
Behavioural 
Segmentation 

 
 
 

RICH RETIREE 

 
 
 
 
SKILLED MANUAL 

WORKER 

(1)SME’s 
conscious of the 
economy 
searching for 
garden offices to 
work from home 

(2)Environment
ally conscious  
Rich retiree 
searching for 
garden offices 

(5)Money minded 
Skilled manual 
workers 
searching for 
garden offices 

(8)Status seeking 
SME’s searching 
for office space 

(9)Rich retiree 
searching for 
office space to 
show success.    

(7)Skilled  manual  
workers seeking 
innovation search 
for  office space 

(3)SME’s seeking 
diversion searching 
for  Business Start 
Up 

(4)Business 
oriented Rich 
retiree 
searching for  
Business  Start 
up 

(6)Skilled manual 
workers 
preferring to run 
a business 
searching for 
Business  Start up 
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Psychographic  
Segmentation 

 

 

An audience can be 
targeted according to 
how they use the web or 
an individual site 
(Chaffey and Smith, 
2013). Keywords in 
search engines 
 can also be used  to 
narrow down the target 
audience.  
The approach is time 
consuming and 
behaviours can change 
overtime. Approach does 
not really consider why 
consumers buy the 
product, their needs or 
their lifestyles. Heavily 
relies  upon obtaining 
detailed market 
intelligence and use of 
databases. 

Approach gives a much better insight into the consumer as a person, leading to 
identification of needs and motives as well as subsequent market programs. Can be 
costly especially to a small firm like JY Joinery as it requires detailed data and 
research on the consumer. Company may fail to meet customer needs.  

According to the Department for 
Business Innovation and Skills, 
SME’s are on the rise, accounting 
for 99% of a record 4.5 million 
private sector businesses in Britain. 
58% of self-employed relied in their 
home in some form(ONS, 2013). 

Individuals may not have the  right 
skills and personality traits to be 
effective homeworkers therefore 
may not purchase garden office. 
There is also the Initial expenses of 
setting up and domestic 
disruptions and interruptions(Law 
Donut, 2014) 

Possibility of loosing out on 
potential customers with 
disposable income and the 
fast growing odd-jobbers (self-
employed) who want to work 
from home (The Guardian, 
2013) 



High Price 
Low price 

Product Features - High 

Product Features - Low 

Unique, Luxury, 
Prestige, 

Sophisticated, 
Expensive 

RICH RETIREE 

Easily Accessible, 
Convenient, 

Environmentally Friendly, 
Profit Accumulator, Time 

Saving 

Cheap, 
Reliable, 

Cost 
Effective 

High demand of product due to the rise of  SME’s 
and the number of Self-employed working from 
home (ONS, 2013). 
Not all SME’s prefer to work from home because of 
the risk of planning permission, hence may not be 
potential customers.  
SME’s that don’t have the additional mentoring and 
support may fail within the first three years (rbs-
business sense, 2014). 
 

The amount the average household has left to spend after 
taxes has dropped , except for the retired, who have seen 
their incomes keep on rising (The Guardian, 2013). Potential 
of  competitive advantage by offering quality unique 
products (differentiating). There is a risk of loosing out on 
customers who are not after top quality. Possibility of high 
costs to differentiation may not meet the required profit. 

According to the Office of National Statistics (2013), one of the 
fastest growing clubs in the UK is that of the self employed, 
whose ranks has swelled to a record 4.1 million or 14.2% of all 
employed people. Two thirds of the self employed are men. Can 
target customers looking to build a reputation. Skilled manual 
workers mostly work out on sites rather than in the office, 
therefore there may not be need of having an office after all. 

May also miss out on the rich retiree with more 
disposable income  who may want to show their 

success in the comfort of their premises (The 
Guardian, 2013). 

There is a risk of loosing out on potential self 
employed women who may want to work from 

home. 60% of those who have come self 
employed since 2008 are women (The 

Guardian, 2012).  



AQUISITION CONVERSION RETENTION 

Product 
 

Basic Design 
Garden Office 
Core benefit – 
Create once 
reproduce many 
times. 

Unique design 
Garden Office 
Augmented product. 
Low cost to 
differentiation but may  
attract just  a few 
individuals. 

 
 
 
Introductory 
offer and free 
consultation. 
 

 
 
 
Get a discount 
on first order 
when you join 
online. 

 
 
Loyalty Discount. 
Customers get 15% off   
next order .  

 
 
 
Loyalty vouchers for 
any other purchases 
exclusively for 
members 

Price Price Sensitive 
 
 
10% OFF price of 
Garden office. 
Shown. 
 

Value Seeking -Hiding 
Quality of Garden 
office with added 
features is the key. 
Price revealed on 
enquiry may turn off 
potential customers. 

 
 
 
15% Limited 
Time exclusive 
offer on first 
purchase 

 
 
Free desk and 
chair if you join 
online and make 
your first 
purchase. 

 
 
Improve relationship 
with customer by 
offering FREE  roof 
maintenance for the 
next two years . 

 
 
Members only benefits 
including  Extended 
Warranties. May expire 
before use (Institute of 
Customer loyalty, 2012)  

Digital 
Tool 

                  
         
“Searching for 
Garden offices”. Best 
form of advertising.  
PPC campaign  costly    

 
 
Build brand 
recognition.Banner ads 
to attract click through 
tend to cost more. 

 
 
 

 
 
Site mentioned 
on other 
websites. 

 
 
 
 
         Blog updates and 
personalised emails. 

Social 
Media  
Tool 

 
 
 

 
Online activity 
generates sales 
& boost web 
traffic(Marketing
-map,2011). 

           
 
 
 

Share 
Photos. 
90% people twitter or 
blog positive 
experience with firm 
(Parkin, 2009). 

             Professional and 
informative but 4th on 
popular social networks 
(Intent data, 2013). 
Time consuming then 
little ROI (Blyth, 2011) 

Digital 
Channel 

 

             Has 67%     
market share 
(Search Engine 
Watch, 2013). 
Auto enabled 
              may affect 
search results. 

Helps find the perfect 
garden room with over 
1300 Subscribers  
(Garden room 
Guide, 2014) 
But not many 
Subscribe. 
 
  

 
 
JY Joinery 
Website 

 
 
 
JY Joinery 
Website 

 
 
INNOVATION 
Collaborating with 
customers to drive 
future products. 
 

Some customers may 
see email as junk or 
spam. Spam has made 
everyone wary (Parkin, 
2009). 
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Google is the market leader with 
a 67% market share. 

Bing has partnership with every 
major social site and there could 
soon be a switch from Google's 

traditional search to Bing’s search 
(Search engine watch, 2013)    

Customer clicks on advertisement to visit web 
page. Most cost effective way to connect with 

online consumers (Parkin, 2009) 

In competitive industries, the cost per click 
can  get really expensive (Internationally 

Digital, 2013). 

10% off Garden 
Offices. Search term 

“Garden offices” 

Customer directed to 
Landing page with 

introductory offer and free 
consultation on first 
purchase. Improves 

conversion rates 
(Marketing profs, 2007) 

Not all respondents click for 
the same reason and not all 

with the same needs. 

Customer follows on Facebook and Twitter and gets some 
product reviews.  Likes product. Online activity generates 
sales & boost web traffic(Marketing-map,2011). 

Some people on social networks like Facebook 
are there to engage with friends, not interact 

with brands (Parkin, 2009). 

Customer 
proceeds to 
JY JOINERY 

check out and 
purchase 
Garden 
Office. 

Delivery and 
installation 
arranged 

Personalised email and 
confirmation of order with 

invoice/receipt sent. 

INNOVATION 
Customer posts to blogs. 

Collaborating with customers 
to drive future products. 

Not all customers are 
willing to blog about a 

purchase. 

Customer Shares Photos and recommends product. 
90% people twitter or blog positive experience with 
firm (Parkin, 2009). 

Its What customers say now that is the 
brand. Anything bad they say about the  

product can be seen by millions of people 

Offer customers Loyalty  
Discount on their next 
purchase when they 

subscribe to newsletter.. 
Some customers may 

take offer email as spam 
(Parkin, 2009). 



Landing pages that 
immediately 
present the 

respondent with a 
form to fill often 
reach out too far 

too fast. May turn 
off potential 

customer 
(Marketing profs, 

2007) 
 

Customer is taken 
to website and 
greeted with an 

offer of FREE Desk 
and Chair if they 

“join online today” 

Customer subscribes to The Garden Room 
Guide which helps find the perfect garden 

room with over 1300 subscribers (The 
Garden Room Guide, 2014 

Not all people are wiling to subscribe 
to a website by entering confidential 

details. 

Customer clicks on company banner. 
Banner ads build brand recognition as 
you pay one fixed fee and advertise 

where you want (PPC.org, 2012). 

Banner ads may be hard to 
measure and can have low click 

through rates as well as a 
questionable ROI (Parkin, 2009) 

Once satisfied, 
customer 

places order 
and 

delivery/install
ation is 

arranged. 

Customer views blogs about company on 
guest blogs or other websites where it may 

be mentioned (Business Mapper, 2014). 

There is no direct control of whether 
message is delivered or where it is placed for 

delivery. 

Email confirming 
order and receipt is 

sent 

Customer follows company on 
Linked In for professional advice. 

 Professional and informative but 4th on popular 
social networks (Intent data, 2013). Time 

consuming then little ROI (Blyth, 2011) 

Email sent to customer offering  Loyalty 
vouchers exclusively for members including 

extended warranties. 

Membership may expire before use 
(Institute of Customer loyalty, 2012) and 
some customers may see email as spam 

ACQUISITION 

CONVERSION 

RETENTION 
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