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Creating a Sale Force that Fits the Target Market
	The marketing practices have apparent significant paradigm shift because of the adoption of strategic marketing management to enhance the efficacy of the sales and marketing activities. The strategic marketing aims to achieve differentiation using internal strengths and environmental opportunities to accord the target markets with superior value than the competitors (Chernev & Kotler, 2018). A business entity can achieve positive outcomes using marketing competencies to design a sustainable framework to facilitate the department attract a robust sales force, segment a sustainable target market, and increase the sales revenue. 
Description of Kevian Beverage Company’s Target Market
Kevian’s marketing strategies focus on the behavioral, demographic, psychological, and geographical attributes to segment a sustainable, actionable, as well as profitable market segment. The demographic segmentation is a conventional strategy that visualizes the personality traits of the consumers to identify the ideal prospects (Kokemuller, 2018). Kevian demographic-based strategies consider the youthful aged 14-35 years, employed, unmarried buyers being the most actionable parameters. The youthful consumers in an employment opportunity exhibit preferences to quality beverages and superior branding. Therefore, Kevian capitalizes modern technologies to enhance quality and innovative packaging, which are pertinent features that attract consumers with disposable income level in the Midwest Region.
Similarly, the psychological and demographic segmentations enhance the efficacy of the marketing strategy. The core psychological attribute that enhances the profitability of the targeted market is the health-conscious lifestyle among the urban, youthful, and employed consumers (Kokemuller, 2018). Therefore, Kevian portrays its beverage portfolios to add nutritional values for the consumers to attract and retain the consumers. Equally, the urban and suburban regions provide a lucrative geographical segment to target the Kevian Beverage because of the ease of access to the market as well as high consumer awareness about nutritional values in the beverage products. 
Building a Strong Sales Team
Strategic marketing competency enhances the effectiveness of the sales and marketing interventions in a business because it leverages on the segmentation strategies. First, Kevian Beverage aims to recruit enthusiast marketers to target the educated, urban-dwellers, and health-conscious consumers. Secondly, the marketers are advised to portray the products as innovative because of the superior production technology (Chernev & Kotler, 2018). For example, the marketers ought to stress about the value addition process involved in the production phase to enhance the nutrition value of the beverage products. Thirdly, the company aims to capitalize on the impulse-buying attributes of the high-income buyers and youthful shoppers in the urban centers by displaying the products in strategic locations that include shopping malls. Therefore, successful implementation of the three interventions aims to improve strategic marketing competency, which is integral toward actualizing its mission statement.  
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