.

y
Y e 7
NIIMHUANAN

/ >

&‘1 ‘\Q Kﬂ k V VA s p" A} l\ I ’ i\ X \‘ \\\ \
L . WAL\ N b

*wm R B 8 il f qumb A\ ii':

WOV BN R TR | | LN 1”1 O BARLAT Y W'



ANNAAVUDINITUUITIUN TR

' 9 9Y KR 9) 9 1
* elviindegna lansangu
d' Y 1 = | = =
* FOAITNWNMIAAIA lAog 1 NUTZaANT AN
* [ lona luNISHYITHILaZ gAY

\

—




ﬂ'J”IﬁJ‘ViﬁJ"IEJ"U@Qﬂ1§!!ﬁﬂd’3ﬂﬂ1§ﬂa19]

] 1 v < 1 ] Ad'd U/ b % U
- ﬂ]‘i!!‘]NﬂQNQﬂﬂ1®ﬂﬂ!ﬂuﬂguﬂﬂﬂﬂuﬂﬂﬂmgﬂﬂ1ﬂﬂu

d'i v w 1 b %
s m@1ﬁa1u1sawmumwummammwwnqﬁlﬂ




W

¢
AR5z aIn U IMINUITIUNINAA

v
= b 4

« ia1nlan1NABIMIVBIgNAIAAZNAN

D-

U

A v ¢ A Y
* iaanNranN A/ UIMsIasanunguihviang

D-

Y v 1 = A A
2 !‘I/\Ii’)a!‘lm’iwmﬂ‘i“ﬂNﬂ1‘§ﬂmﬂi’)ﬂ1\‘13~lﬂ§$ﬁﬂﬁﬂ1w

- AR/
= D
g . . > R
-~ ~ " )
\ g ~ - L g
\ - . . » N . - g




d
o lumsuusaIvnaIn

(Segmentation Bases)
1. Uszgnsmans (Demographic)

* ang, WWA, s1ala, NISANEN, a1TN

2. parAans (Geographic)

* szind, nANA, LAY, FNINDNDINA
- _3.3pamnen (Psychographlc)
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- Jawala (Measurable)

* qhasla (Accessible)

o sivinamanzay (Substantial)
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- Inszvinaa: ssaunan (Segmentation)
* JJszidiudnamn: vina, Msula, ANNEIsaluMTHYIVY
* manamaithwina (Targeting)

* dmuadumuasua (Positioning) e
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* Joyavn Soclial Media
* Google Analytics

* CRM (Customer RelatlonshJE)
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(Positioning Elements)
-nauthvana (Target Audience)

* anudiesmsvesana (Customer Needs)
* nmvianiauo (Value Proposition)
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aIvena Positioning Statement

naasing: Starbucks
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