting.  
Targeting
	The business is targeting people from various walks of life including the aged, the young, women, men, the poor, and the rich. In this regard, the variety offered will be enough to cover the target demographic. The geographic targeting will ensure that the business has chain stores in all states in America, especially major cities. The business will capitalize on the behavioral characteristics of the American people to ensure that it avails new brands on time. Also, the business's stock will be made available every time of the year to avoid limited stock to the customers. The display in the chain stores will be made appealing so that customers will be attracted to the shops and possibly make impulse purchases. Based on the psychographic data, the business will ensure that it stocks renowned brands for brand-driven customers as well as cheap ones for cost-conscious ones. Therefore, instead of discriminating its customers like other stores, the business will stock virtually everything to its consumers to cater to all their preferences.
Positioning
	The positioning of the business will depend on the five-box paradigm that focuses on current belief, value proposition, desired belief, current do, and desired do. The current belief is that mobile phones play an integral part in our lives and persons cannot do without them. The current do is that people tend to buy mobile phones regularly. The value proposition for the products will ensure that the product meets the needs of every customer. The business has every reason to believe since customers are likely to make purchases because they believe that the business has the concerns at heart and satisfying them is its priority. The desired belief is that each phone the business stocks products that are perfect for each of its customers. The desired do is that mobile phones customers have a long-lasting effect on them so that they can make repeat purchases.
	The business will examine its performance by setting targets that it ought to meet at the end of every financial year. In this regard, the business will determine whether it met the expected target by looking at the low or high threshold assessment scale. In case, it performs below the expected threshold; the management will undertake actions such as social media advertising to avoid a repeat of the same. However, it meets the expected target or performs better; the management will put mechanisms to sustain the performance. The goal of the business is to reach as many Americans as possible through the strategically located chain stores. The target will be measured by determining the number of customers that make purchases in its stores. The target is attainable since the business projects that it should make at least a hundred daily sales in each of its stores. The goals are relevant since it will help the business to determine how it is fairing on competitively. 
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