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Unit 4 Essay Target Marketing Essay
Name
Institution


Amazon Company
Amazon is an American Company that deals in electronic commerce as well as cloud computing. The company was founded in the year 1994 by Jeff Bezos (Amazon, 2015). Amazon headquarters are located in Washington. Amazon Company is a Business to Customer Company. The company sells its products directs to the customers who are the consumers and the end users of those products. The customers also carry out direct payments to the company after receiving the goods they ordered.
The Amazon Company was created to breach the gap between demand and supply that existed in those days. The company started as an online bookseller. Later the company started retailing other products and delivering them to their customers.
Activities and Products that Support Amazon Business Model
The company has maintained a tradition of ensuring that all the products that are sold go alongside business to customer model.
Direct Email Address to the Company.
Any inquiry from the company by the customer is done via email address. Customers are allowed to contact the company through an email address at any given time and inquire about goods that they ordered or they are planning to order from the company. Direct communication between the customer and the company creates improves their relationship by enhancing it and making the customer feel that all his concerns are addressed. The company provides a short waiting time from the time an email is sent to the time the email is replied creating customer satisfaction (Osterwalder, & Pigneur, 2010).
Shipping Services
In the US, the company ensures that a purchased product is delivered to the owner within 2 working days. Shipping products on time create a perception that the company is efficient and therefore customers will not opt to buy items in the local stores where they will purchase and go home with the item. Some of the most purchased items include books, DVDs, and other products. 
Customer Relation Management.
The company created a customer relationship management department. The department ensures that all the feedbacks are received from their customers. Compliments and complaints from the customers are taken care of by this company's department maintaining a good relationship between the customer and the company. The company also strives to uphold good ethical practices. The customer relationship management department is given the responsibility of ensuring that customers are satisfied at any given time. The department is also given the mandate of improving customer loyalty (Gefen, Karahanna, & Straub, 2003).
Continuous Improvement of Products and Services
The company is determined in ensuring that they improve their services. Amazon focuses on the use of technology and the adoption of innovative ideas that help them to serve their customers better. The use of these technologies helps the company to remain competitive in the market, especially a time like this when almost all companies are switching to e-commerce. The technology adopted also help them to serve their customers better by offering them better services and giving them better products that meet their expectations.
Advertisements
The company invests a lot of resources in adverts. One area where the company spends a lot of money is on social media adverts where product influencers endorse the products as well as the products that are offered by the company. The strategy has enabled the company to increase the number of sales per year since more people are joining social networks. The major social networks have good artificial intelligence services that help them to identify potential customers and recommends the right products to them, creating more awareness (Amazon, 2015).
Bases for Customer Segmentation in the Market
Demographic Segmentation
Demographic segmentation is used to divide any given market into certain groups that are based on factors such as gender, age, amount of income, family size, and type of job, levels of education, and the type of religion that a person subscribes. The use of these segmentations helps the seller to understand his market better (Armstrong, Kotler, Harker, & Brennan, 2015).
Geographic Segmentation
In geographic segmentation, the market is defined with the location where it is found. People who live in urban areas pay higher prices for some products compared to those who live in rural areas. Most of the people in urban areas also do shopping more frequently compared to people who live in rural areas. People living in low profile estates not spend more money on shopping as those living in leafy suburbs. The knowledge of the market helps the seller in identifying the target group (Armstrong, Kotler, Harker, & Brennan, 2015).
Psychographic Segmentation
The psychographic segmentation of customers is based on the lifestyle of different individuals. Some products are only bought by a given class of people, or they are usually bought by a certain class of people in bigger numbers more than they are bought by members of other classes. Example, a person selling bacon, sausage and other pork products cannot sell his products to some section of religious people who prohibit consumption of pork (Hollensen, 2015).
Behavior Segmentation
The customer's knowledge on a given product affects the buying patterns. The other thing that affects buying is the customer's attitude towards a certain product. Some of the people will only purchase products that originate from a particular manufacturer and they are likely to affect other to buy from the same manufacturer.
Market Segmentation Used by Amazon
Amazon is known to use geographical segmentation. The company uses this type of market segmentation because most of the customers are spread in a wide geographical area. The customers are also not the same in terms of wealth and class. The company can sell its products across the world where today we have different third-party companies that deliver goods across the world.
[bookmark: _GoBack]For the areas where the company offers shipping services to its customers, the cost of purchasing a product is always different due to the cost of shipping. People living in urban areas purchase their products cheaply since the company can find cheap methods of delivering them and also it can deliver many products at the same time, making the cost of delivering more affordable.
The company explains to its customers the reason why the product is more expensive in different places by giving them a detailed invoice.
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