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AI will be a critical 
component in unlocking the 
full potential of market 
segmentation by providing 
deeper, more actionable 
insights into consumer 
behavior. 

Sundar Pichai – CEO of Google



What We 
Will Discuss 

Today:

• The Types and Importance of 
Segmentation

• Psychographic Segmentation (WHY)
• Behavioral Segmentation (HOW)
• Demographic Segmentation (WHO)
• Geographic Segmentation (WHERE)
• Transactional Segmentation (WHAT)
• Integration and Automation Segmentation



The Types & Importance 
of Segmentation



Types of Market Segmentation



The Types & 
Importance of 
Segmentation

Enhanced Targeting Precision:

• Identify distinct groups for precise targeting and tailored 
messaging.

Optimized Resource Allocation:

• Allocate marketing resources efficiently for highest returns.

Improved Customer Satisfaction:

• Tailor products and communications to boost satisfaction and 
loyalty.

Competitive Advantage:

• Gain edge by addressing unique market segment 
characteristics.



Automatic Marketing Segmentation
Get answers to questions such as: How many types of users do I have? How do they differ in their interactions? Which are my desirable segments?



AI-generated, Data-driven Personas
Create rich personas automatically for your B2C/B2B clients leveraging first-party data sources and public sources



Psychographic 
Segmentation (WHY)



Psychographic Segmentation (WHY)

Use inferred psychographic 
attributes related to 

lifestyles, preferences, 
interests, hobbies, and 

values for effective 
segmentation



Definition and Importance

• Psychographic segmentation categorizes consumers based on 
psychological traits. 

• It's vital for creating targeted marketing strategies that resonate 
deeply with specific audience segments.

Key Attributes

• Includes consumers' lifestyles and personal values. 

• Encompasses interests, hobbies, and preferences.

Analysis Techniques

• Utilizes surveys and focus groups to gather psychographic data. 

• Employs data analytics and social media insights for deeper 
understanding.

Psychographic 
Segmentation 
(WHY)



Psychographic segmentation (WHY)
Use inferred psychographic attributes related to lifestyles, preferences, interests, hobbies and values for effective segmentation



Behavioral 
Segmentation (HOW)



Behavioral Segmentation (HOW)

Account for all behavioral 
activity, including 

engagement, events/actions, 
context, intent, and decision 

phase



Definition and Importance

• Behavioral segmentation categorizes users based on their 
actions and interactions. 

• It's crucial for tailoring marketing strategies to specific user 
behaviors. 

Key Attributes

• Engagement, events/actions, context, intent, and decision 
phase are vital attributes. 

• These attributes help in comprehensively understanding user 
behavior patterns. 

Analysis Techniques

• Techniques include tracking user activities and analyzing 
behavioral metrics. 

• Data interpretation methods help derive actionable insights 
from user behavior.

Behavioral 
Segmentation 
(HOW)



Behavioral Segmentation (HOW)
Account for all behavioral activity, including engagement, events/actions, context, intent and decision phase



Demographic 
Segmentation (WHO) 



Demographic Segmentation (WHO) 

Segment by age, gender, and 
language for B2C businesses 

and by industry, company 
size, job function, and 

seniority for B2B businesses



Definition and Importance

• Demographic segmentation is the process of dividing a market 
into distinct groups based on demographic variables. 

• It helps businesses target specific customer needs and 
preferences effectively. 

Key Attributes

• B2C attributes include age, gender, and language. 

• B2B attributes include industry, company size, job function, and 
seniority.

Demographic 
Segmentation 
(WHO) 



Demographic Segmentation (WHO)
Segment by age, gender and language for B2C businesses and by industry, company size, job function and seniority for B2B businesses



Demographic Segmentation (WHO)
Segment by age, gender and language for B2C businesses and by industry, company size, job function and seniority for B2B businesses



Geographic 
Segmentation 

(WHERE)



Geographic Segmentation (WHERE)

Combine with geographic 
context at the city, region, 

country, sub-continent, and 
continent levels



Definition and Importance

• Geographic segmentation involves dividing a market based on 
geographic boundaries. 

• It's crucial for targeting marketing efforts to specific locations. 

• Helps businesses tailor products and services to local needs and 
preferences. 

Key Attributes

• City: Targeting specific urban areas. 

• Region: Focusing on broader areas within a country. 

• Country: Segmenting based on national borders. 

• Sub-continent: Addressing areas within a larger continental 
region. 

• Continent: Broadest segmentation based on large landmasses.

Geographic 
Segmentation 
(WHERE)



Geographic Segmentation (WHERE)
Combine with geographic context at the city, region, country, sub-continent and continent levels



Geographic Segmentation (WHERE)
Combine with geographic context at the city, region, country, sub-continent and continent levels



Transactional 
Segmentation (WHAT)



Transactional Segmentation (WHAT)

Leverage order data from e-
commerce sites and goals 
from lead generation/B2B 
websites to identify high-

and low- valued buyer 
segments



Definition and Importance

• Transactional segmentation divides customers based on their 
purchase behaviors. 

• Helps in targeting marketing strategies more effectively. 

• Enhances customer experience and increases conversion rates. 

Key Attributes

• Order data: Track purchase frequency, value, and product types. 

• Lead generation goals: Focus on acquiring new customers. 

• B2B websites: Aim for quality leads that can convert into long-
term clients.

Transactional 
Segmentation 
(WHAT)



Transactional Segmentation (WHAT)
Leverage order data from e-commerce sites and goals from lead generation/B2B websites to identify high- and low- valued buyer segments



Transactional Segmentation (WHAT)
Leverage order data from e-commerce sites and goals from lead generation/B2B websites to identify high- and low- valued buyer segments



Transactional Segmentation (WHAT)
Leverage order data from e-commerce sites and goals from lead generation/B2B websites to identify high- and low- valued buyer segments



Integration and 
Automation of 
Segmentation



Integration and Automation of Segmentation

Get answers to questions such as: 
How many types of users do I have? 

How do they differ in their interactions? 
Which are my desirable segments?



Importance of Integrated Segmentation

• Provides a holistic view of customer behavior and preferences. 

• Enhances precision in targeting by leveraging multiple data 
points. 

• Streamlines marketing strategies for higher efficiency and 
effectiveness. 

Automatic Segmentation Tools

• Utilize AI to analyze and segment users based on various data 
dimensions. 

• Save time and reduce human error in the segmentation process. 

• Offer real-time insights and dynamic adjustments to 
segmentation criteria.

Integration 
and 
Automation of 
Segmentation



Data Source/Integration
Build rich personas leveraging first-party data (Google Analytics, Search Console, CRM, ESP) and public sources (social media, voice of customer)



Visitor Groups
Classify B2B website visitors automatically into business prospects, job seekers, investors, partners/competitors, press and service providers



Data Enrichment
Augment data for deeper context with 20+ additional data sources and unearth behavioral insights with machine learning



Get Rich Industry Specific Insights
Identify variations in key structured attributes specific to your industry/vertical



Next Steps



Replay and 
Resources

https://www.movingforwardsmallbusiness.
com/unpacking-segmentation-replay/

Or Go to URL Below



https://www.movingforwardsmallbusiness.com/membership-levels/

Lifetime Access to Community
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