Entrepreneurship 101

Session 3. Customer Segments
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Learning Objectives of the Session
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1. Understand how to identify customers.
2. Recognise the value of customer segmentation.

3. Define your business’ customer segments.
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Who Are My Customers?
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ABSOLUTELY EVERYBODY

Why this does not work:
» Business won't target prospective customers’ needs

« Resources wasted targeting non-customers
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Who Are My Customers?

Target those people likely to buy from you.

Customers can be businesses (B2B).

Customers can be individual consumers (B2Q).

Customers must have purchasing power.
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Customer Segmentation

Customers grouped by: ° o
» Characteristics, Behaviours, and Preferences. .‘Im.

The benefits: *w

 Gain insights that appeal to customers.

* Understand your top customers. ﬁ'w * o
* ldentify the customers easiest to keep. oi\ . ‘w

» Attract the most lucrative customers.




PRl Frasmus+

How to Group Customers?

: dgL ‘V" ’."'

Place or Location Age, gender and
background and attitudes

Behaviours
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Defining the Customer Segments of Your Business
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* For whom are you creating value?

* Who are your most important customers?
« What to call your customer segments?

* Are you selling B2B or B2C?

« What is the company size, if B2B?

« What is customer age, if B2C?

* How would you group your customers?
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Business Model Canvas — Customer Segments

Value Propositions % Customer Relationships @

Include the
name of
each of
your
customer
Channels g J| segmentsin
this box.

E.g., Fitness
consclous
30-45 year
old males
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Key Takeaways from the Session
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» Not everyone can be your customer.
« Segment customers based on shared characteristics.

* Benefits:
* Gain customer insights.

» Attract most lucrative customers.

Not sure who your customers are?

« Carry out market research.

 Look at customers of similar businesses.
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