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Potential Market Segmentations for a Women’s Clinic
A women's health clinic has recognized the need to segment its market. Identify three bases by which this clinic might segment the female market, and identify how the "product" component of the marketing mix would change in light of the segmentation base used.
The women’s health clinic's three appropriate bases can segment its market are income, ethnicity, and age. According to age, segmentation would take into account the clients in three groupings; child-bearing group, middle-aged women, and postmenopausal group. such a structure serves would designs its services to adhere to the physiological and psychological differences in women at various points in their life. The organization's services targeting the last group include managing chronic conditions, maintaining health, and preventing diseases. The middle-aged women also require services of health maintenance and prevention of diseases. The structure of the organization favorable for the child-bearing age includes services of perinatal care and fertility amenities.  
The second strategy highlighted for dividing the market is ethnicity. One consideration the clinic should have in mind is cultural competency. The consideration proves critical in improving knowledge and awareness of the prevalence of specific health conditions based on ethnicity. Cultural competency promotes initiatives by the clinic to implement educative programs, encourage communication, and enhance focus to align with a target market. The organization's potential structure includes the proper signage to the amenable language, and translator or translated guide, and provide adequate material in the same language. The inclusion of public members also ensures the clinic operates without offending the cultural beliefs of the market.
The company may also income as an appropriate strategy for segmentation. A potential structure for the clinic targeting upper-class women would adopt more of a resort setup. Such an arrangement would require practitioners to be at the clients' disposal 24/7, and the patient would enjoy benefits such as longer time with physicians and longer durations for one-on-one consultation (Berkowitz, 2017). The clinic's impacts include higher charges to clients and an opportunity for charging membership fees. Such a setup contradicts a potential for the lower-income target population, notably those within inner cities. Significant funding for such clinics would be the government, eliminating the probability of the extra amenities enjoyed by upper-class clinics. Such an institution has limited time for one-on-one consultation for the patients. The caseload would require attending to several patients in a day, limiting physicians' freedom for 24/7 consultations.  
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